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Good Lumber For Over 53 Years 


Promise of continued activity in new Winton fill in any shortages you may 
building, remodeling and modern- have? Let us know your needs i 

izing means lively Spring business for Idaho White Pine, Ponderosa Pine, 
you, Mr. Lumber Dealer. The first Sugar Pine, Western White Spruce, 


simacitiees dittadin Stitt Utada Visneaitints tes, Citta step in getting the business is to have Douglas Fir, Western Hemlock, Red 


ae sa on hand the many lumber items your Cedar Siding and Shingles. You can 
SPRUCE MILLS: The Pas Lumber Co., Ltd. The customers will need — in attractive, be sure of surpassing quality, out- 
Pas, Manitoba. easy-selling stock, which you can get standing values and unfailing service. 
PONDEROSA PINE MILLIS: Somers Lumber Co. 9 promptly from Winton. Why not We invite you to write us about your 


Somers, Montana.—Craig Mountain Lamber Co., 
Winchester, Idaho. 


WUT TTD ssn rons sanncaecs 


check your supplies now and let softwood lumber problems. 











Why Not Sell Millwork Pro- 
tected Against All 3 Enemies 


of Satisfactory Service ? 0) Gai cenory meet tal lnk 
aa | | at ed < ai 





R O T Caused by fungus. a ste” bk aad = Mat 
ice alia Over 3800 Malta “Supreme” 
asad ile eal -" Frames In Beautiful 
oracious an at ea ee 
TERMITES the heart out of wood— oy Olentangy Village! 
and won't go near mill- 


Olentangy Village, Columbus, 0O., 
4 - was FRONT PAGE news—as among 
work impregnated with 
PAR-TOX. 


MOISTURE ABSORPTION 


stricted home developments. Com- 
Causing swelling, shrinking and warp- 



















i prises 58S units—405 apartments. R. 
” C. Snow, Washington, architect. 





















“Overhead Pulley ONLY top-quality products were 
specified throughout — exacting to 
It’s Exclusive last degzgree—to assure life-time de- 


pendable service. 


Features Like These - Malta “Supreme” Window Frames 
that are helping Maita deal- WON against ALL competition. Over 
ers put ‘‘Supreme’’ and 3800 installed —through McNally 
“‘Topeo’’ Frames into so Lumber Co., Columbus. Surely, here’s 


many lovely homes: (1) > a 
Geeeed eed Otten: ample evidence that Malta Frames— 






























“Supreme” or “Topeo”—with exclu- 
ing—the commonest of all enemies to } pg ap a a sive, patented features, have 
doors and windows—is definitely halted (3) Mull Conter Clamp; ee oe for Kc ty pe 
; WR (4) T t amb. construction and exceptional profit- 
by pn Pt perce — ~— They — it hen oe -— building opportunities for dealers. 
new combination of woo oxic an more long-run pro’ e to 
sell. Your first installation, Let us prove it. Write TO- 


water repellent that leading mills are 


L a sure “puller” of many DAY. Malta’s Catalog No. A-1 
recommending to their trade. 


others. Malta Frames cost should be in your files, by all 
less per year of service. means. z 


IRA PARKER & SONS CO. The MALTA MFG. CO. ~~. 
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— OSHKOSH, WISCONSIN MALTA, OHIO Since’ 1901 
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FROST PINE 


PRE-SHRUNK 


LUMBER 


When you retail FROST PINE, you have an 


unlimited range of standard and special items 





on which to draw ... quality products of 


Nine big mills, strategically located in Texas, 


Louisiana and Arkansas... 





| 


| 








A sustained yield of sawlogs for these mills, 
=%) FROST PINE plus adequate storage and shipping facilities, to assure 
Quality Products you of a dependable source of supply .. . 


Long & Short Leaf Yellow Pine ; ' i - i 
Jakeemen, Ut ies Consistent adherence to FROST’s time-proved production 


Surfaced 6 Sides , a > P ‘ ° : 
e methods, including scientific kiln-drying, surfacing 6 sides 
End-matched and Plain End Flooring 


Ceiling—Partition—Drop Siding and association grading and inspection .. . 
Log Cabin & Bevel Siding 


Casing—Base—Mouldings—Jambs 


io. ... All backed by FROST’s well-known policy of stand- 
Package Trim* : 

Boards—Fencing—Dimension ing squarely behind the quality of eve shipment .. . to 

Roofers—Car Material—Timbers B84 y q y - ° 


Card Table Stock and Industrial Items 


Bed Slats—Batts—Thresholds—Treads the end that both you and your customers always receive 
Surveyor’s Stakes—Plinth Blocks 
Byrkit and Plaster Lath genuine value for your lumber dollars. 
Crating = 
* 
——— ea ~onaagi That’s the story. It explains, in a nutshell, how FROST 
ak——Deech—fFecan 
a a PINE will protect the quality reputation you not only 
HARDWOOD . eee 
Red Oak “ao Oak have established, but also want to maintain. 
Sap Gum ’ Red Gum 
in e e . 
Standard Lineal & Package Trim* Why not check your inventory now against the Frost list, 
ins. an Mouldings 
oo a ree ae See then call your nearest Frost representative or address: 
SPECIALTIES 
Lawn Furniture—Cedar Closet Lining 
* 
“WOLMANIZED” & CREOSOTED 
Posts—Poles—Piling—Bridge Timbers— nc 
anys Construction Lumber—Ties—Cross : + ® 
rms. 
*TrimPak Pat. SHREVEPORT, LOUISIANA 
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This th a 


Great Country 


USINESS and industry, according 

BR to a survey made by the American 

Magazine, will have 2,000,000 jobs 

to be filled this year. Opportunities, the 

executives say, are more varied and nu- 
merous than is generally believed. 


* * * 


Increased competition has raised stand- 
ards to which new employees must con- 
form. Increased cost of doing business, 
due in part to increased taxation, makes 
necessary a higher intelligence level. 

The fairly general policy of promoting 
employees within the ranks creates op- 
portunities for able people to start at the 
bottom with a fair chance of promotion. 
There are many instances of people who 
succeed through using their imaginations 
in creating jobs for themselves in corpo- 
ration ranks. 

But not all the openings are at the bot- 
tom. Executive positions are often held 
open, sometimes for several years, be- 
cause qualified men can not be located. 


x * * 


Numerous industries are looking for 
trained mechanics. This seems especially 
true in machinery, glass, firearms, the 
manufacture of watches, hats, radio sets. 
These and other lines report mechanics 
as their big need. 

Often a corporation has no opening for 
an applicant in the exact field he wants. 
But if he is willing to take a less desir- 
able job and indicates by his work that 
he has energy and imagination he is likely 
to be shifted at the first. opportunity to 
the field of his choice. 


* * * 


Because lumber retailing is entering 
the field of direct selling, there are certain 
to be openings in this field for able yard 
and office employees. A knowledge of 
stock and its correct use is a good back- 
ground for such work. But this knowl- 
edge needs to be supplemented by other 
factors; a practical grasp of the custo- 
mer’s point of view, a capacity to visual- 
ize, sketch and otherwise get to the cus- 
tomer a picture of the house and its quali- 
ties, a knowledge of customer financing, 
a capacity to close the deal. Manufac- 


turers are recognizing the importance of 
this kind of trained retail selling; and 
manufacturers 


some are conducting 


schools in the field. The National dealers’ 
association has worked out “Tested Sell- 
ing Methods.” 

This is a relatively new field; one of- 
fering much to the right kind of men. 


* * * 


The magazine Fortune, spokesman for 
business on a high plane, makes some 
statements that come with peculiar force 
from a publication in its special position. 

Democracy, it says, is a spirit and not 
a form of government. The basic factor 
in the American political system—the 
value of a person as an individual—is an 
inheritance from Christianity and a crea- 
tion of Christian idealism. These ideas 
and factors are in the American social 
blood stream. Because of peculiar cir- 
cumstances the nation practices Chris- 





Moral codes are almost endlessly 
varied, and each has a right to its 
separate existence. But a oneness 
underlies this diversity. All men, 
whatever their way of life, have a 
sense of values, and the values are 
in all kinds of society broadly the 
same. Goodness, beauty and wis- 
dom have always and everywhere 
been honored. 

—Aldous Huxley 





tianity, somewhat imperfectly, in its busi- 
ness and professional life but is losing 
sight and grasp of the principles them- 
selves. 

The old faith that there are absolute 
spiritual values that can not be compro- 
mised away gave us America at its best. 
Practices based upon such absolute values 
will lose their distinctive power in time 
if the belief in such values is not restored. 

Fortune lays a heavy burden of re- 
sponsibility and of opportunity upon 
churches; but it lays no less a burden 
upon business itself. It is more than in- 
teresting that this notable exponent of 
public affairs should declare that in the 
last analysis the health of business and of 
politics must turn upon something bigger 
than themselves. The magazine is mak- 
ing no plea merely for church support 
that business may prosper. It is calling 
business men to recognize and to act upon 









the fact that spiritual values of an abso- 
lute kind do exist, that spiritual laws are 
a description of how things work in the 
universe and that because of this fact 
these values and laws condition every 
part of life, including business. 


* * 


William Hard, writing in Reader’s Di- 
gest, throws a practical sidelight upon the 
importance of recognizing the value of in- 
dividuals. Mr. Hard believes that the 
way to have more wealth, to end unem- 
ployment, to spread income and to raise 
living standards is to produce more 
wealth per worker. 

Much of the earlier and so-called in- 
dustrial efficiency was achieved by some 
form of the speed-up; driving employees 
to harder and faster work through fear 
of dismissal. Mr. Hard describes the 
methods of an industrial engineer, Allan 
H. Mogensen, who gets results not by 
threats and fear but by appealing to a 
co-operative spirit. This engineer at once 
tells employees that his purpose is not the 
old driving speed-up but to make work 
easier by making it more efficient. He 
promises workers that efficiency sugges- 
tions they bring in will never operate to 
put them out of employment. In this 
way he gains an interested and an intelli- 
gent co-operation. He aims always at 
making workers management-minded ; 
telling him that as costs go down employ- 
ment and wages will go up. He sets em- 
ployees to asking themselves why they do 
certain things in certain ways; and these 
questions and their answers frequently 
go right up to the top management and 
issue in changed head-office policies. 

The objective is always a larger earn- 
ing without a greater effort; a better 
product at a lower cost. -To mention but 
one instance out of many, in a certain 
plant the cost of one article was reduced 
by 16 percent; whereupon sales of that 
article increased 410 percent. A bigger 
volume of consumption necessarily means 
bigger production, which issues in added 
employment and better wages. 


* * * 


Roy A. Benjamin, Jr., describes in 
Forum a system of combined schooling 
and vocational training that is at work 
in many places but that seems to be mak- 
ing special progress in the South. 

High schools long prepared all their 
students for college, though but a small 
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percentage of their graduates ever at- 
tended college. In many places technical 
high schools and public trade schools 
were out of the question because the 
towns could not afford them. 

Several people, noticing the trouble 
high school graduates had in getting and 
holding jobs, fixed up a plan by which 
students went to school in the forenoons 
and worked in the afternoons. The prin- 
cipal expense was the hiring of a trained 
co-ordinator who supervised this project, 
saw to it that student workers were not 
exploited by employers and co-ordinated 
studies and work in such a way that the 
schools were justified in giving academic 
credit for this afternoon employment. 
From a beginning of 26 such student 
workers, the movement has spread until 
in twelve southern States there are now 
5,000 of them. 

Organized labor does not object and 
in fact co-operates; for the students are 
paid according to what they produce, 
measured by current wage standards, and 
employers meet all the requirements of 
labor laws. These co-operatively trained 
boys and girls have made remarkable rec- 
ords in getting and keeping employment 
after graduation. Some go on to college. 
Comparatively few fail of employment or 
drop out of sight. They catch the rhythm 
and attitudes of business while they are 
still students. 

x * x 


N HIS convention speeches, Otto 
Lieber, the noted retailer of Neenah, 
Wis., mentioned a practice that might 

well be widely copied. One or two days 
a month he puts on overalls and works 
with the yard men. 

Many owners of relatively small yards 
work in this way as a matter of course; 
and for more than one or two days a 
month. Office work would not keep them 
busy ail the time. 

As yards grow bigger and office work 
heavier, a good many dealers seldom see 
their own yards; at least not from the 
hurricane deck of a pair of overalls. No 
number of reports and no amount of ques- 
tioning will give the boss the sharp and 
first-hand knowledge of the yard in rela- 
tion to its mechanical efficiency, to 
prompt service and correct care of stock, 
that a few hours of actual work will do. 
If he wants to know the quality of his 
yard equipment and the hyman equation 
among the men, this is a prime way to 


learn. 
* * as 


Many sales managers in charge of big 
sales forces find it useful now and then 
to take to the road and to do some sell- 
ing. It helps them to keep a gage on the 
shifting factors of buyer needs and atti- 
tudes, the character of competition and 
the effectiveness of the sales approach. 

Incidentally, the new lumber merchan- 
dising is resulting in more out-of-the-of- 
fice retail sales and less dependence upon 
purely administrative work. A dealer can 
learn much about his customers and their 


American fiumberman 
reactions by teaming up occasionally with 
his outside salesmen. 

The most important place in all lumber 
merchandising, from tree to trade, is the 
point when the industry makes contact 
with the consumer. A dealer can’t know 
too much about that customer; and if he 
sends his sales effort out of the office to 
the consumer’s home, he may profitably 
send himself along now and then. It 
will do much to increase his information. 


* * x 


HERE IS something almost sacred 
in the work of anyone who shares 
in the building of a home, especially 

a small home, more especially the first 
home of those who own it. The architect, 
those who produce and sell the lumber, 
millwork, brick and stone, cement, plas- 
ter—the contractors and their workers— 
all of these are builders. 


*k * x 


Into the home, perhaps, will move a 
young married couple. To them it is a 
dream home, the fulfillment of long cher- 
ished hopes, the flowering of their sacri- 
fice and savings. Future years may 
bring them a larger, finer home; but al- 
ways they will look back with joy and 
tender memories to that first home of 
their dreams. 
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Babies will come to lighten the home 
with their smiles. Its walls will resound 
with their laughter as they grow and 
romp and play. Day by day it becomes 
more the center of their lives. Under the 
home lights, problems of life will be met 
and solved. At each day’s end it is the 
haven of rest toward which eyes are 
turned with longing, and tired feet wend 
their way. Within the walls you help to 
build, ideals of Americanism will be 
taught. Young people will go out from 
those homes to do their part as loyal 
citizens. 

x * x 


Think not, then, only of nails and shin- 
gles and blueprints and ledgers and prof- 
its, when you serve those who build 
homes. Think of each transaction as a 
contribution to the strength of the nation. 
For home-owners are builders, not de- 
stroyers. And there is need today for 
more who will uphold the ideals of Amer- 
ica against those who would tear down 
its traditions of freedom. 


* * 


In all the perfume shops of Paris or 
Havana is no scent as sweet and refresh- 
ing as that of a forest or a shingle mill 
or a lumber yard filled with piles of 
good timber. 


The Lumber Dealer Has a Leading 
Role to Play 


facturers and dealers emphasize the 

fact that today the lumber dealer is, 
and must be, the outlet for the multiple 
elements that go into building a house, a 
barn, or any small construction project. 

As evidenced by advertising in lumber 
dealer periodicals, manufacturers who 
have anything to sell the potential house 
builder are thinking more and more of 
the lumber dealer as the logical outlet for 
their products. 

If the record passing through our 
hands each day is an index of what to 
expect, the successful lumber dealer to- 
day must regard his place of business 
more as a department store than as a tem- 
porary resting place for lumber. More 
and more he must adopt the slogan “Tf it 
goes into a house, it is mine to sell.” 

For the lumber dealer no longer sells 
things only for construction. He also sells 
many things that must eventually be re- 
placed or revamped. Therefore, he is in 
a position today to build up a repeat busi- 
ness, not only with the general contractor 
but with the general public. 

Inasmuch as the lumber yard is becom- 
ing more and more a general retail busi- 
ness, the rules that apply to other stores 
are beginning to apply to the lumber deal- 
er’s business. Location with respect to 


Fe "faceurers from conventions, manu- 


traffic, eye appeal, window display, show 
room psychology, contests and local ad- 
vertising are all playing a part in the suc- 
cessful dealer’s business today. 

It is recorded in our files that in this 
competitive world only merchandising 


(attracting the customer through the cus- . 


tomer’s own terms and mediums) is suc- 
cessful in gathering an audience to hear 
one’s sales story. The same psychologi- 
cal values that have been working so long 
in other fields are now found to work in 
the small construction business. 

In the past fourteen years—since 1926 
—the lumber dealer has learned that only 
change itself is constant. He has been 
forced to conclude that the ability to 
change with new conditions, as they come 
to exist, is one of the cardinal laws of life. 
In the building of this country, the lum- 
ber dealer has played his very consider- 
able part, but today the stage is set and 
the script is written wherein he plays a 
far more dominant role than has ever 
been given him in the past. 

The schooling of these past fourteen 
years has provided a training that un- 
doubtedly will enable the lumber dealer 
to give the performance his supporting 
cast, the building industry, expects of 
him. He must play the lead and win the 
plaudits of the consumer audience. 
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Decree Does Not Ban Service 
Features on Southern Pine 


New Orteans, La., March 5.—Owing 
to confusion arising from inaccurate and 
incomplete reports of terms as. to in- 
spection, grading and_ grade - mark- 
ing of lumber, as stipulated in the consent 
decree entered into by the Southern Pine 
Association, in the Department of Justice 
case against the SPA and others, filed in 
ederal Court, here, Feb. 21, H. C. 
Berckes, secretary-manager of the associ- 
ation, has issued a supplemental statement 
explaining the exact effect of the decree. 

The industry may be assured that the 
association is working out a program 
which will be acceptable to the Govern- 
ment in the time-limit allowed for such 
changes as may be necessary in operating 
a service to handle inspection, grading, 
etc. The SPA is, as always, going ahead 
aggressively to assist in the merchandis- 
ing of southern pine. Mr. Berckes’ state- 
ment follows: 

“Since announcement of the action 
taken in Federal Court in New Orleans 
on Feb. 21, in the proceedings under the 
anti-trust act against the SPA and 
others, we have received many telegrams, 
telephone calls and letters from Federal 
and State construction agencies, private 
consumers of lumber, and retail lumber 
dealers, indicating that they have received 
inaccurate reports concerning the judg- 
ment of the court respecting the inspec- 
tion, grading, and grade-marking activi- 
ties which have been carried on by the 
SPA. An incorrect impression has be- 
come current that the consent decree en- 
tered into by the association, forbids con- 
tinuance of these activities, which were 
originated by and for many years have 
been conducted under supervision of the 
SPA. This impression is entirely incor- 


Separation Is Principal Change 


“A careful reading of the provisions of 
the consent decree will convince anyone 
that there is no provision against contin- 
uance of the inspection, grading and 
grade-marking activities in the Southern 
pine industry, no prohibition against the 
specification or use of grade-marked 
Southern pine, and no thought of prevent- 
ing the promotion of grade-marked lum- 
ber for the protection of the consuming 
public and the benefit of the members of 
the lumber industry. The provisions of 
the consent decree relating to the inspec- 
tion, grading, standardization and grade- 
marking activities of the industry merely 
involve principally the mechanics or set- 
up through which they shall be conducted 
in the future. Because of the quasi-public 
nature of these activities, the decree pro- 
vides that they shall be performed by an 
autonomous bureau of the association, 
separate from the other activities of the 


association. The transition, of course, 
will be gradual, and there is no need for 
immediate change in specifying practices. 


“The consent decree, as it relates to 
grade-marking, requires action on the 
part of the manufacturers only. It will be 
conducted, as soon as the new set-up can 
be arranged, under a bureau of the asso- 
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ciation to be known as the Southern Pine 
Inspection Bureau, with its own board of 
governors. Grade-marked lumber may 
continue to be specified and delivered, and 
there is no reason for disturbing existing 
specifying arrangements. As a matter of 
fact, when the program contemplated by 
the consent decree is fully in effect, the 
system of grade-marking Southern pine 
will be in stronger position than ever.” 
[A correct summary of the decree; the 
indictment; the association’s position; 
and plans for the Southern Pine Inspec- 
tion Bureau’s services appeared on pages 
56, and 57, of the Feb. 24 issue of the 
AMERICAN LUMBERMAN.—EDITOoR. | 


NLMA Committee Asks 
Wage-Hour Changes 


Wasuincton, D. C., March 5.—Calling for 
changes in the Fair Labor Standards Act, the 
special conference of representatives of the 
lumber and timber products industries, to con- 
sider the application of this Act and the need 
for amendment, meeting here Feb. 19 and 20, 
under the auspices of the National Lumber 
Manufacturers Association, urged amendments 
designed to produce a more equitable applica- 
tion of the law. 

After careful study of proposals made by 
the regional associations affiliated with the 
NLMA, the conference asked that efforts be 
made to write into the Law, amendments calling 
for: (1) “Freezing” of maximum hours at 44 
in any week; (2) exemption of salaried clerical 
workers; (3) exemption of workers not directly 
engaged in production of goods; (4) exemption 
of employees while engaged in emergency work; 
(5) a 56-hour work-week for logging; (6) 
the averaging of work-weeks; (7) exemption 
of forest fire fighters; (8) permission to deduct 
reasonable charges for board and lodging; (9) 
abolishment of industry committees, and (10) 
outlawing of actions against employers not 
brought within six months of the time cause 
of action accrued. 

M. L. Fleishel, president of the NLMA, acted 
as chairman of the conference, which included: 
Oliver Bright and Philip Walker, Southern Pine 
Association; C. L. Isted, Western Pine Asso- 
ciation; R. E. Broderick, Northeastern Lum- 
bermen’s Association; C. H. Clendening, Ap- 
palachian Hardwood Manufacturers (Inc.) ; 
Carl W. Bahr, California Redwood Association ; 
C. Arthur Bruce, Southern Hardwood Pro- 
ducers; R. W. Maxwell, West Coast Lumber- 
men’s Association, and Henry G. Bahr, T. R. 
Sheldon and Wilson Compton for the National 
Lumber Manufacturers Association. 


Amendments Approved by Conference 


The. following amendments were approved: 


1. That section 7(c) of the Fair Labor 
Standards Act be amended to permit employ- 
ment in logging and the transportation of logs 
up to fifty-six (56) hours in any workweek 
without the payment of overtime. 

2. Amend section 7 to permit the averaging 
of time over any period of four consecutive 
workweeks to make up time lost during any 
workweek for any cause. 

3. Amend section 7 to restore and perma- 
nently “freeze” maximum hours at forty-four 
(44) in any workweek. 

4. Amend the Act to exempt from the maxi- 
mum hours provisions office and clerical work- 
ers paid on a straight salary basis and given 
vacations with pay. 


5. Amend the Act to exempt from the hours 
provisions all foremen having the right to hire 
or fire or recommend hiring and firing; and 
service, maintenance and other workers not 
directly engaged in the production of goods, 
such as, but not limited to, watchmen, mill- 
wrights, repairmen, maintenance men, and power 
plant employees. 

6. Amend the Act to exempt employees from 
the hours provisions while engaged in work 
incident to or made necessary by emergencies, 
such as, but not limited to, floods, fire, train 
wrecks, tornadoes, etc. 


7. Amend section 3(m) so that the minimum 
wages payable to employees under the Act, 
may include a reasonable charge, as determined 
by the Administrator, for furnishing to such 
employees board, lodging or other facilities, 
when these are furnished to the employees in 
addition to a cash wage. 


8. Amend section 13(a) by adding at the 
end thereof: “or any employee while employed 
in connection with preventing, controlling or 
suppressing forest, brush or grass fires.” 

9. Amend the Act by striking out sections 
5, 8 and 10 and a portion of subsection 6(a) (c), 
so as to eliminate all provisions now contained 
in the Act relating to industry committees. 

10. Amend the Act wherein it relates to suits 
under sections 15 and 16 so as to provide that 
actions against employers would be outlawed 
unless brought within six months of the time 
the cause of action accrued. 





Company Acquitted in Wage- 
Hour Case 


JACKSONVILLE, Fia., March 5.—The South’s 
first case, involving alleged violations of the 
Wage-Hour Law, came to a close, here, with 
a verdict by a Federal Court jury, acquitting 
the Walters Lumber Co., Macclenny, Fla., of 
violation on thirty different counts. Prosecu- 
tion for the Government abandoned six other 
counts, and the presiding judge granted a de- 
fense motion for an instructed verdict as to five 
others. The jury deliberated one and one-half 
hours, bringing to a close proceedings started 
Feb. 19. Charges against the company, op- 
erated by J. W., and Augustus Walters, were 
filed during July, 1939, by the Wage-Hour 
division, alleging failure to pay the required 
amount for overtime; failure to pay the mini- 
mum wages of twenty-five cents per hour; 
shipping goods in interstate commerce without 
paying the proper wage scale; and falsification 
of records. 
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Four years ago, boys entered 
these model houses in a 
Lebanon, Ky., Boner-Camp- 
bell Co. contest. At that 
time the contest stimulated 
interest in new housing con- 
struction and remodeling. To- 
day, the boys who entered 
their models in that contest 
have nearly all grown up. 
Two of them came in re- 
cently to buy materials for 
new homes. That contest of 
four years ago has begun to 
pay out dividends again 


Boys of Today Are Customers 


“Today’s boys are tomorrow’s customers.” 

That was the statement made by the former National Retail 
lumber Dealers’ Association president, and present Kentucky 
Lumber and Supply Association secretary, Don Campbell, 
Boner-Campbell Co., Lebanon, Ky. 

“Maybe not so fast as that,” he amended, “but very soon 
after. Four years ago, for example, we ran a house model con- 
test for the boys in town—-two of the boys who entered that 
contest are building homes this spring. They are buying the 
materials from us.” 

That was concrete evidence that the boys, themselves, remem- 
bered who had taken an interest in them. But the idea went 
deeper than that. The boys were acquainted with the Boner- 
Campbell Co., and as almost all people have more confidence 
in the man they know than they do in the men they don’t know, 
the boys came to Boner-Campbell Co. when they wanted to 
build a house for themselves. 

Four years ago the idea of a house model contest was an 
experiment with Boner-Campbell Co. They believed that it 
would center attention on new home construction and that, in 
particular, it would call attention to the chief function of Boner- 
Campbell Co., which was, to stimulate building and building 
improvements, and through that activity sell lumber and 
materials. 

“There were direct results from the contest,” said Don Camp- 
bell. “The model houses did focus attention on our company 
and on house building. But now that the boys who entered 
that contest have practically all grown up, we have discovered 
that the idea is producing better than we had hoped. 


“We are now contemplating another model house contest. 
Now we have come to believe that the contest wil! not only give 
us favorable publicity at this time—-and incidentally, we look 
forward to 1940 being a building year—hut we believe the con- 
test will create future customers for us.” 

To stimulate rural construction, the Boner-Campbell Co. uses 
a slightly different method. Late last year the Lebanon High 
School added an agricultural course under the Smith-Hughes 
plan. Farm boys taking this course must learn farm shop work, 


In conjunction with this work there has been an F.F.A. (Future 
Farmers of America) chapter formed. The boys in the F.F.A. 
must undertake actual woodworking and construction projects 
and generally they are instructed in this work by the local 
Smith-Hughes agricultural instructor. 

“In the past we have charged the boys for the lumber they 
used in working out their projects,’ Don Campbell explained. 
“But many of the boys had a hard time paying for the lumber 
they needed to complete their projects. So we decided to pile 
our odds, ends and scraps in one bin and give the boys that 
lumber whenever they could use scraps for their projects. 

“T’d suggest that you see the agricultural instructor at the 
high school,’ advised Don Campbell, “if you’d like to see just 
what the boys are learning to build.” 





FRONT COVER 


The boy on the front cover is Crawford Burdette, 
high school student in Lebanon, Ky., the home town 
of Don Campbell, who believes in helping boys. 
Crawford made the tool box for his own farm shop. 











Fred Garrison was the agricultural instructor at Lebanon 
High School. He proved to be very cooperative in outlining 
his program and work from a standpoint of interest to lumber 
dealers. The F.F.A. chapter at Lebanon is just one of many 
organized throughout the country in 47 States. The national 
individual enrollment is over 200,000. 

Shop work at Lebanon High School had just been started 
December 1, 1939, but already many projects had been com- 
pleted. Hog self-feeders and feed troughs, garden and porch 
chairs, small tables, end tables, flower boxes, chicken feeders, 
magazine racks, nail boxes, farm shop tool chests, and tobacco 
presses, and Kentucky milking stools, were among the articles 
already completed or ready for painting. 

“It takes as much time to make a good nail box,” confided 
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Lebanon, Ky. High School boys with some of the articles 
they have constructed in farm shop. Above, left to 
right: Chad Harmon, Hughes Kelly, and James Johnson, 
seated in the lawn chairs they made. Upper right: 
Jimmy Grundy, with tobacco press made for his farm 


of Tomorrow 


Mr. Garrison, “as it does to make a hog self-feeder. The work 
we do here, besides teaching construction, must have utility 
value. Among other things, this is a hog, chicken and tobacco 
country, therefore you’ll notice much of our construction has 
something to do with the raising of these things. 

“Take that tobacco press, for example. Pressed tobacco is 
worth about a cent a pound more than unpressed tobacco. A 
good tobacco press costs about eight dollars, but a boy can make 
one here for two dollars.” 

Aside from teaching the agricultural courses to the regular 
high school classes, Mr. Garrison also teaches older part-time 
students who come to learn about farming. Then at night the 
farmers come to night school and on one night a week the 
F.F.A. has its meeting with Mr. Garrison. All of these groups 
have access to the shop and opportunity for shop instruction. 

One of the biggest things undertaken by the local F.F.A. 

under Mr. Garrison’s guidance is the Home Beautification Con- 
test. Any resident in the community may enter his home in 
the contest. A photograph of the home is taken when the resi- 
dence is entered and at the end of the contest a committee 
will be sent around to judge which house has been most im- 
proved during the period of the contest. The boys living in the 
house may do the work or carpenters may be hired to do the 
work. The point of the contest is not which is the most beau- 
tiful home, but which one has undergone the most improvement. 
This contest, it was stated, was to be started on March 1 and 
was to run until Sept. 15 of this year. 
_ With all of this activity emanating from the local high school, 
it is small wonder that Don Campbell sees fit to give scrap 
lumber to the boys of the school who are at the hub of it all. 
Such efforts must obviously develop some new construction or 
remodeling work. But to clinch the matter, the Boner-Campbell 
Co. is taking steps to see to it that once interest is aroused, they 
will have something definite to show potential builders. 

A new show room is being constructed in the store next to 
their hardware store front on the main street. A house-like 
structure will be built at the back end of this store for Don 
Campbell’s office and a built-in kitchen, complete with sink and 
all, will be among the displays shown. 











Above: Roy Mardis standing between his hog self-feeder 
and his hog trough. Lower picture: Front row, Willard 
Hillman, John Hundley and Dillard Hillman; back row, 
Howard Whitfield and instructor, Fred Garrison. In 
front of this group are a few of the items made by the © 
boys, a nail box, flower box, magazine rack, Kentucky 
milking stool and a chicken feeder. Class started Dec. | 
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This spring, because the consumer 
dollar is easier than it has been for some 
time, offers an opportunity to the retail 
lumber dealer to increase his sales of 
seasonal items. 

Among the first of these items that 
can be pushed successfully is that group 
falling in the general classification of 
screening. They include screen cloth, 
screen doors, combination doors, window 
screens, and numerous small accessories 
such as screen molding, corner brackets, 
screen hardware, staples, screws, paint 
and brushes, and others. 

Gleaned from dealers who convert 
screening into a profitable cash sale item, 
and use it as a spring leader to develop 
sales of other and larger items, are the 
following ideas, all tried and found to be 


successful. 
DISPLAY 


All of the dealers interviewed agreed 
that perhaps the most important element 
in successful screen selling is display. 

“Display it prominently, and display it 
early in the season,” said one dealer. “Get 
it out where everybody who passes the 
yard can see it. Attractive window dis- 
plays of screen doors and windows, rolls 
of screen cloth, and colorful posters sup- 
plied by the manufacturers can be made 
up. In many places an effective sidewalk 
or lawn display can be arranged. 

“Have a rack for rolls of screen cloth 
located and designed so that orders can 
be filled quickly. We use a portable rack 
that can be placed on the sidewalk when 
the weather permits, or just inside the 
shed. Another rack is located in the dis- 
play room adjacent to a cutting table, 
and flanked by screen doors and window 
screens. 

“The same display rules apply to screen 
as to any other material. You can’t sell 
successfully if you have the material 
hidden away in some remote part of the 
yard.” 


NEWSPAPER ADVERTISING 


“Screen your windows before the fly 
comes—it is much easier to keep flies out 
than to get them out,” is the theme of 
regularly recurring newspaper advertis- 
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In front win- 
dow to left of 
entrance this 
screen sales 
was 
displayed by 
J. B. Laun Co., 
Kiel, Wis. 


ing placed by another dealer during the 
spring months. 

“That our customers agree with us, and 
appreciate having screens brought to their 
attention in plenty of time,” says this 
dealer, “is proved by their purchases in 
response to the advertising.” 

A number of dealers in small towns 
have found that classified advertising 
brings excellent results. A one-inch mes- 
sage in the classified section of a weekly 
newspaper costs very little, and where 


"Stop That Fly" says 
this display, on lawn 
in front of South- 
bridge Lumber & 
Supply Co. yard at 
Southbridge, Mass., 
and samples of 
doors are conven- 
iently ready for in- 
spection. 
changed for other 
merchandise, and is 
kept lighted at night 


display advertising is too costly for every 
issue in the screen season, a display 
advertisement is often run once a month, 
with a classified advertisement each week. 

Generally, screen advertising is predi- 
cated on eliminating flies and mosquitoes 
as bothersome pests, and the average 
family can be appealed to with that mes- 
sage. It is probable, however, that in 
some parts of the South, factual data of 
a different nature could be used success- 
fully. Survey data from the United States 
Public Health Service are available. These 
show that in a section of Mississippi, 
of 604 families observed over a period 
of three years, those living in unscreened 
houses had three to four times as much 
malaria as those living in screened houses. 
Screens decreased disease of all kinds, 
added many working days otherwise lost 
by sickness, and cost much less than aver- 
age expenditures for tonics, doctor bills, 
and mosquito bar. 
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You Can Increase Your 


SCREEN SALES 


This Spring With These Tried 
Merchandising Methods 


In some sections of the North, farmers 
might be appealed to with some plain 
facts about the disease carrying capacity 
of the common house fly. 

Whatever type of newspaper advertis- 
ing is used, timeliness and putting across 
only one idea in each advertisement are 
essential. 


DIRECT MAIL 


Leaflets imprinted with the dealer’s 
name and address, and supplied by manu- 


r Laliberte & Son . Inc. 


SOUTHES IDGE LUMBER & SUPP. <r 
AB8%; Paint & i 





facturers of screen cloth, screen doors 


and combination doors are used with . 


excellent results by many dealers. Some 
dealers use these as envelope stuffers 
when they send out monthly statements. 
Others use them that way, and also make 
a third class or third class miscellaneous 
mailing to an entire prospect list. Some 
of the leaflets should be reserved for 
literature racks in the display room, and 
left on the counter. where it is easy for 
the salesman to slip one in the package 
he is wrapping, or pick one up and give 
it to the customer, at the same time call- 
ing his attention to the approach of the 
fly and mosquito season. 


OFFER COMPLETE SCREEN 
SERVICE 


A dealer in Iowa offers a complete 
screen inspéction and installation service. 
One man takes care of all screen inquiries 














Ma 


or | 
pro 
has 
scré 
exa 
mo 
wal 
cos 
tior 


poy 


as. 
Ge 
the 
ser 
me 
anc 
on 





14,0 


OTS 


vith | 


yme 
fers 
nts. 
ake 
ous 
ome 

for 
and 

for 
cage 
give 
call- 

the 


lete 
vice. 
iries 











March 9, 1940 


or prospects. He visits the home of each 
prospect, and each screen customer who 
has been sold before. He takes the 
screens out of their storage in the home, 
examines them carefully for tears, broken 
molding, unstable frames, damaged hard- 
ware and paint. Then he estimates the 
cost of placing them in first class condi- 
tion and installing them. 

The service has proved to be very 
popular, and it results in a large volume 
of new screen sales each year, as well 
as a large volume of screen repair work. 
Getting inside the home, and working on 
the outside installing screens give the 
service man an opportunity to make 
mental notes of other maintenance needs 
and improvements, and these are placed 
on prospect cards to be followed up later. 


EDUCATE SALESMEN 


The man behind the counter, as pointed 
out dramatically by one of the prominent 
convention speakers this winter, is the 
most important individual in the whole 
process of transferring goods from the 
manufacturer to the consumer. At no 
time is he more important than in moving 
screening and related items. 

The man behind the counter in the 
lumber yard should be trained to mention 
screening to every customer who comes 
into the store in the spring months, re- 
gardless of what he comes in to buy or 
merely to inquire about. 

An idea that works well in a southwest- 
ern yard is to have a miniature screen 
door and screen window on the counter, 
together with literature. While the sales- 
man is wrapping a package for a customer 
he calls attention to the small models, 
frequently picking one up and handing 
it to the customer while he tells him about 
some feature of it. In many cases, thus 
reminded of screens, the customer remem- 
bers that he intended to do some repair 
work on the screens before putting them 
up. If he can be sold some screen cloth, 
or a screen or combination door, the 
way is open to this salesman to suggest 
paint, a brush to apply it, some new mold- 
ing, and other accessories. 

No attempt is made to high-pressure 
the customer. In a conversational tone, 
apparently just to take up the interval 
required to wrap a parcel, the whole sales 
approach is made. Where a miniature 
model is impractical, a full-size corner of 
a door or window screen is used to put 
over the point. The salesman always has 
several points to open the conversation 
with. Sometimes it is the mesh of the 
screen. It may be the frame construction, 
corner bracing, paint or any one or more 
of a dozen items, each tried in succession 
to arouse the customer’s interest. 








Outside the shed, near the edge of 
the sidewalk, this portable rack, which 
serves both to display screen and to 
store it, is rolled every day during 
the screen-buying season, by Burgi 
Lumber Co., Yankton, S. D. 
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Sales are greatly increased with this 
entirely natural approach, lacking any 
suggestion of pressure. The salesman 
delivers his story in a helpful vein. Very 
often he gets the customer’s consent to 
have a man call and examine the screens. 

Here, the salesman knows that he is 
the key factor in the movement of goods, 
and not a mere order filler. As the con- 
vention speaker put it, the only time a 
retail sale is ever made is when a cus- 





Sales totals showed the effects of the 

advertising urge that was constantly 

reiterated during the spring months 

by a dealer, and which is here incor- 

porated in a suggestion for use by 
others 





tomer leaves with something he did not 
intend to buy, or with more of what he 
came for than he intended to buy. 


PORCH SCREENS 


A screened porch adds a whole new 
room to a house for summer occupancy. 
Screened porches are used for dining pur- 
poses, lounging purposes, and frequently 
as summer sleeping quarters for some 
members of the family. Thus, a six-room 
house can be enlarged for summer use by 
sixteen and two-thirds percent of its nor- 
mal size, and at a cost ridiculously under 
proportion to the cost of the other rooms. 
A Michigan dealer took his cue for in- 
creasing screen sales in this way from 
his experience with summer cottages on 
nearby lakes. Aside from the infinitesi- 
mal cost of creating a whole new room for 
four months of the year, are the comfort 
and health to be derived from spending 
a lot of time on a screened porch. Fre- 
quently, both front and back porches can 
be screened, and two summer rooms 
added to the house. 


SUMMER COTTAGES 


The typical summer cottage owner at 
a lakeside in the North closes the premises 
in early fall, and does not visit them 
again until he is ready to set the place 











It is Easier to 
KEEP THE FLY OUT 
THAN TO GET HIM OUT 





SCREEN EARLY! 


BINKS LUMBER CO. 


Complete Screen Service 
Inspection — Repairs — Installation 


Phone 1000 


For free inspection of your 
Screens and Screen Doors 




















in order for summer occupancy. A Wis- 
consin dealer makes it a point to have a 
salesman on duty calling on cottagers on 
their premises on Saturday afternoon and 
Sunday during the season in the spring 
when cottagers are coming out from the 
city to open their summer homes. Good 
screens in a summer home are of para- 
mount importance, and are universally 
accepted as such. There is no sales 
resistance to speak of. 

The summer cottager, spending a 
crowded and busy week-end opening his 
cottage, suddenly remembers, when he 
takes his screens out, that he had intended 
to provide for some repairs. Not wish- 
ing to take the time to run into town to 
the lumber yard (his time is limited) he 
decides to patch them again, and get by 
for another year. 

The presence of the lumber dealer’s 
salesman, making a call on him while he 
is working has been found to be genuinely 
appreciated. Orders can be placed on the 
spot, and delivery made within an hour 
or two. Screens are the logical item to 
open the conversation about, and a good 
volume of business is thus obtained, not 
only in screens and accessories, but in 
other materials as well. 


FARM HOUSES 


“The. farmer’s wife,” says the farm 
salesman of a northern dealer, “is the 
one to sell house screens to. She is the 
manager of that part of the farm. It is 
her workshop—the place where she 
spends most of her day. Of all the 
dwelling classifications in the country, 
farm homes are most in need of more and 
better screening. 

“The reason for that is that we, like a 
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lot of lumber dealers, never tried to sell 
screens for farm homes, or if we did we 
made the wrong approach. For a long 
time we assumed that a farmer’s wife was 
used to flies and mosquitoes. Our at- 
temps to sell farm wives have proved 
that we are wrong. They want the same 
comforts and conveniences as their city 
sisters have. When we tell them the 
small amount a full screen job costs they 
very quickly produce it out of their egg 
money. 


LAWN HOUSES 


A luxury item for some of the larger 
homes in towns in the North and for 
some of the more pretentious summer 
homes on inland lakes is the screened 
lawn house. Usually placed in a shaded 
spot, sufficiently open to permit passage 
of breezes, these houses consist of a few 
wood uprights with plates across the tops, 
and a tight roof. Walls are either entirely 
screen, or wood to a window sill height, 
and screen above that to the roof line. 
They provide a comfortable retreat for 
mother in the afternoon when she wants 
to rest or sew or read or write a letter, 
or just be alone. The screen sides can be 
made of removable panels that can be 
taken down and stored inside for the win- 
ter, or copper, bronze or other corrosion 
resisting screen can be used and left to 
stand throughout the year. 


SCREEN EARLY 


One dealer puts up the screen door at 
the entrance to the office and display room 
early in March—long before the appear- 
ance of the first winged pest. On the 
door he has a small sign at head height, 
announcing that the establishment is 
ready to meet and bar the first fly, and 
asking the customer who is confronted 
with the sign if his screens are in good 
order, and ready for installation. 

“Let us inspect them for you without 
cost,” concludes the sign. 


TIMED PUBLICITY 


Timed publicity to direct the attention 
of the whole community to the approach 
of the fly season has been successful in 
at least one instance. Several weeks 
before the appearance of the first fly, his 
coming is heralded in the newspaper 
advertising copy, and a gentle reminder 
is carried that the time to get screens in 
condition and up is rapidly drawing near. 

“Screen him out—not in,” 
that might caption these ads. 

When the first fly has been seen, the 
ad is just a drawing of a large fly with 
the words, “He is here. He can’t get in 
(number of jobs sold and condition 
to date) houses that we have screened. 
Is yours a house he can get in?” 


is a slogan 





Amemcanfiimherman 
FLY CONTEST 


“Public Enemy Number 1 is on the 


’ 


way to Binksville,” is the way one dealer 
contemplates announcing a contest for 
boys and girls, designed to draw a lot 
of attention to the coming of fly season. 

“What junior detective will nab him? 
He is winging his way to Binksville, and 
will seek to invade a home in our town. 
He will try to light on a dinner table, 
and infect a meal. He will try to wake 
a family up with his buzzing and biting 
in the early morning hours on the day 
he arrives. Catch him, bring him to our 
office alive, and receive a brand new 
screen, for your own room, painted to 
match your house.” 

Whether this stunt will be used or not 
is problematical. What the result will 
be is unpredictable. Some other article 
of merchandise may be given to the cap- 


turer. 
QUALITY 


Every dealer approached endorsed 
without reservation what one of them 
called the most important element of 
successful screen selling. 
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“Carry high grade screen cloth, and 
well built, durable frames,” he said. “It 
keeps you out of price competition. With 
cheap screen you have nothing to talk 
about, and nothing to show. Your cus- 
tomer probably knows little about 
screen quality, but he might know that 
some one else will sell him the same 
amount of screen you offer him at a lower 
price. If he does know it, you have to 
have quality that you can demonstrate, 
You have to be able to prove that the 
higher price you are asking is a lower 
price in the long run. 

Another dealer said, “We carry high 
grade screen cloth. We also carry a small 
quantity of price material. If a customer 
tells us he can buy screen for less than 
we quote him, we tell him we can meet 
that price, that we have the same screen 
he mentions for the same price he has 
been given. We tell him we do not think 
he wants it. Then, we get a sample of 
our good screen and a sample of our 
cheap screen, and with both of them laid 
out in front of the customer we seldom 
fail to make our point and sell him the 
quality merchandise.” 


LUMBERMAN BUYS HISTORIC HOME 


HackENSACK, N. J., March 4.—In order to 
prevent its demolition, and insure its perpetua- 
tion as a historic shrine, Hiram B. Demarest 
Blauvelt, president Comfort Coal-Lumber Co., 
of this city, has recently purchased the 261- 
year-old Demarest House, originally built by 
an ancestor of the Blauvelt family, David des 





Marest Sr., of whom the present purchaser is 
an eleventh-generation descendant. Mr. Blau- 
velt hopes that the restored building eventually 
may be a museum for Demarest family antiques 
and relics of historic interest. As a first step, 
the old roof has been replaced with a new one, 
and further repair work is in progress or con- 
templated. The new roof is of cedar “York- 
town Colonial Shakes,” random width, rived 
and split. The shakes are left in natural color, 
thus harmonizing with the original building, 
and maintaining the “atmosphere” of pioneer 
days. In replacing the roof, some of the orig- 
inal hand-made iron nails were recovered, in 
fine condition, and it is hoped to defray part 
of the cost of the new roof by selling these 
nails, as historic souvenirs, to the members of 
the Demarest Family Association, at $1 each. 


Each nail will have attached to it a stout linen 
tag reading “Historical Relic—A hand-wrought, 
forged iron nail from first permanent Demarest 
House, built in 1678 at New Bridge, N. J.; 
the oldest house in Bergen County, and pos- 
sibly the oldest in the entire State.” 

To aid him in planning and carrying out the 





House 261 years old 
bought by descendant 
of original builder— 
to be preserved as 
historic shrine 





restoration of this old house in best manner 
possible, Mr. Blauvelt will be glad to hear from 
anyone who has constructive ideas along that 
line; especially any person who has had expe- 
rience in restoring historic old houses, fittings, 
antique hardware etc. This project, of course, 
is non-profit, and undertaken solely in the pub- 
lic interest, especially that of the descendants 
of the original builder. The purchaser, Hiram 
B. Demarest Blauvelt, has long been known for 
his active interest in the preservation of his- 
torical places and things, having served as presi 
dent of the Bergen County Historical Society, 
vice president for Bergen County of the Hol- 
land Society of New York, president of the 
Association of Blauvelt Descendants, life mem- 
ber of the New Jersey Historical Society, and 
president of the Demarest Family Association. 
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WasHINGTON, D. C., March 4.— 
The Federal Home Loan Bank 
Board today launched its spring 
drive to build “Registered Homes” 
under the Federal Home Building 
Service Plan, as the American In- 
stitute of Architects and the Pro- 
ducers’ Council issued a _ joint 
statement to the building industry 
outlining their efforts in support 
of the program. 

The Bank Board’s program got 
under way after a series of meet- 
ings in which field men from six 
areas to be developed under the 
Plan reported on the groundwork 
that had been completed. Support 
of the Institute, as the national 
spokesman of the architectural 
profession, and the Council, as the 
national organization of manufac- 
turers of building materials and 
equipment, resulted from a study 
which indicated the importance of 
stabilizing the small house market 
through more adequate architec- 
tural service and a wider use o 
quality materials. ‘ 

On its part, the Institute an- 
nounced, it hopes to draw the in- 
terest of all members of the archi- 
tectural profession to the Plan in 
producing better design and effec- 
tive supervision of construction. 
The Producers Council is marshal- 
ling the support of building prod- 
ucts manufacturers—and, through 
them, of local material dealers, 
contractors and builders—to pro- 
duce houses which through regis- 
tration can be identified as quality 
products and set the highest stand- 
ards for their communities. 

The avowed objective of the In- 
stitute and Council, as co-sponsors 
of the Plan, is “the re-establish- 
ment of public faith in the home 
building market.” Asserting that 
home ownership “suffered severely 
during the late depression because 
of faulty planning, shoddy con- 
struction, insecure equities and un- 
favorable financing,” they pointed 
out that the Federal Home Build- 
ing Service offers a “constructive 
and practical approach” to the 
problem of producing houses of 
durable value. 

“With vast financing funds 
available at the lowest interest 
rates and on the most liberal mort- 
Sage terms in the nation’s history, 
expansion of residential construc- 
tion depends almost entirely on the 
ability of the industry to provide 
a quality product in the small home 
field such as the ‘Registered 
Homes’ being erected under the 
Present program,” said the Insti- 
tute-Council statement. 

Briefly, the Federal Home 
Building Service Plan seeks to 
Provide: (1) Sound financing 
Counsel; (2) economical design, 
suited to family needs, site and 
neighborhood, with adequate work- 
ing drawings; (3) specification of 
Proper materials and a means for 
a check on those materials; (4) 
gee of a qualified builder ; 
bi periodic supervision of con- 
: uction; (6) registration of the 
ome with the Federal Home Loan 
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Srive FOR REGISTERED SMALL 
HOMES IS LAUNCHED 


Bank Board as a quality product, 
establishing dependable value as 
an investment and for resale. 

The program is being concen- 
trated at the present time in a dozen 
key communities, with secondary 
operations in nearly a score more, 
all in six areas east of the Missis- 
sippi. Nearly 500 original designs 
by leading residential architects— 
the best selections ever assembled 
for the small home field—already 
are included in the Plan’s portfolio 
and architects in communities 
where the Plan is operating are 


continually contributing designs 
particularly suited to their lo- 
calities. 


The primary concentration points 
were chosen to give a national 


will be selected as they develop 
and secondary operations will be 
carried out in the general vicinity 
of the major operations. 

In their formal statement, the 
Institute and Council declared that 
“financing institutions have control 
of the purse strings and the power 
inherent to protect home builders 
against poor planning, _ ill-con- 
ceived design, and shoddy con- 
struction” and it was _ therefore 
logical that they should collaborate 
with local architects, builders and 
material manufacturers and deal- 
ers to present a united front. 

“Because of the control of qual- 
ity standards as exerted by the 
Plan, the mortgage lender is as- 
sured of substantial underlying se- 























“Gee, Ma, it was a good thing for us when Dad joined the 
‘Own-a-Home Club!’ ” 


cross-section, and selection was 
based primarily on the interest and 
support evidenced by lending insti- 
tutions, cooperation and support 
from the architectural profession, 
the favorable attitude on the part 
of the various branches of the build- 
ing industry, their relation to trad- 
ing centers from which the Plan 
can be extended rapidly into a 
large adjacent area, and where 
home construction is on the up- 
grade and general economic factors 
are favorable. 

Among the primary points are 
the Twin Cities of Minneapolis 
and St. Paul; Hinsdale, Ill.; Tot- 
tenville, Staten Island, N. Y.; 
Charlotte, N. C.; New Orleans, 
La.; Grand Rapids and Kalamazoo, 
Mich.; Madison, Wis., and Fargo, 
N. D. Other concentration points 


curity for his mortgage, which is 
of utmost importance under the 
prevailing system of long-term, 
high - percentage-of-value lending. 

“Leaders in the architectural 
profession for many years have 
sought means through which archi- 
tects could make a contribution to 
the low-priced residential market, 
not only to improve architectural 
style, but to promote lasting value. 
The joint program provides a 
means through which the architect 
and technician can render this 
service on a professional basis and 
be compensated in accordance with 
time devoted. 

“The basis of local operation af- 
fords every type of building mate- 
rial or equipment interest an op- 

rtunity to promote its product. 

ach may deal with the architects 


who will service Registered Homes 
projects. Or any building mate- 
rial or equipment association, or 
individual manufacturer, may fur- 
ther the use of its product by fos- 
tering Registered Homes through 
its particular dealers and contrac- 
tor or builder customers. Only a 
few material or equipment inter- 
ests can afford the expense of 
separate home building promotional 
programs to embody their prod- 
ucts; the joint program, however, 
provides a complete plan in which 
all can participate. 

“While reputable builders have 
always endeavored to supply a 
quality product, there has been no 
impelling incentive to improve de- 
sign and construction when the 
same mortgage loan could be nego- 
tiated on an inferior house as on 
a quality house. While lending 
institutions have always been in- 
terested in their underlying secur- 
ity, it is only with the co-operation 
of other components of the con- 
struction industry that they can 
adopt a policy of preferential lend- 
ing with respect to quality con- 
struction. If the best lending 
terms, lowest interest rates, long- 
est term of amortization, and high- 
est percentage of loan to value are 
reserved for the quality product— 
and if such a happy circumstance 
is made possible through the co- 
operation of other factors of the 
construction industry—the inferior 
house inevitably will find hard go- 
ing in the sales market. 

“Good homes can be readily 
identified by such a quality label 
as the Certificate of Registration 
issued by the Federal Home Loan 
Bank Board. It will be of value 
to all elements of the building in- 
dustry if such homes can be made 
a standard in every American city 
and the home seeker will at last 
get the value he deserves for his 
money. With confidence on the 
part of the home-buying public, 
there is no limit to the volume of 
residential construction in the next 
few years.” 

The Joint Committee which for- 
mulated the program of coopera- 
tion consisted of the following 
members of the American Institute 
of Architects: C. Herrick Ham- 
mond, chairman, of Chicago; N. 
Max Dunning, Washington; Wil- 
liam Stanley Parker, Boston; 
Clair W. Ditchy, Detroit; J. Fra- 
zer Smith, Memphis; and Fred- 
erick W. Garber, Cincinnati. 
Those representing the Producers’ 
Council were: Russell G. Crev- 
iston, Crane Co., Chicago; Fred- 
erick P. Byington, Johns-Manville 
Corporation, New York; Wilson 
Compton, National Lumber Manu- 
facturers Association, Washington ; 
Ernest T. Trigg, National Paint, 
Varnish and Lacquer Association, 
Washington; W. D. M. Allan, 
Portland Cement Association, Chi- 
cago, and J. W. Follin, managing 
director of the Council. The Fed- 
eral Home Loan Bank Board was 
represented by D. H. McNeal and 
Robert A. Dier. 





WESTERN AND UTAH 
DEALER ASSOCIATIONS 


Satt Lake City, Uran, March 4.—More 
than 800 lumber and building material dealers 
and their wives registered at the thirty-seventh 
annual convention of the Western Retail Lum- 
bermen’s Association. Most of them, including 
the women, religiously attended all business 
sessions as well as the entertainment features. 

A growing recognition of the important place 
women play in this lumber and building indus- 
try was quite evident. Long ago advertising 
agents discovered that women control most of 
the purchasing power of the United States. 
Now the drab business of selling boards and 
cement has felt the feminine influence and even 
men are learning that there is no such thing 
as a lumber consumer—not only were scores of 
interested ladies in every business session but 
two members of the imported galaxy of star 
speakers were charming representatives of the 
fair sex. They told how to dramatize the 
industry of providing homes for America’s 
family instead of advertising 2x4s, lime, lath 
and bricks. 

Advertising and selling was the central theme 
running through this big show that “LeValley, 
Bell & Co.” brought to Salt Lake. And it* was 


a big show with speakers from the Atlantic to 
the Pacific. 

It was only equaled by the entertainment and 
welcome that the Utah hosts provided for the 





visitors. Salt Lake has a well deserved repu- 
tation as a musical center and there was a 
wealth of talent that contributed a cultural 
atmosphere at every session. 


Advocates Free Competition 


Not only did the members learn of the many 
services and selling helps of Western Retail 
Lumbermen’s Association and the manufactur- 
ers groups, but a special assistant to the United 
States Attorney General told what the Depart- 
ment of Justice is doing to break down some of 
the barriers toward free competition that have 
allegedly held back the construction industry. 

As usual Montana was much in the limelight. 
The boys from Montana are used to wide spaces 
so they didn’t hesitate to travel 1000 miles to 
attend their convention. They apparently did 
something else than play poker while they were 
there because they brought away the 1940 presi- 
dency. Fred H. Robinson, Grogan-Robinson 
Lumber Co., Great Falls, will lead the WRLA 
during the ensuing year. 

The program was carefully planned and just 
as carefully carried out. Each session was 
conducted by a different chairman chosen for 
his special ability. 

The Old Guard dinner Wednesday night, Feb. 
21, served as the preliminary get-together on the 
night before the-sessions started. It was pre- 
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sided over by A. O. Sheldon of the Tri-State 
Lumber Co., Salt Lake, immediate past presi- 
dent of the association. 

Toastmaster Sheldon announced there would 
be no speeches. He then proceeded to intro- 
duce officers of the various associations, par- 
ticularly those of the Utah and the WRLA. He 
also introduced committee chairmen and many 
others responsible for the success of the pro- 
gram, including Carl C. Burton, general 
chairman of the convention committee, and the 


Some of the vice presi- 
dents talking things over 
(from left to right): Erns 
est M. Christensen, 
Gimble Lumber & Fuel 
Co., Anaconda, Mont.; J. 


R. Coffin, Elko Lumber 
Co., Elko, Nev.; Conrad 
W. Johnson, Johnson 


Lumber & Fuel Co., Brem- 

erton, Wash.; Leo L. Gor- 

man, City Lumber & Sup- 
ply Co., Astoria, Ore. 


representatives of various other organizations 
who were in attendance. 


Then in order to give it the real Old Guard 
flavor he called on the 1907 president of the 
WRLA, known as George “Ethical” Merrill, 
head of the well-known Salt Lake wholesale 
lumber concern of Morrison & Merrill. Mr. 
Merrill told some of the humorous side of past 
association history and in closing urged the 
lumbermen to seek understanding among them- 
selves and build friendship. 


“Wes” Anderson, Anderson Lumber Co., 
Logan, Utah, paid a tribute to the members 
of the Old Guard who have passed to their 
reward during the past year. 

The business session Feb. 22 began with 
musical entertainment by the girls chorus from 
the St. Mary of Wasatch Academy, twenty- 
eight voices. 

The chairman of this session was Frank C. 
Kendall, Potlatch Yards (Inc.) Spokane, Wash. 
The lumbermen were greeted by Salt Lake City’s 
mayor, Ab Jenkins and welcomed by Utah 
association president, John O. Beesley, with a 
response by T. B. Brusegaard of Mount Vernon, 


ash. 
Earl E. LeValley, president of the association, 


in his annual message, praised the foresight of 
W. W. Anderson, Ogden, Utah, who recom- 
mended eight years ago the needs for home 





financing and who outlined much of the pro- 
gram now known as the Federal Housing Act. 
President LeValley also paid tribute to W. C. 
Bell, managing director, Harold Ostergren, sec- 
retary-treasurer, and to the various officers of 
the association. 

He took exception to the unfavorable com- 
ment directed against the building industry, 
which, he said, “concerned racketeers, and had 
served to nullify, to a large degree the very 
thing we are trying to accomplish.” 


Asks Greater Support for National 


He called for greater support of NRLDA 
operating budget, and pointed out examples of 
the industry’s progress through association 
work. “Education of the public as to what the 
building industry is actually doing in its behalf 
must be made through every avenue of ap- 
proach,” he said. In closing, he offered the 
opinion that the “forties” give every promise of 
eclipsing the “thirties” in profitable business, 
particularly for the retail lumber and building 
industry. 

At the afternoon session, Walter F. Chauner, 
president of the Montana Retail Lumbermen’s 
Association was the chairman. In the words 
of one prominent member this was the session 
that gave the dealer what he came for—gave 
him something to take home that was well 
worth his long trip to the convention. 

Taking for his subject “Association Busi- 
ness,” W. C. Bell, managing director of the 
WRLA presented the many activities and the 
great wealth of dealer services and helps pro- 





H. L. OSTERGREN, 
Spokane, Wash.; 
Secretary-Treasurer 


W. C. BELL, 
Seattle, Wash.; 
Managing Director 
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vided by the associations including the NRLDA, 
the WRLA, the State organizations and the 
manufacturers’ groups. It was an aggressive 
forward looking challenge to the ability of the 
individual dealers. Said Mr. Bell: “This is a 
meeting of a going concern. You are in a posi- 
tion to go ahead and to lay out a program for 
a greater achievement. I am going to take 
this organization apart and show you how it 
works.” 


Association History 


Mr. Bell stated that the association’s job is 
to keep up a smooth flow of merchandise. He 
said the associations were originally formed as 
defensive groups but have now passed to the 
stage where they go out on the offensive to 
promote their business. He told of the work 
of the association public relations department. 
He introduced some of the men who are con- 
ducting regional work in the Western Associ- 
ation territory including’ Walter Howard sec- 
retary of the Montana association, C. W. Nortz, 
secretary of the Utah association; Allen Flint, 
secretary of the Mountain States Lumber Deal- 
ers Association; Carl Heiss, lumber promotion, 





A. O. SHELDON, 
Salt Lake City, Utah; 
“Old Guard Dinner’ 


EARL E. LEVALLEY, 
Bellingham, Wash.; 
Retiring President 


Kansas City; Willard Brown, Northwest Lum- 
ber Survey, Snohomish, Wash.; Lee Volker, 
lumber promotion, Reno, Nevada; Harold Os- 
tergren, secretary-treasurer, WRLA, Spokane, 
Wash.; Ray Beil, lumber promotion, Spokane; 
Don Hartman, lumber promotion, Tacoma. 

By means of large plywood panels, each car- 
rying samples of many dealer helps furnished 
by various associations, Mr. Bell showed the 
great amount of material at the disposal of re- 
tail dealers today and urged its fullest use. 

Among these panels first shown and explained 
was that of the West Coast Lumbermen’s Asso- 
ciation showing publications giving information 
on West Coast woods and introduced by R. T. 
Titus, promotion director for the association. 

The panel showing the dealer helps furnished 
by the Red Cedar Shingle Bureau called atten- 
tion to the great amount of space advertising 
designed to help the dealers sell shingles. Rep- 
resenting the bureau at the meeting were A. J. 
Wartes and Jack Ivey, field men of that organ- 
ization, 

William Haner of Spokane, Wash., field rep- 
resentative of the Western Pine Association 
Was introduced in connection with the Western 
Pine Association panel of dealer sales helps. 
Mr. Bell praised the co-operation of this or- 
ganization, 

Douglas fir plywood, which Manager Bell 
alluded to as having taken the country by storm, 
had a fine array of wonderful sales helps. This 
Organization originated the idea of having a 
Complete kit. The Douglas Fir Plywood Asso- 
Cation was represented by. Charles Devlin, ad- 
vertising manager. 
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There was also a panel displaying the asso- 
ciation’s own magazine, and its associate editor, 
who is publicity director of the Association, 
Lloyd Thorpe, was introduced. 


Another panel presented the story of Western 
Homes Foundation which is an organization 
supported by Western Retail Lumbermen’s As- 
sociation, the West Coast Lumbermen’s Asso- 
ciation, Red Cedar Shingle Bureau and the 
Douglas Fir Plywood Association in getting the 
story of these western groups to the public. 
It was a panel that showed the public interest 
in newspaper publicity. 

Manager Bell said you can have all the pub- 
licity, dealer helps and everything but if you 
don’t know how to make the sale to the inter- 
ested buyer it is all for naught. Tested Selling 
Methods was pointed to as the final link in 
the chain. 

When the industry realized it wasn’t getting 
its share of the consumer dollar, it, with help 
from the manufacturers’ groups, through the 
National Retail Lumber Dealers Association, 
launched Tested Selling Methods. Many deal- 
ers have taken this course. Recently, at Eu- 
gene, Ore., a class of fourteen received their 
certificates of completion of the course. One 
of these, a young lady, Miss Madalena Giustina, 
of Eugene, was at the time one of only two 
women in the United States who had completed 
the course. The WRLA brought Miss Giustina 
to Salt Lake for the convention in honor of her 
achievement. She said in part: 


Praises Selling Course 


“No one will ever know how happy I have 
been that I completed this course. It seems to 
me that every one in the business should take 
such practical training. It teaches you many 
things that you know but have not applied. As 
a bookkeeper I have noticed that many people 
coming into the retail offices had to wait for 
someone to take care of them. I thought that 
if I knew how I could fill the gap. ! 
Tested Selling Methods I have put these ideas 
into practice. Tested Selling Methods have 
made me more valuable to my firm.” 

Miss Giustina is the daughter of George 
Giustina well known lumber manufacturer and 
retailer at Eugene. She is the bookkeeper in 
the retail office. 

Following Mr. Bell was Tom Collins, column- 
ist of Kansas City Star, Kansas City, a humor- 
ist and a philosopher. Mr. Collins’ subject was 
“Successful Worry.” Throughout a rapid fire 
barrage of stories and humorous experiences 
Mr. Collins wove a thread of ever-recurring 
philosophy to the effect that “sometimes it is 
a good thing to worry but most people don’t 
worry about the right thing. Most progress 
has come as the result of someone worrying 
about something and then getting out and doing 
something about it.” 

This session was con- 
cluded with the showing 
of an educational film, 
“The Story of Utah 
King Coal.” 

Feb. 23 there were 
three breakfast sessions 
and dealers were invited 
to pick their choice of 
subjects and attend the 





Seated together at the 
Old Guard Dinner, from 
ieft to right: J. Earl 
Healey, Nyhart Lumber 
Co., Belt, Mont.; George 
"Ethical" Merrill, Morri- 
son-Merrill, Salt Lake, 
Utah; C. W. Gamble, 
Boise-Payette Lumber Co., 
Boise, Utah 


In taking @ 


breakfast session deal- 
ing with that subject. 
“Current Operating 
Costs of the Retail 
Lumber Industry” was 
the topic for the break- 
fast presided over by R. 
W. Beil of Spokane. 





F. H. ROBINSON; 
Great Falls, Mont., 
President 





“Advertising, Public- 
ity and Public Rela- 
tions” was the breakfast 
subject under the direc- 
tion of Win Kline, 
Boise, Idaho. 

Breakfast number three was a conference of 
lumber salesmen presided over by R. T. Titus, 
Seattle, Wash. At this conference Mr. Titus 

“presented the West Coast Lumbermen’s As- 

tation, which body is attempting to educate 
«Stimulate salesmen representing both mills 
anu wholesalers. First Mr. Titus outlined the 
1940 trade promotion plans of the association, 
particularly emphasizing the part that salesmen 
will play in it. 

Second was a discussion of the proposed 
salesmen’s manual which is to be published by 
the association. This is another selling tool 
particularly useful in the territories furthest 
removed from the mills where many salesmen 
are not familiar with manufacturing conditions. 
Third Mr. Titus endeavored to give these sales- 
men information enabling them to combat some 
of the so-called “Myths” that have been circu- 
lated about lumber usually originating with dis- 
tributors of other materials. 


Value of Association Work 


Feb. 23, following the usual though varied 
musical entertainment, the inimitable Alfred D. 
— of Klamath Falls took charge of the 
show. 

He first introduced W. W. Anderson, Ander- 
son Lumber Co. Ogden, Utah, to speak for dis- 
trict No. 6 on the NRLDA. Said Mr. Ander- 
son: “It is hard to try to sell the National 
Association here today because Mr. Bell so 
ably sold association work yesterday.” 

“A few years ago no matter how hard you 
worked you didn’t sell very much of anything. 
There was something lacking. The ground 
had not been prepared. The receptivity wasn’t 
there but something has happened. The Repub- 
licans say we are still in a depression but I 
don’t know whether we are or not. At any 





rate this little old lumber business has improved 
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during the last three or four years. And it 
wasn’t what any individual among us could 
do. It was a far greater force. It was a na- 
tional force that has made people home build- 
ing conscious. Stewart MacDonald, adminis- 
trator of the FHA has said that in 1936 the 
average FHA mortgage called for a monthly 
payment of $37.00. Every year since the 
amount has been reduced. The average mort- 
gage now is $28.00 and over 60 percent at be- 
low $25.00. 

In our national association, we have had to 
live on too meager incomes. We can do it per- 
haps but someone has to pay for our lack of 
facilities. Our national president has too much 
work put on him because you don’t put up 
enough dues to pay for an adequate staff. 


Explains National's Activities 


Chairman “Cap” Collier then introduced 
Roger S. Finkbine, president of the NRLDA, 
who pointed out that the primary purpose of 
the NRLDA is to represent the lumber dealers 
of the country in Washington particularly in 
regard to national legislation. He said the 
FHA program is one of the finest examples of 
industry accomplishments. Mr. Finkbine then told 
of the long step forward in 1938 when the 
association adopted the program of Tested Sell- 
ing Methods and pointed out that most of the 
answers to retail lumbermen’s problems are 
given by good selling methods. 

On the afternoon of Feb. 23, Allan D. John- 
son, Tri-State Lumber Co., Provo, Utah, took 
over the gavel. His first luminary was George 
R. Lunn, Jr., special assistant to the United 
States Attorney General. 

Mr. Lunn, in explaining the national hous- 
ing investigation, stated that the revival of 
home construction is the outstanding public 
problem today and that such restraints as have 
been prevalent put pressure on the entire build- 
ing industry, placing it in an unfavorable light. 
He said that the Department of Justice has 
little faith that anything can be accomplished 
by sporadic lawsuits, but that successful action 
must be based upon an analysis of the entire 
building industry, dealing with all groups, from 
— on down to actual workmen on the 
job. 

He pointed out that such practices, as price- 
fixing, restrictive use of patents, control of 
sales methods, joint selling agencies, etc., have 
been supplemented by such discriminatory prac- 
tices as cutting off the supply of raw mate- 
rials, refusal to sell to certain groups, and 
growing concentration of control. He offered 
the opinion that we need no amendment of 
the anti-trust laws to deal with organized re- 
straints, only enforcement on a_ nation-wide 
scale. In conclusion, he stated that the basis 
of the strength of any industry should rest upon 
the service which it is able to render, not 
only to its own members, but for the public 
welfare. 


How to Sell Women 


“Mrs. America buys a home” is title under 
which Miss E. Gordon of Good Housekeeping 
magazine, New York City told the lumbermen 
about what Good Housekeeping is doing this 
year in the promotion of better life through 
home owning. She said a woman thinks in 
terms of a house in its entirety so she sug- 
gested that the dealers try to sell complete 
houses. 

If you ask a person in any city what is the 
best hotel they usually know but if you ask 
what is the best lumber yard, they usually 
don’t know. Lady customers don’t buy sand, 
boards, 2x4s. Wouldn’t it be a good business 
if you sold your products in the terms that 
the people used them? Wouldn’t it be also 
good business to dramatize your institution 
and build a reputation for yourself as the 
building expert of your community where 
people could go for any building plans or 
information, she asked? 

She also urged lumber dealers to do a 
broad institutional type of advertising which 
will acquaint the people with the services that 
dealers can render. 
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James H. Kimball had traveled across the 
continent from Hingham, Mass. to talk to the 
western retailers on the subject, “We are 
Different.” Mr. James Kimball claimed to be 
a sort of exchange preacher between the 
northeastern retailers and the western retail- 
ers. Last month A. D. Collier of Klamath 
Falls went over to “Cape Cod” and accord- 
ing to Mr. Kimball made the best speech of 
the convention, so the northeasterners had 
sent Mr. Kimball to the Western meeting. 

He termed himself a common garden va- 
riety of lumber dealer trying to sell some 
lumber, some paint and hardware, and every- 
thing from toilet seats to fireplace dampers. 
He pointed out that most lumber dealers like 
to go to the conventions, listen to all the 
speeches, and then go home and fall back into 
the old rut and say, “I must be different.” 
Dealers selling lumber, lath and cement, after 
competing with the chiselers, never make a 
reasonable return on an investment, he said. 
Then somebody came along and told them how 
to become sellers of the completed package 
and sell to the consumer. He asked, “Is there 
any reason why this shouldn’t be our job?” Is 
there any reason why we shouldn’t advertise 
that our yard is the building headquarters in 
our town? Who could do this job any better? 
The contractor can’t do it, he is not a sales- 
man and if he does get a couple of jobs he is 
out of the market until they are completed. 
The architect thinks it is against his “profes- 
sional ethics” to advertise, so he is out of 
the question. The banker is no good at it; 
he has been trained to tell everyone to save 
money not to spend it. Here is this con- 
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struction business amounting to seven to ten 
billion dollars and nobody has been selling it. 


Mr. Kimball urged the dealers to take ad- 
vantage of all the sales training available and 
not to think that they didn’t need any help 
to sell. He said the difference in selling the 
house complete,—“when you sell to the con- 
sumer, but when you sell the lumber you sell 
the constractor which in reality means you 
are selling the agent.” 

On the morning of Feb. 24, with President 
Earl LeValley in the chair, Ralph W. Carney, 
Wichita, Kansas, used for his title, “A Busi- 
ness Man Speaks Up.” Mr. Carney said he 
would not talk on the lumber business but 
would talk in behalf of all business. He spoke 
of this year as an election year in which there 
will be a head on clash of two ideas, and the 
outcome will affect business for the next 
twenty-five years. Mr. Carney launched a 
vigorous attack on the New Deal, expressed 
in no uncertain words. He pointed with alarm 
to the trend of ever increasing taxes and the 
effect on capital. He quoted many figures as 
evidence of poor Government management, not 
criticizing either Democrats or Republicans, 
but’ confining his attack entirely to the New 
Deal including all the “crackpots” in Wash- 
ington. . 

He directly laid the blame for “present dire 
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conditions” on the business men who were sup- 
posed to know all about selling and advertising 
but who allowed the politicians to sell the 
public on the idea that they were the only 
ones capable of running business in a success- 
ful manner. 

Fred H. Robinson, Great Falls, Montana, 
president-elect, was escorted to the rostrum and 
presented with the badge of authority by retir- 
ing President LeValley. President Robinson 
expressed his appreciation of the honor stating 
that in the past he had received a great deal 
from the association and put very little into it, 
If this was his opportunity to pay back for 
the benefits he had received he was very happy 
to do it. 


WRLA Officers and Directors 


The following officers and directors were 
elected for the ensuing year: 

President—Fred H. Robinson, Great Falls, 
Mont. 

Vice presidents—Idaho, Charles H. Bohrer, 
Pocatello; Montana (Western Division), W. B. 
Hennessy, Conrad; (Eastern Division), E. M. 
Christenson, Anaconda; Nevada, J. R. Coffin, 
Elko; Oregon (Eastern Division), Ralph How- 
ard, Klamath Falls; (Western Division), Leo 
L. Gorman, Astoria; Washington, (Eastern Di- 
vision), E. Lee Smith, Spokane; (Central Divi- 
sion), H. R. Brownson, Wenatchee; (Western 
Division), Conrad W. Johnson, Bremerton. 

Directors—(for three years), Leonard A. 
Wright, Idaho Falls, Idaho; Windsor J. Lloyd, 
Nampa, Idaho; O. F. Weldon, Burley, Idaho; 
L. R. Aldrich, Jr., Billings, Mont.; Walter 
Chauner, Bozeman, Mont.; Theo. Brusegaard, 
Mount Vernon, Wash.; Frank C. Kendall, Spo- 
kane, Wash.; Walter Mix, Olympia, Wash.; 
(for two years), John Snellstrom, Eugene, 
Ore.; (for one year), F. W. McRae, Burns, 
Ore. 

Managing Director—W. 
Wash. 

Secretary-Treasurer — H. F. 
Spokane, Wash. 


Utah Dealers Elect Officers 


Satt Lake City, Utan, March 5.—Utah 
Lumber Dealers Association held its annual 
meeting here, on the afternoon of Feb. 24. As 
these dealers had joined with the Western Re- 
tail Lumber Dealers Association in their annual 
convention, the meeting was confined to election 
of officers, directors, and brief reports. 

President John O. Beesley, of the Utah as- 
sociation paid an eloquent tribute to two asso- 
ciation officers who passed away during the 
year, namely, director Charles Leger of the 
Central Commission & Supply Co., Helper, 
Utah, and Ralph Todd of Salt Lake, secre- 
tary of the Association. 

Since Mr. Todd’s death, C. W. Nortz has 
been acting secretary for the Association. He 
was introduced and expressed his pleasure in 
co-operating with the officers during the short 
period of his service during the year. Carl C. 
Burton, general chairman of the convention 
committee, was given unstinted praise for his 
excellent management in entertaining the large 
group comprising the western convention. 

The newly elected president of the Utah 
Association is H. B. Richards, Salt Lake City; 
first vice president, J. W. Randall of Ogden; 
and second vice president, Byron J. Whipple, 
Lehigh, Utah. 


Convention Notes 


C. Bell, Seattle, 


‘Ostergren, 


For the first time in the thirty years since 
the founding of the Western Retail Lumber- 
men’s Association the subject of ethical dis- 
tribution was never mentioned, in fact it was 
completely forgotten. Instead of the old idea 
of restricting competition the “theme song” was 
learn how to compete for your full share of the 
consumer’s dollar. js 

Under the spell of “Tested Selling Methods, 
Madalena Giustina, the Johns-Manville sales 
force, and dealer helps and everything, these 
western captains of industry became so “gaga 
over selling that just while they were resting 
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on the observation car between Portland and 
Salt Lake they sold seventeen vice presidents 
and eleven million dollars worth of stock, dur- 
ing the process of forming a corporation to 
utilize the vast resources of sagebrush visible 
from the car window. 


“Oh Sageite’s a new insulation. 
Oh Sageite’s a board just come in.” 


Anybody that didn’t hear that was not at the 
convention. 

Tom Collins is not only the name of a stimu- 
lating drink but of a highly stimulating speaker 
as well. Western lumbermen like both. 

If you want to learn the trend of women’s 
influence feature this: At 6:30 Friday eve- 
ning, Feb. 23, 500 hairy-chested, sunken chested 
and otherwise lumberjacks sat down to a real 
he-man annual stag dinner and according to the 
program “floor show.” At identically the same 
time the ladies buffet supper began in the Star- 
lite Gardens of the same hotel. There the 
wives of these super-men supped and if you 
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please looked over the floor show acts before 
they allowed them to go down to the stag din- 
ner. They may have censorship in Russia and 
in Germany but nothing like this. 

The Mormon tabernacle and the wonderful 
organ recital in this building famed for its 
acoustical properties is always the highlight of 
a group meeting in Salt Lake. Lumbermen 
were particularly interested in the tabernacle 
and they scrambled up to see the roof trusses 
and wonder at the marvelous skill of these old 
pioneers who constructed it. The tabernacle 
was completed in 1867 two years before a rail- 
road came into Utah. The large organ pipes 
are made of wood that was hauled by ox team 
300 miles. The building was put together with- 
out nails. 

On the closing day of the convention, Ralph 
Carney, Wichita, Kansas, made a speech to 
the boys and some of them gathered the im- 
pression that he was not very friendly with 
Harry Hopkins or Franklin Roosevelt either. 

Retailers just invite the Government Depart- 


At Tennessee Annual, 


Selling and Housing Prospects Were Keynotes 


NASHVILLE, TENN., March 5.—The fifteenth 
annual convention of the Tennessee Lumber, 
Millwork, & Supply Dealers’ Association, one 
of the most successful meetings in the associa- 
tion’s history, was held, here, Feb. 23. The 
attendance of 100, represented approximately 
one out of every four retail lumber firms in the 
State, and was a tribute to the leadership of 
J. Fred Hathcock, Nashville, president during 
the past year, and to secretary J. Tyree Fain, 
Nashville, the association’s counsel, who as- 
sumed the duties of the secretaryship during 
the past year, when the association was in a 
period of rehabilitation. According to associa- 
tion officials, many new members were added 
during the meeting. 

Following President Hathcock’s address, the 
response was given by Paul B. Carr, Johnson 
City, a former president, who made an earnest 
plea for wider support of the association. 

Secretary Fain commented briefly on the 
affairs of the association and emphasized its 
possibilities of co-ordinating the activities of 
the 400 retail lumber firms in Tennessee which 
do an annual business of fifteen million dollars. 

Convention committees were appointed as 
follows: 

Nominations—H. P. Tomlin, Five Points 
Lumber Co., Jackson; Paul B. Carr, Carr 
Bros., Johnson City; and U. W. Gunter, Gun- 
ter Lumber Co., Shelbyville. 

Resolutions—R. H. Renfro, Liberty Lumber 
Mfg. Co., Newport; R. D. Conger, Yandell & 
Conger, Jackson; and Flem W. Smith, A. J. 
Smith Lumber Co., Nashville. 


Points Way to Profitable Operation 


“Making the Cash Register Register,” was 
the subject of an address by J. L. Woods, 
Johns-Manville Sales Corp., New York City, 
who discussed the principal features of effective 
merchandising—good merchandising at proper 
Prices; intelligent advertising; a courteous, 
trained sales force; service to back up adver- 
tising; and a workable credit system. Mr. 
Woods commented on the fact that dealers are 
wasting money every year in not making it 
easy enough for the customer to buy, and not 
cones their yards and display rooms up-to- 
date, 

The Tested Selling Methods course of the 
Merchandising Institute of the National Retail 
Lumber Dealers’ Association, was explained in 
detail by J. B. Wand, Jacksonville, Fla., who 
read testimonial letters from retail lumber yard 
employees who have benefited by studying the 
course, 


Don Campbell, Lebanon, Ky., secretary of 
the Kentucky Lumber & Building Supply As- 


Are Urged to Lead in Building Program 


sociation, and a former president of the 
NRLDA, spoke of the opportunity for a return 
of national prosperity through a nationwide 
building program which can be stimulated by 
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the leadership of lumber dealers. “Although 
housing is a national problem,” Mr. Campbell 
said, “house building is local; it is our job to 
prove to the public that the home of today is 
one that people can afford, that can be bought 
on easy terms, and represents more house for 
the money than ever before.” He also outlined 
the activities undertaken by the NRLDA to 
assist the individual dealer. 

B. W. Horner, Memphis, Tennessee FHA 
director, outlined many opportunities for in- 
creased sales by lumber dealers under FHA’s 
broadened financing plans, particularly in the 
small housing field. He stated that applications 
for small loans in Tennessee have doubled dur- 
ing recent months, now being 100 per week 
which would indicate an increase to approxi- 
mately 200 a week with the arrival of better 
weather. He predicted that the Tennessee mar- 
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ment of Justice to sit in with them, eat, drink 
and make the most of it. And George R. Lunn 
special assistant to the attorney general did the 
best he could and told the retailers he hoped 
they weren’t guilty but he was going to keep 
on looking even if they did give him food when 
he hungered and drink when he was thirsty. 

It was an anti-climax when Carl Blackstock 
tried to do a selling job on “Cap” Collier. Cap 
was already a vice president of “Sageite.” 

The resolution committee thanked so many 
people for so many things that we haven’t space 
to print the record. 

Having been around the circuit so many 
times the convention location committee headed 
by Clem Gamble of Boise is considering an in- 
vitation to go abroad for the 1941 party. 

Another thing that Montana contributed to 
the great success of the convention was the 
“Trish Thrush” from Belt. 

Some eastern visitors expressed surprise at 
the full attendance during all business sessions. 
All social rooms were closed at those times. 


ket could absorb 12,500 new homes annually 
for the next ten years, particularly for the type 
of buyer earning $3,000 or less per year. 

G. E. Martin, extension specialist in agricul- 
tural engineering of the University of Ten- 
nessee, explained the work of the extension 
service in improving living conditions on farms 
and pointed out that building plans were being 
made available for new homes, barns, poultry 
and hog houses, and other farm buildings. 

Fred R. Stair, Farragut Lumber Co., Knox- 
ville, the association’s NRLDA director, paid 
tribute to Don Campbell for the service ren- 
dered dealers during his tenure of office, as 
National’s executive officer; complimented Mr. 
Horner for his co-operation with dealers of 
Tennessee; and asked for greater co-operation 
among the dealers, particularly in support of 
their State association. 

Secretary Fain discussed the activities of the 
National Labor Relations Board and the Wage- 
Hour Law in reference to the difficulties which 
have arisen from rulings, and from applications 
of the latter. He mentioned possible further 
complications due to the fact that there never 
has been a regular definition of retail lumber 
dealer. R. H. Lyle of the Social Security 
Board, Birmingham, Ala., told of its relation to 
the retail lumber business. 

Gorden Morrison, National Gypsum Co., 
Buffalo, N. Y., discussed the general subject 
of insulation and pointed out the opportunities 
for dealers to expand their sales in this field. 
He went into detail as to the merits of each 
type of insulation and uses for which each type 
is suited. At the annual banquet, C. H. Walker, 
Philip Carey Roofing Co., Cincinnati, Ohio, 
spoke on “Industry Benefits from Associations.” 


All Officers Are Re-elected 


All officers were re-elected, and three new 
directors were chosen as follows: 


President—J. Fred MHathcock, 
Lumber Co., Nashville. 

Vice presidents—(East Tennessee), J. C. 
McClellan, Jr., Paty Lumber Co., Elizabeth- 
ton; (Middle Tennessee), Flem. W. Smith, A. 
J. Smith Lumber Co., Nashville; (West Ten- 
nessee), R. D. Conger, Yandell & Conger, 
Jackson. 

Secretary-treasurer—J. Tyree Fain, Nash- 
ville. 

NRLDA director—Fred R. Stair, Farragut 
Lumber Co., Knoxville. 

Directors—W. Jay Willingham, A. C. Wil- 
lingham Lumber Co., Chattanooga; John K. 
Peebles, J. O. Kirkpatrick & Sons Co., Nash- 
ville, and Joe M. Tucker, Jr., Ripley. 


Hathcock 


52 


REALM of the 
RETAILE 


About this 1940 convention season: Visitors and exhibitors 
in attending retail meetings will spend a sum running into 
about $1,000,000, it is estimated by those who ought to know. 
That’s quite a lot of money in any man’s language; and it indi- 
cates the importance attached to conventions. 

Attendance figures can’t be made up until all the meetings 
have been held; but it’s clear that a new record is being set. 
At the larger conventions, and maybe at all of them, retailers 
and their employees are in the minority. This doesn’t mean 
that retailers stay home. Far from it. Each year larger num- 
bers of them are present; but retailers are outnumbered by 
those not in retailing but dependent upon it—manufacturers and 
wholesalers and their salesmen, finance men, architects, builders 
and the like. 

This big registration of non-retailers indicates that retailing 
is recognized as the sector where the industry as a whole is 
either made or sunk. Retailing is the top dog. 

Every old-timer can remember the earlier fears that his busi- 





Golden Jubilee conventions were held by retail 
associations as follows: Ohio, 1931; Indiana and 
New Jersey, 1934; Texas, 1936; Southwestern, 


1938; Michigan, 1939; Northwestern, Illinois and 
Wisconsin, 1940. Nebraska's is reported in this issue 
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Record Attendance at Re- 
tail Conventions by Non- 
Retailers Indicates Dealer 


Has Captured His Field 


ness was going to be destroyed or absorbed by other agencies. 
He faced all kinds of invasions and offensive alliances; mail- 
order houses, wholesaling contractors, discriminating freight 
rates, factory pre-fabrication, even the muttered threats of a 
few manufacturers’ group that if he didn’t concentrate upon 
marketing their products they’d put in distributing systems of 
their own. Nobody likes such threats, and it was natural that 
retailers should be uneasy about them. 

But it has become fairly clear that retailing is and must be 
local in nature, and that any collateral part of the industry 
which tries to give it the run-around is hurting itself. Retailers 
are discovering that the best defense of their position is to stick 
to their own jobs and to do their own stuff ; not the only defense 
but the most important one. 


INCREASE IN HOUSING VOLUME TO 476,000 
UNITS BOOSTS ATTENDANCE 


Part of the record convention attendance is accounted for by 
the growing volume of house construction. In 1939 there were 
476,000 houses and housing units built in the United States; 
and analysts predict a further increase of from ten to fifteen 
percent in 1940. If this guess is correct—and the boys have 
been hitting it rather closely—this year’s total should about 
equal the annual building figure set by the experts as the aver- 
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age needed to meet current demands and to take up the accu- 
mulated slack of the lean years. 

There are two reasons, not too closely linked, why this up- 
ward swing should send the boys to the meetings. Some of 
them go for fun; and the most strictly-business among them 
count upon a spot of entertainment. Last year’s boost in sales 
put some money in the bank; making a little outing possible. 
Despite the interdict, Sweet Adeline made a few discreet and 
fleeting appearances. We thought for a fussed moment at one 
convention that we had met the lady in person. As we were 
being checked into a hotel room, a young man and woman came 
along the hall; evidently just from room 619. The young woman 
swayed into the room, wrung our surprised hand and said, “I 
don’t know you, Big Boy, but if you’re a car salesman you'll 
not get lonesome, long as I’m around.” So happily we were 
in the wrong industry, doggone it! 


GET A NEW SLANT AT CHANGING SCENE 


The other reason a rising tide of sales floats dealers to con- 
ventions is of course an anxiety to know how to handle this 
increase. The most conservative among us, whether we like 
it or not, admit that the scene is changing. What better place 
is there to get a line on these things? A dealer may think a 
convention speaker is unnecessarily starry-eyed. Okey. Then 
let him check up on the speaker’s offerings by talking with 
dealers who have tried them out. 

Several of the associations celebrated their fiftieth anniver- 
saries this year, and others are just older or just younger. Half 
a century ago the idea sprouted in many places that, by getting 
together, the dealers could improve their business positions. Of 
course at that time there were quite a lot of dissident brethren 
who wanted no part of the plan. They'd be seriously tut-tutted 
if they’d let anybody else tell them how to run their businesses. 
In part at least they were right; wholly right as they under- 
stood it. But they didn’t get the idea at its best. It wasn’t 
the creation of a super-board of directors to run the industry, 
but rather the creation of tools to do collectively what the indi- 
vidual dealer couldn’t well do for himself. 

It is no criticism of the early associations that in general they 
leaned toward defensive alliances, rather than toward the crea- 








Merchandising was given chief emphasis in the re- 

tail conventions of 1939-40, as is indicated in the 

headings of reports that appeared in the American 
Lumberman 





tion of better selling methods in the industry. Retailing was 


‘still a fairly simple business; which doesn’t mean that it was 


an easy business. In the main it was the selling of lumber by 
the thousand feet. Houses in general were simple. Few had 
central heating or any except the most primitive plumbing. 
Lumber and labor were the big items. Few if any dealers 
thought of taking a contract for a house. That was something 
the owner was expected to do for himself; hiring the needed 
labor. Getting lumber into the yard and selling it by the thou- 
sand feet and getting paid for it made up the dealer’s business. 


"WAREHOUSE" TECHNIC INVITED NEW COMPETITION 


Because the formula was so short and so lacking in compli- 
cations, anybody felt that he could go into the business. Manu- 
facturers were inclined to look upon the dealer as a freight 
agent and a warehouse man; and if he didn’t play the game 
their way they were apt to get sore and talk about putting in 
their own yards. There are line-yards, now operating on the 
highest plane of retailing skill, that got their starts purely as 
outlets for the owners’ sawmills; and the owners were content 
if the yards made enough to pay their own expenses. Mail- 
order houses tried with some success to invade these markets 
by adding just a little in the way of service and creative sales- 
manship. Manufacturers did a little traffic, sometimes more 
than a little, in giving the dealer the go-by and selling jobs 
direct. This and all the other stuff was possible because retail- 
ing had not gotten far beyond the freight-agent, warehousing 
stage of their development. 

Naturally the early associations thought in terms of defense 
against these invasions. Some of the defenses were more en- 
thusiastic than analytical, and a few of the organizations got 
caught in the crack of Federal investigation. But back of it 
all was the instinctive understanding that retailing was and 
should be a local industry; that the public could not be well 
served by remote outfits without local stocks and local manage- 
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ment. Of course those early defenses were necessary, even 
though in a few instances they were ill advised. At its best, even 
in those early days, retailing was a local industry. 


LOCAL MERCHANT DEFENDS POSITION 
THROUGH BETTER SERVICE 


But more and more of the old defenses came to the end of 
their usefulness as retailing took over more and more of the 
services belonging properly to it. As houses became more com- 
plicated, owners were less able to manage their construction 
without technical help; until at the present time the ablest and 
most realistic retailers are offering a practical service so exten- 
sive and so intensive that outsiders, with no conscience about 
the matter on an ethical basis, despair of giving the local dealer 
the run-around. Small wonder that retail conventions are at- 
tended by so many men not directly in the retail business! These 
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Americans have become home-conscious, and know in end-terms 
about the new designs, plumbing, heating, insulation, electrical 
appliances, landscaping, financing, decoration, location and on 
through the long list. They want these things included in a 
professional way in their new houses. Not all of them want all 
of these things; and not the least part of the dealer’s planning 
has to do with deciding how far he’ll go and how fast. 

But the factor most to the front in the conventions this year, 
the one that seems to include most of the others, is salesman- 
ship. This has been a season of salesmanship conventions. 
Nothing else got so much attention, and nothing was handled 
more ably. Salesmanship is the point of contact between the 
industry and the customers; the point where the industry as a 
whole is made or marred. Manufacturers are dealing with 
retail salesmanship in a rather new way, and from a point of 
view that might have shocked them half a generation ago. They 
used to train retailers, or try to, in selling the manufacturers’ 
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The Denny Lumber Co. in Middletown, Ohio, has found that billboards coupled with newspaper advertising publicize the mate- 


rials it handles in an effective manner. 


Five large signs at strategic locations on main highways at the edge of town have their 


messages changed monthly so that a variety of products can be advertised over a year's time, and to keep the public reading 
them. When the company decided to stock paint, the task of introducing the youngest "child" to Middletown residents was 
accomplished by means of the billboards. Three samples of the signs used different months are shown here 





men are recognizing the retailer as in a new and indefeasible 
position. For their own good, they want to work with him. If 
there are some exceptions, they rather prove the rule. 


ENTERING NEW ERA ON 50TH ANNIVERSARIES 


So as the industry is celebrating these fifty-year anniversaries 
of association work, a good many men are wondering if this 
co-operative effort isn’t entering a new era. No dates can be 
given, for these changes are curves and not sharp corners. But 
in a general way, allowing for necessary individual exceptions, 
it may be said that at the present time retailing has established 
its place as a necessary and indispensable part of this huge in- 
dustry. No one claims the position could not be lost. If, for 
example, a time should come when houses were no longer indi- 
vidually owned, and if all or most people took to living in as 
yet uninvented apartments and in garden cities, thousands under 
a single roof—the retailer as we know him would hardly have 
much of a place. But until that remote time comes, the retailer 
has and will hold his distinct field. The new era of association 
work is turning toward the consolidation of this field. The 
preliminary defensive work is fairly well done, even if all of it 
can’t yet be taken for granted. Most of these remaining de- 
fense efforts are in the field of legislation. 


SELLING NEW SERVICES OFFERS 
BIG OPPORTUNITY 


The great opportunity lies in the practical perfection of the 
new yard service, fitting it to real needs so that it neither lags 
too far. behind public desires nor gets too far ahead. If the 
yard is to hold the local field, it must be sensitive'to what the 
local customers want and need and wiil take. 

Everybody knows in a general way what these things are. 


own goods, usually for the purpose of crowding out the goods of 
rival manufacturers. Now they are dealing with the subject 
from the retailer’s point of view and that of the retail customer. 
The volume of a manufacturer’s sales turns primarily upon the 
total volume of building done; and he considers it good busi- 
ness to help the dealer get rid of all the bottle necks and obstruc- 
tions in his trade. He’d rather help the dealer get ten sales 
and take his chances on getting his goods used, than to have 
the dealer sell three jobs and be sure of placing his stuff in all 
three of them. 


70 PERCENT OF BUSINESS MUST BE CREATED 


That, by the way, is the ratio of sales as between salesmanship 
and letting nature take its course. Thirty percent of our poten- 
tial business is necessity-created. Thirty percent will come in 
if we just wait. The other seventy percent of the potential 
market is brought in by active salesmanship. The experienced 
big shots in the field say it’s more than added volume. They 
say that the right kind of practical and creative salesmanship 
not only adds to volume but also assures a fair net profit. The 
skilled salesman has to know his stuff ; from materials to design 
to financing. He creates an idea of a completed house in the 
way and along the lines that really suit the buyer. The latter 
is not price-minded unless he is made so by the dealer; unless 
he is given nothing else to think about. Given a house that 
suits him, built and financed in a way to meet his needs, he'll 
not think of that hundred dollars or so he could save by going 
to a non-service price cutter. 

The second fifty years of retail association work is starting off 
as an era of salesmanship. We've captured our market to the 
extent of establishing ourselves against the invasion of outsiders. 
The next step is to develop it intensively. Chances are we’re 
going to hear a lot more about salesmanship in this ‘field in the 
immediate future. 
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Northern Indiana and Southern Michigan Dealers 


Hold 40th Annual Convention 


SoutH Benn, Inp., Feb. 23.—The Michiana 
lumber dealers, officially known as the North- 
ern Indiana and Southern Michigan Retail 
Lumber Dealers Association, held their 40th 
annual convention in this city yesterday. In 
1939 the association officers departed from 
their usual brief, half-day program, and 
planned a full day of activity with many of 
the features, in abbreviated form, that are 
found in the three-day State and regional meet- 
ings. Several times as many dealers appeared 
as at previous conventions, and the experiment 
was successful enough to warrant adopting it 
as standard procedure. 

This year 236 dealers and their wives and 
guests, and exhibitors attended the noon lunch 
as compared with 176 in 1939. There were 
63 ladies present, an increase of 21 over last 
year, and the banquet and floor show attracted 
315. There were 257 present in 1939. Regis- 
tration and inspection of exhibitors’ booths 
occupied the morning, and a four-hour busi- 
ness session was held in the afternoon. Fol- 
lowing this was the annual banquet, introduc- 
tion of new officers, and floor show. 

The business session was opened by the 
president, Ernest Hayworth, Niles Lumber Co., 
Niles, Mich., who said, “I want to connect 
this fortieth meeting with George Washington, 


to borrow the phrase “Life Begins at Forty,” 
and step out, Mr. Bruce said that streamlined 
high-pressure salesmanship is all right for one- 
call, one-sale people such as book salesmen, but 
that for the lumber industry, “Low Pressure 
Salesmanship” with the human side always 
emphasized, is the answer to long-pull repeat 
selling. 

‘Don’t lose sight of the fact that you have 
more than merchandise to sell,” said Mr. Bruce. 
“The public is not interested in oak flooring. 
It is interested in oak floors. More important 
than the merchandise you have to sell is the 
knowledge of that merchandise which you have, 
and that is what you should sell. Sell use, 
endurance and maintenance. The degree to 
which you sell intangibles is the degree to 
which you can forget price. And don’t forget 
that everybody in your organization that con- 
tacts the public should be trained to sell.” 

T. L. Kennedy, Lehon Roofing Co., Chicago, 
using “Free Wheeling in Advertising” as his 
subject, gave some pertinent advice on what 
and how to advertise, and concluded with some 
useful information on postal and other delivery 
services available. 

“Don’t overlook third class miscellaneous,” 
said Mr. Kennedy. “You can mail 200 pieces 
for the same cost as you can mail 133 pieces, 
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since we are, as we have done for a number 
of years, holding our convention on the an- 
niversary of his birthday. We have seen many 
changes in the retail lumber business in these 
forty years, and we will perhaps see more in 
the next forty years. I think it is fitting to 
point out -that if our industry will apply to 
its problems the same courage, kindliness and 
loyalty that George Washington applied to his, 
we can successfully combat all of the difficul- 
ties that surround us. Most of the problems 
of to-day can be solved by courageous appli- 
cation of sound selling methods.” 

Mr. Hayworth then introduced Fred Wehren- 
berg, Standard Lumber & Supply Co., Fort 
Wayne, Ind., who briefly reviewed the opera- 
tions of the Fort Wayne Housing Authority, 
in the course of which he called attention to 
the thorough manner in which the American 
Lumberman had reported the operation in com- 
plete detail. 

The next speaker was C. Arthur Bruce, vice 
president and secretary, E. L. Bruce Co.,, 
Memphis, Tenn. Advising the dealers present 


third class. Circular matter can be delivered 
in any form by uniformed messengers in sec- 
tions or blocks you want covered for seven to 
eight and a half dollars a thousand, which is 
less than the third class miscellaneous rate. If 
you don’t want the circulars slipped under the 
door, you can get a ring-and-wait service for 
one and one-half to two cents apiece. For an 
additional one and, one-half cents you can get 
selective delivery to houses which have garages, 
houses which have dogs, or just about any 
other classification. Generally, you cannot af- 
ford to make two successive mailings on the 
same subject.” 

Mr. Kennedy cited an experiment in which 
six successive mailings were made, advertis- 
ing the same material in different ways. The 
first mailing pulled 13.8 percent in responses ; 
the second, 9 percent; third, 4 percent; 4th, 
2.9 percent; fifth, 1.25 percent; sixth, negligibly 
less than one percent. Use of the dealer’s own 
letterhead was emphasized. Another experi- 
mental mailing of the same piece yielded 18.7 
percent from the dealer’s letterhead, and only 


4.8 percent from the manufacturer’s letter- 
head. 

Mr. Hayworth then presented A. F. Reasor, 
Indiana Lumber & Mfg. Co., South Bend, Ind., 
who is secretary of the association. Mr. Reasor 
was praised highly for his work in the past 
year, and particularly for his contributions to 
the program of the day. Mr. Reasor presented 
the last speaker of the session, William DeWitt, 
South Bend sales promotional man. Mr. 
DeWitt, professing no first hand knowledge of 
the lumber business, delivered an inspiring 
address on practical consumer selling, in which 
he pointed out that American housewives form 
the greatest single block of purchasing agents 
in the world. 

The nominating committee, headed by Byron 
Smith, Smith-Nuppnau Co., Valparaiso, Ind., 
reported, and its nominations for 1940 were 
approved unanimously, as follows: 

President—R. H. Maxon, Hass Lumber & 
Building Material Co., South Bend, Ind. 

Vice president—Rea Wolfram, Walkerton 
Lumber & Coal Co., Walkerton, Ind. 

Secretary-Treasurer—A. F. Reasor. 

Directors—Vic Boyer, Boyer Lumber Co., 
Burr Oak, Mich.; C. A. Flynn, Union Pier 
Lumber Co., Union Pier, Mich.; Ernest Hay- 
worth, Niles Lumber Co., Niles, Mich.; Hilton 
Knowlen, Knowlen Lumber Co., Benton Har- 
bor, Mich.; A. L. Miller, Miller Lumber & 
Coal Co., Nappanee, Ind. 

The newly elected officers are also directors. 

The banquet started promptly at 6:30, and 
all festivities were concluded by ten o’clock. 
Noticeable in the evening was the large num- 
ber of yard and office employees which the 
dealers had brought to the banquet. 





To Start Shipping 30 Million Feet 
a Month Across Canada 


Vancouver, B. C., March 2.—British Colum- 
bia will soon be shipping 30,000,000 feet or more 
of lumber by rail to the Atlantic coast for 
trans-shipment to the United Kingdom, Wendell 
B. Farris, K.C., announced at Vancouver, 
B. C., recently, on his return from Ottawa. The 
speed with which the lumber movement over- 
land gets under way depends on two major 
factors, said Mr. Farris, who represented the 
lumber industry and the British Timber Con- 
trol Board in recent successful negotiations for 
an acceptable rail rate. These factors are: 1. 
Availability of British shipping for convoy from 
Atlantic ports. 2. Ability of the Maritime sea- 
ports to handle the sudden influx of lumber 
freight. “The next move will probably be the 
appointment by the British Timber Control 
Board of a Canadian representative to direct 
the west-to-east lumber traffic,” said Mr. Far- 
ris. “When this representative is named there 
should be no further obstacles, and lumber 
should start to move from Coast mills at once,” 
added Mr. Farris. “The volume at first may 
not be more than about 10,000,000 feet a month, 
but it should soon climb to 30,000,000 feet or 
more, especially when navigation opens on the 
St. Lawrence. There is no doubt that the 
St. Lawrence ports will ultimately handle the 
bulk of the business.” 

Mr. Farris said that the possibilities of the 
Churchill route, out of Hudson Bay, were being 
explored. Personally, he felt that such a route 
offered a real opportunity to avoid eastern con- 
gestion during at least two months of the year. 

Mr. Farris said that all parties involved in 
the big deal were thoroughly satisfied with the 
rate agreed upon—75 cents per 100 pounds 
through St. Lawrence ports, and 82 cents via 
Halifax, St. John and Portland. 
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In Spring, Sow Seed For Future Sales 


One of the weakest spots in any mer- 
chandising plan is lack of showmanship. 
To shirk the responsibility of showing 
building materials is the more unexcus- 
able, because of all retailers in towns, 
cities and villages, who has a _ better 
chance to offer an interesting display than 
the lumberman? 

It is true that adequate show windows 
are almost an unknown asset in many 
building material establishments. And 
even if the windows were there, much of 
the lumberman’s stock does not lend itself 
to that type of display. So he must de- 
vise, and use, other means of employing 
“eye appeal” to make his community con- 
scious of the goods and service he has to 
sell. The clothing store, or the grocer, 
or the hardware merchant, usually with 
fine show windows at their command, 
keep them well dressed, it is true. But 
they depend less and less upon windows 
alone to bring shoppers into the store, 
where the foundation for sales is laid. 


In an effort to get people inside the 
store, practically every business has a 
special day, or week, at the beginning of 
its busiest season, when the whole com- 
munity is specially invited to come to the 
store. This is sometimes called “Open 
House,” or “Spring Opening Day,” or 
an “Anniversary Party” or a special dem- 
onstration. It makes little difference 
what the day is called—it spells oppor- 
tunity for the merchant, because -it is his 
chance to show his trade territory what 
he has for sale. And no lumberman, 
whether located in a city or a small town 
can afford to neglect taking advantage of 
his share of such publicity. 

The building material dealers who ex- 
pect to do a job of selling in 1940 are 
getting their stores in shape and are get- 
ting their prospects lined up. And, among 
the other plans is some scheme for getting 
people into their stores, through some 
special effort that may be remembered 
as a gala day in the community. The 
merchant must do this to protect his own 


interests, to defend himself from his com- 
petitors in other lines who are scrambling 
for the privilege of selling their motor 
cars, mechanical refrigerators, radios and 
what-not. Money spent for trips to the 
World’s Fair or for a new parlor suite 
never made any improvements to the 
home or built any barns. 

Building material stores are relatively 
independent of the seasons. Building in 
most American communities can proceed 
the year around. The time to get busi- 
ness is when plans are being made, and 
that is considerably before the work is 
begun. Spring is the time householders 
decide to remodel the heating plant before 
another heating season, because the home 
owner has been made acutely conscious 
of the shortcomings of the old equipment 
during the cold months just ended. Much 
new furnace work is actually done during 
July and August. 

Houses to be begun in the spring are 
blue-printed during the winter; fre- 
quently they have been under considera- 





association circles. 





“Eye selling” is more than a slogan — it is a fixed 
policy—as related to the merchandising activities of the 
lumber department of the Acushnet Saw Mills Co., New 
Bedford, Mass., which department is under the super- 
vision of B. F. Howe, well known in eastern lumber and 


As examples of what is meant by 
that slogan, Mr. Howe has sent us (at our request) a 
number of interesting photographs, two of which are 
reproduced on this and the adjoining pages. In a letter 
accompanying same, Mr. Howe cites this outside display 
of garden furniture (manufactured by his company) 
as an.example of “eye selling,” saying on this subject, 


Timely Tip jor Dealers 








“It has been our policy to change displays yearly; other 
attention-getting methods include original signs, fence, 
building, and flashing signs on our own properties, to at- 
tract the attention of the traveling public, as well as in- 
terior displays. These methods have proved to be of out- 
standing value to us in creating sales.” The accompanying 
diversified showing of trellises, pergolas, ornamental 
fence, gates etc. is presented in this issue because of its 
special timeliness at this season of the year, when home 
owners are beginning to think of “outdoor” or garden 
and lawn furniture in anticipation of which “seasonal 
urge” dealers should now be planning attractive displays. 
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tion for three or four years, or longer, 
before the builders are ready to complete 
specifications and begin work. Summer 
paint jobs are being considered during 
the spring months. Thus, successful sell- 
ing of building material is something that 
is built up slowly, steadily, through 
months of planning and selling. But the 
lumberman’s business must be constantly 
fed by some method of attracting new 
customers as they are beginning their 
plans. It is of small moment when the 
lumberman’s 1940 “Special Day” is 
staged, except that it should be as early 
in the year as adequate plans can be made 
and carried out to do a good job. 

Every dealer knows his own trade ter- 
ritory. He knows the strong points of 
his own business layout, just as he knows 
its weaknesses. The most productive 
“Open House” days are not the most 
elaborate ones. Preparations entail very 
little extra work that should not be done 
anyhow to get ready to take care of 1940 
business satisfactorily. 


Prepare Well For Your 
“Special Day” 


3efore inviting people in for a “Spe- 
cial Day” the lumberman will naturally 
indulge in a bit of housecleaning. Win- 
dows must be washed, the floors polished 
up a bit, the yard put in shipshape order, 
and the dullest spots touched up with a 
little paint. It is surprising how a touch 
of color out of a paint can can highlight 
a whole lumber office and stock room, 
making it look like a different place. It 
costs little and will pay dividends 
throughout the year. 

Every building material show should 
be staged around some central theme. 
And definitely this year’s efforts should 
stress modernization. If a new house is 
to be built, if an old house is to have an 
addition, a complete renovation, or 
merely a small repair job, the work, how- 
ever extensive or limited, should look 
forward to making it possible to some 
time have a completely modern dwelling. 
The REA and the privately owned power 
lines that criss-cross practically every 
section of the country have made sub- 
urban and rural home owners acutely 
aware of the things they can now have 
with the help of electric current—modern 
conveniences that before were beyond 
their reach. 


Modern Trends Create 
Many New Needs 


To use one example: running water, 
both hot and cold, is now a possibility in 
bathroom, kitchen, barn, poultry house, 
dairy, laundry room. The building mate- 
rial man who deals in plumbing fixtures 
and modern water systems has some 
ready-made business here. But, aside 
Irom the equipment that actually makes 
the system work, there are dozens of jobs 
lor every contractor and building material 
merchant in America. When most coun- 
try and suburban houses were built, no- 
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body dreamed that this or the next gen- 
eration would be having running water 
in bathrooms. Before bathroom fixtures 
can be installed, there’s got to be a bath- 
room. 

Thus, there are hundreds of remodel- 
ing jobs awaiting the carpenter, the odd- 
job man, the lumberman who goes out 
after them. Some of them are small jobs, 
some of them are big ones. And they 
are going to the builders and the mate- 
rial stores who can show the home own- 
ers some practical way of achieving the 
desired results. 


A New House May Be Made 
Focus of Interest 


Often the lumberman has furnished 
material for a new house or a remodeling 
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space the signer may fill in with infor- 
mation he cares to give about any build- 
ing or improvement he is considering. 

Registration cards are invaluable for 
keeping the mailing list up to date, even 
if no customers state their plans for the 
near future. - But it is nearly always a 
pleasant surprise to note how many peo- 
ple will volunteer the information that 
they are planning to make some improve- 
ments “as soon as we can afford it.” A 
good building material salesman can often 
show these prospects that they can afford 
to satisfy their wants sooner than they 
had anticipated. 

In the store, the stock is arranged as 
attractively as possible. Samples of kit- 
chen cabinets and other fine woodwork; 
paneling ; flooring laid and finished ; doors 
and sash; composition and wood shingles, 
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Another demonstration of "visual selling" as exemplified by display of doors, window 
frames, etc., maintained by lumber department of Acushnet Saw Mills Co., New Bed- 
ford, Mass. 





job into which the owners have not yet 
moved. If this is in town, or on the out- 
skirts of the town, where it is easily 
accessible, the dealer often has an ideal 
setting for one phase of his “party.” 
Many owners of a new or made-over 


‘ house are proud to open it to the public. 


In this case it stands as a complete dem- 
onstration of what can be done with mod- 
ern materials, skilled workmanship, a 
little ready money and one of the usable 
finance plans now offered home builders. 

But the results are only half realized 
unless some means is planned to get the 
crowd into the yard where business may 
be transacted. Simple refreshments should 
be a feature of any party, of course 
served at the yard or store, insuring a 
good crowd. At the same time, some in- 
expensive souvenir bearing the imprint of 
the company may be given away. And by 
all means there should be a registration 
plan whereby each person receiving a sou- 
venir signs a card. A blank space should 
be headed, “I am thinking of ” which 








and other items in endless variety, set out 
where all comers can see and handle them. 
Special prices may be marked on some 
items a dealer feels will appeal to his 
trade. A few sample window boxes, or 
bird houses may be shown, and special 
orders taken on “Opening Day.” Paint 
in small cans at bargain prices always 
looks intriguing to women _ shoppers. 
What woman doesn’t perennially have 
some dark corner in her home that she is 
always wanting to touch up with a bit of 
bright color? And isn’t she always need- 
ing another paint brush? 


“All Hands” Must Be “On Toes” 
For “Visitors’ Day” 


Everybody connected with the yard in 
any capacity—yard men, delivery men, 
salesmen, manager, bookkeeper, contrac- 
tors—should all be on hand to welcome 
and help entertain the guests. A “Visi- 
tors’ Day” is worth while partly for its 
educational features. Questions reveal 
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the interests of the questioners, and merit 
authoritative answers. 

A quiet corner in the office should be 
reserved for the use of any contractor or 
salesman who wants to talk privately to 
a customer. It sometimes is possible to 
close a deal with some prospect who has 
made this special day the occasion for a 
trip to town. 

And, above all, there should be sales- 
men on the floor who can serve the cus- 
tomers’ immediate needs; for, after all, 
the whole point of an “Opening Day” for 
the lumber yard is to bring folks in; to 
entertain them, in appreciation of their 
patronage; to show our merchandise in 
the very best manner; to make all the 
sales we can today, and to lay the foun- 
dation for future business. E. N. 





How "Knowing Your Town" Will 
Help You Sell More Goods 


Before the summer—and “summer visi- 
tors’” season— starts, every lumber 
dealer should know, and should insist that 
his employees also know, all the facts that 
the strangers in town might want to 
know. Summer people, coming for a 
month or a season, are good buyers of 
such items as screens, paints, odds and 
ends of lumber and other building mate- 
rials, for their camps or cabins. Occa- 
sionally some family likes the town so well 
that it decides to make a permanent home 
there. So it pays to treat these strangers 
well. 

Last year, the employees of lumber 
dealers of Boulder, Colo., joined with 
other retail sales people of the city in a 
unique “Know Boulder’ School, spon- 
sored by the Chamber of Commerce. 

At the first session of the “Know Boul- 
der” School, ten local authorities each 
spoke for five to ten minutes on special- 
ized topics, such as “The Recreational 
Facilities of Boulder,” “The Chautau- 
qua,” “Scenic Attractions of the Region,” 
“Important Summer Dates’ etc. Cham- 
ber of Commerce literature, containing 
extensive information, was passed out. 

Two evenings later, the sales people 
returned and took a written examination 
to test their knowledge of community 
facts. Fifty questions were mimeo- 
graphed, with blank spaces for answers. 
The “class” was given 25 minutes in 
which to complete the papers. Most re- 
plies called for could be put in two or 
three words. 

While the judges were arriving at final 
awards, Prof. A. Gayle Waldrop, direc- 
tor of summer recreation, of the Univer- 
sity of Colorado, showed motion picture 
films, some in color, of trips to the Arapa- 
hoe Glacier, Lone Eagle Peak, and 
Long’s Peak—favorite objectives of Boul- 
der vacationers. Then John T. Bartlett, 
1939 .Chamber of Commerce presisdent, 
and director of the “Know Boulder” 
school, announced the awards and dis- 
tributed attractive prizes. 
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Boulder will repeat the event in 1940. 
Chet Hill, manager of the Boise-Payette 
Lumber Co., at Boulder, and Wayne 


Clements, of Builders Supply Co., are 
Chamber of Commerce directors. 





Cost Breakdown of 31 Wiscon- 
sin Small Homes 


The following interesting figures and 
percentages were compiled recently by 
Harry Hoffman, of the Hoffman Lumber 
Co., Fort Atkinson, Wis. They are based 





on cost records kept on 31 houses sold by 
the company on a package basis. 

It is interesting to note that of the total 
cost of these houses, including furnishings 
and real estate, 34.07 percent goes to the 
lumber yard for materials. Not including 
real estate, and furnishings and fixtures, 
the lumber yard sales amounted to 43.09 
percent of the total cost of the houses. 

The breakdown of the $80,100 figure 
will probably vary somewhat in different 
sections, as will the amounts for the va- 
rious items, but in general they will be 
reasonably close, particularly for full 
basement homes in the North. 

Percent Average 
of per 
Amount total house 
ees GRE oniscccucs $ 24,600 13.82 $ 793.55 


Labor, mechanical 
trades, material and 


eee 80,100 44.99 2,583.87 
Lumber yard material 60,667 34.07 1,957.00 
Furnishings, fixtures 

NINE: ~ acento aden ube whe ereCorn 12,669 7.12 408.68 





$178,036 100.00 $ 5,743.10 
BREAKDOWN OF $80,100 


Percent Amount 


7) per 
Amount total house 
Excavation and seed- 
RES NE $ 3,684.60 4.6 $ 118.86 
Foundation, walks and 
basement floor .... 4,966.20 6.2 160.20 
Carpenter labor ..... 25,231.50 31.5 813.92 
Plaster labor ....... 5,366.70 6.7 173.12 
Heating labor & matl. 11,374.20 14.2 366.91 
Plumbing labor & matl. 12,175.20 15.2 392.75 
Painter labor ........ 5,927.40 7.4 191.21 


Shades & floor cover- 
ES 1,521.90 1.9 49.10 
Electrical labor & matl. 6,648.30 8.3 


214.47 
Sewer, water, gas... 3,204.00 40 103.33 
POU. Secctedeadns $80,100.00 100.0 $2,583.87 
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"Bull Pen" of Irregular Items 
Salvages Investment 


When the “bull pen” is. mentioned 
around the yard of the I. N. R. Beatty 
Lumber Co. in Joliet, Ill., it does not 
mean that conversation has turned to 
baseball. It refers to a half-dozen bins 
in the sheds in which oddments from the 
company’s seven yards are collected for 
sale, instead of being allowed to take up 
storage space in the scattered locations, 
and deteriorate to worthlessness. 

“Every yard manager makes mistakes 


Three “bull pen" bins 
in the Joliet, Ill., yard 
of the I. N. R. Beatty 
Lumber Co. where 
"mistake" merchan- 
dise from the con- 
cern's seven branches 
is centralized for sale 


occasionally in ordering items, but that 
is no reason why the company should 
take a loss on them,” said Ward Loeffler 
of the Joliet unit. “We have all this 
‘mistake’ merchandise brought here be- 
cause this city has quite a large foreign 
population whose members sometimes do 
not mind having an odd-size door, win- 
dow or some other item in their homes 
when such articles can be secured at a 
bargain price.” 

It was said that bull pen stock is sold 
in some instances for 50 percent of the 
amount a perfect article would cost. The 
price, however, nearly always covers the 
item’s cost, so the investment is salvaged. 
A partial inventory of the bull pen at the 
time the AMERICAN LUMBERMAN repre- 
sentative called showed off-size doors, 
screens, storm sash, windows; odd styles 
of interior trim; shingles of peculiar 
color, and regular lumber items which 
had become twisted and dirty or were in 
shorter than standard lengths. 





Retail Firm Has Been In 
Business 75 Years 


SHELBYVILLE, Itt., March 4.—In this 
typical midwestern town, which has 
served its citizens and residents of its 
trade area well, is the retail lumber and 
building material business of S. W. & 
J. W. Conn, Inc., that has been capably 
fulfilling the duties of such a business for 
75 years. The two Conn brothers estab- 


lished their yard, March 1, 1865 just a 
block from the present location, and ever 
since its managers have endeavored to 
conduct the business in a way meriting 
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the confidence of its customers. 

S. W. & J. W. Conn, founders of the 
company, were born near Montreal, Can- 
ada. Coming to the United States, they 
arrived in Chicago in 1855. The family 
continued on into central Iowa, and from 
there some of its members branched out 
in other directions. After a short stay in 
St. Louis, J. W. Conn turned East and 
settled in Shelbyville in August 1864. He 
liked the town and decided to make it his 
home, and wrote this information to his 
brother, S. W. Conn. They started out 
doing some carpentry work for different 
people, and opened their lumber business 
the following March. 

In 1869, the brothers built a three-story 
school here which stood until 1927. S. W. 
Conn supervised construction for the 
county during the erection of the court- 
house. The brothers, also, built court- 
houses in Sullivan, Ill., and Louisiana, 
Mo., and a school near Bloomington, Ill. 
They enjoyed seeing Shelbyville and the 
community develop, and furnished mate- 
rials for many homes and public build- 
ings. They took keen interest in public 
and church affairs. S. W. passed away 
in 1927 when nearby 94, and J. W. Conn 
died in 1934 shortly before he would have 
been 99. 

The business is now managed by L. S. 
Conn, son of S. W. Conn. He entered 
the firm in 1898 after graduating from 
high school, and became secretary of the 
concern in 1907. In addition to caring 
for the yard’s brisk rural and city trade, 
Mr. Conn has served on the library board 
for 25 years, the past six as president. 
He is now president of the First Federal 
Savings & Loan Association in this city, 
has been a member of the local Chamber 
of Commerce since it was started, and is 
an enthusiastic Rotarian. 





Dealer Equips Himself for 
Spring Home Building 


The Ira F. Adams Lumber Co., of 

Dalton, Ohio, reports that it has approxi- 
mately 500 new, uptodate house plans, 
from which a prospect may select any 
style or price of house wanted. These 
plans are complete in every detail, and 
are approved by the Federal Housing 
Administration as designs for houses on 
which loans will be granted. They include 
all the blueprints a contractor needs for 
building any of the 500 houses, as well 
as specifications and cost estimates. 
_ This eliminates most of the guesswork 
in building, as the home builder can be 
certain of the type of house and the 
approximate cost, before a shovelful of 
earth is turned. The plans include out- 
side elevations of all four sides of the 
house in addition to the complete floor 
plans. 

Ira F. Adams is just entering his 12th 
year in business, during which time he 
has furnished building materials for many 
of the finest houses erected in his trade 
territory, 
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New Folder to Help Dealers Sell 
Redwood Is a Hit 


SAN Francisco, CALIF., March 4.—The Cali- 
fornia Redwood Association, this city, hit the 
rail right smack on the head when it offered 
its latest dealer-aid folder, called “silent sales- 
men,” for monthly mailings along with bills. 

During the first month that the new, attrac- 
tive folder was made available to California 
redwood dealers, more orders came in than a 
25,000 printing would take care of; a second 
month’s mailing of 40,000 was not enough, and 
50,000 was a near future prospect. 

“Silent Salesmen” are letter-size, illustrated 


59 


sales messages featuring interesting uses of 
redwood lumber in the home. The subject 
is varied monthly, and each folder contains a 
blank space for imprinting of the dealer’s name 
and business address. 

The illustration on the folder of the second 
month, for example, featured the beautiful 
shadow effects obtainable with Anzac siding 
and picket fence. The caption read: “The 
Sun Will Help to Decorate. . .” <A concise 
message highlighted this theme. 


Delivered already folded, “Silent Salesmen” 
are available to dealers in time each month for 
mailing along with monthly bills to customers. 

These promotional pieces will shortly be avail- 
able to dealers outside California territory. 


All-Wood House With Three Plans Spon- 
sored By Associations Is Dedicated 


The all-wood house which 36 lumber 
and allied associations throughout the 
United States have joined in sponsoring 
and promoting has just been completed 
and dedicated in Studio City, Calif. Such 
co-operative action on the part of the 
nation’s leading lumber organizations is 
unprecedented in the industry’s history, 
and is hailed as a forward step toward a 
unified effort in a housing program. 
Prime mover in the campaign was the 
Red Cedar Shingle Bureau, which worked 
in conjunction with the National Retail 
Lumber Dealers Association, the Na- 
tional Lumber Manufacturers Associa- 
tion, and other prominent trade groups. 


RSs 


The model house built at Studio City 
and pictured here is intended to promote 
the use of all species of wood in home 
construction. The accompanying floor 
plan, which is one of the three optional 
layouts, shows the dwelling’s compact- 
ness, livability, and efficiency. For per- 
sons residing in mild climates, there is a 
floor plan containing a living room, din- 
ing room, kitchen, den, two bedrooms, 
bathroom and utility room. There is 
enough similarity to this layout in the 
other two to retain the individuality. The 
main differences are the absence of a den 
in Plan B, and a full basement with heat- 
ing equipment in Plan C which is suitable 





This is the house which America's lumber industry has presented to the public. 


Three 


optional interior layouts are ready for a customer's choice 
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Here is Type B design which provides for 
a utility room at the back instead of a 
basement 


for colder sections of the country. 

The Certigrade Californian, as it has 
been labeled, has Douglas fir wall stud- 
ding and bracing, West Coast hemlock 
roof sheathing, Certigrade red cedar shin- 
gles on the roof and sidewalls, Douglas 
fir plywood and oak as flooring, knotty 
pine for some of the interior walls, and 
California redwood for exterior trim. 
The roof construction is unusual; four 
layers of shingles covering the roof at 
every point. This was done by using 24- 
inch shingles as the under-layer for every 
fourth course of 16-inch shingles, which 
were exposed five inches to the weather. 
Sidewalls have 18-inch shingles double- 
coursed and laid 14 inches to the weather, 
which provides a deep shadow line. White 
lead paint was used on the body of the 
residence ; light brown stain on its roof. 








OmaHa, NEs., March 
5.—Another of those 
Golden Jubilee conven- 
tions; this one in the 
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Cornhusker State, here, 
Feb. 21, 22, and 23, 
marked fifty years of service of the Nebraska 
Lumber Merchants Association. In 1890, thirty- 
five retailers met to see what could be done 
through practical co-ordination. Of these 
charter members, four survive; F. M. Oster- 
hout, David City; Louis C. Mittelstadt, Nor- 
folk; W. H. Greenslit, Surprise; and J. C. 
Cherny, North Bend. Mr. Mittelstadt has 
been in the lumber business for sixty-five years. 
About a dozen others present at the conven- 
tion have been in business for fifty years or 
more. These formed a “Fifty-Year Club.” 

Because of lapses and losses of records, the 
association was finding it difficult to make a 
complete roster of its presidents during this 
half-century. So the AMERICAN LUMBERMAN, 
which has reported all the conventions, went 
through its files and supplied the list of men 
and the dates of their service. William Krotter, 
of Stuart, oldest living former president in 
priority of administration, received the first 
50-year certificate and presented the others, ex- 
cept one. President Paul C. Larsen, of 
St. Paul, presented the certificate to his Father. 

In his brief speech Mr. Krotter stated that 
the half century did not seem long, as he 
looked back to 1890. He said the old-timers 
felt some urge to brag as they looked back 
over this period and recalled the difficulties met 
and the merchandising advances accomplished. 
The association was formed to deal in a legal 
way with unethical competition. In those early 
days of regulation both by law and by organ- 
ization there had to be some experiment to dis- 
cover the right lines. There was some clash 
between the two; and the trust-busting period 
saw some litigation directed at commercial or- 
ganizations. The Nebraska association was 
subjected to investigation; and it is a matter 
of satisfaction that the association was given 
a clean bill of health. The insurance depart- 
ment was organized, and many other emerg- 
ing problems were met. “We could and did 
survive a lot of difficulties,’ Mr. Krotter 
stated. 

President Paul C. Larsen, St. Paul, declared 
that during the year the lumbermen of the 
State had been represented and heard in legis- 
lation and elsewhere. The trade relations com- 
mittee has maintained excellent relations with 
manufacturers and wholesalers. The associa- 
tion’s financial position is good. The president 
mentioned that but 48 percent of the necessary 
income is in the form of dues. More than 
half comes from other sources, notably the in- 
surance department. 


Neglecting FHA Possibilities 


One special shortcoming in lumber retailing 
has been a neglect of the opportunities offered 
by the FHA. The New Deal has not done 
many things that are of value to lumbermen: 
but the FHA.is the shining exception. It 
offers magnificent opportunities for the financ- 
ing of sales and should be used, he said. 

Secretary Phil Runion in mentioning the 
Fifty-Year Club said these dealers had seen 
many changes arid will see more; that it is 
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part of successful business to make adjust- 
ments to changing conditions. He urged a 
more extended use of Tested Selling Methods 
and of FHA financing. Some 70 percent of 
potential home building is in the low-income 
bracket; a bracket that can be served effec- 
tively by this type of financing, he said. 


Association Proves It's Worth 


The itinerant-merchant law was extended at 
the recent session of the legislature. State 
officials respect the Nebraska association; and 
this desirable condition has been brought about 
by co-operation and a fair attitude on the part 
of association officials. This work with public 
agencies is growing in importance; for the 
changes and stresses of the big business pattern 
have induced many individuals and agencies to 
attempt the improvement of their own positions 
at the expense of lumbermen. The secretary 
repeated President Larsen’s statement that 
much revenue of the association had come 
from sources other than membership dues, 
especially from the insurance department. One 
service of the insurance department is to sug- 
gest changes in yards that will issue in a re- 
duction of insurance cost. 

Arthur A. Hood, of New York, manager 
of the Housing Guild of Johns-Manville, asked 
and answered the question, “Is the Retail 
Building Material Dealer the Most Important 
Business Man in the Community?” This, Mr. 
Hood said, is the most thought provoking period 
of history, and perhaps the most pessimistic 
statement being made is that business will take 
a nose dive when peace returns. The big 
problem of business is to get labor employed 
at productive jobs that are geared to peace, 
he said. All phases of business, must turn to 
salesmanship. Necessity-generated sales, the 
kind that would come in without organized 
business effort, account for only 30 percent of 
needed and possible sales. So the merchant 
who sells in a creative way and who brings 
his local quota of business up to the hundred- 
percent mark is the most important man in 
business and in his community. The man upon 
whom the building industry depends for the 
marketing of its goods is the man who makes 
contact with the consumer and offers these ma- 
terials wrapped up in a package with building 
labor, financing, building ideas and proved de- 
signs. 


Meeting the Customer's Viewpoint 


Too often this contact man is the resident 
building contractor. But experience has proven 
that in general this contractor does not have 
the background, the knowledge of building as 
the customer wants it, the customer point of 
view, the skill in using the new financing and 
the selling ability to do the job. Building has 
changed sharply in method, because of the 
changed structure of life. There was a time 
when building was relatively simple and when 
necessity-generated sales produced a_ big 
volume. In those days from 19 to 21 cents of 
the customer’s income dollar went to building. 
The need for building, measured in social 
terms, is just as large. It is even larger, due 
to years of lagging construction. But in the 
meantime other big industries appeared, and 
these industries geared their sales to merchan- 
dising; to a study of customer needs and wants 
and methods of serving them efficiently. Dur- 
ing this period when package selling developed 
in other industries and lagged in the construc- 
tion industry the share of the customer’s income 
dollar devoted to building dropped to from 
five to seven cents. The nation is now spending 
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Nebraska Dealers’ Association 
Reaches Half-Century Mark 


$30 for cars as compared to $10 spent for 
homes. If building were to take its old posi- 
tion in the national expenditure it could end 
unemployment. 

This highly desirable result depends upon 
an energetic and intelligent utilization of the 
idea of package selling. Lumbermen sell their 
goods before the goods are manufactured; for 
in the purchaser’s mind the goods bought con- 
sist of completed houses, ready for use. Their 
factories move from place to place; construct- 
ing the goods on location. They have to be 
responsible for the delivery of the completed 
package. They don’t have to become build- 
ing contractors, for that is a side matter. They 
can work with contractors, so that the latter 
can do the part of the job they are fitted by 
training and experience to do. But the dealer 
must carry the final responsibility for engineer- 
ing and planning. He must be a real estate 
analyst, must understand financing, must be 
able to create a mental picture in the customer’s 
mind, in short must make and service the sale. 
This adds up to retail management. There is 
no chance of other agencies superseding the 
local merchant, for building is and always will 


be local. 
The Dealer Trend 


In the not too far distant future the build- 
ing merchant will compose his service prac- 
tically and exactly to include financial re- 
sponsibility, sales displays to aid him in 
creating the customer’s mental picture, a full 
inventory line of the goods that go into the 
home, a capacity to supply the industrial as 
well as the home-building market, a trained 
sales force ample for local needs and install- 
ment selling to service this huge and impor- 
tant part of the market. He will sell from 
full sized models; “inventory homes” built 
not only for display but for sale. He will 
set up a production line and will hire build- 
ing labor on an annual basis. Much repair 
and remodeling work can be done in winter; 
and labor hired on an annual basis can not 
only build new houses during the warm sea- 
son but can do this out-of-season remodeling 
and can be fabricating roof and wall sec- 
tions for future use. 

Mr. Hood described briefly the Guild schools 
of merchandising, adding that other manufac- 
turers should and doubtless will offer similar 
training service. The idea of such instruction 
is to get results more quickly and accurately 
than is possible through trial and error. The 
purpose is to create a situation in which cus- 
tomers will want to go to dealers; to put the 
business on a year-around basis; to create 
quick-estimating and accurate house-planning 
skills; to make sound financing possible; to 
develop sales-closing techniques; finally to 
create a trade-marked house. This is a time 
when the whole industry needs to meet the 
questioning and skepticism of the public with 
workable methods. 

Roger S. Finkbine, president of the National 
Retail Lumber Dealers Association, then spoke 
on “The National Association’s Program for 
1940.” This thoughtful address has been re- 
ported a number of times. 


Opportunity Through Salesmanship 


The second session, held on the afternoon 
of Feb. 22, featured R. E. Saberson, Weyer- 
haeuser Sales Co., St. Paul, Minn. This 
address, together with Mr. Hood’s address at 
the earlier session, made the fifty-year con- 
vention a notable congress of salesmanship. 
Mr. Saberson’s subject was “The Missing 
Ingredient in the Lumber Yard.” The missing 


ingredient, not missing in all yards, is creative 
salesmanship. Mr. 


Saberson ‘declared he was 
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Certificates of Tribute Awarded “Old-Timers”: 


Consider Consumer Viewpoint so as to Fashion 
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Dealer Service to Meet It 


not telling any dealer how to run his own busi- 
ness, nor was he talking about the depression. 
His text was prosperity. 

So far as the building industry is con- 
cerned the depression is over, he said. No 
other industry has a greater opportunity. 
The country will need to build 525,000 homes 
a year for the next ten years, to catch up 
with the earlier lag in building and to care 
for current needs. This is an immense op- 
portunity for the industry, and it means 
prosperity for the dealers who participate in 
its profitably. In addition, there is a great 
market for farm buildings and an equally 
great market for remodeling and moderniz- 
ing existing homes. New materials and new 
ideas have put old homes, still sound in 
structure, into disrepute. They are out- 
moded. Modernizing them is a big opportu- 
nity for those dealers who know how to 
make such sales. 

Lumbermen have the object lesson of 
nearly all other great industries in the new 
selling. One of their important tools is in- 
stallment selling; something now offered 
lumbermen by the FHA. The FHA is offering 
lumbermen more than they would have dared 
to ask or even to hope for a few years ago. 
But much of the industry still does not 
know how to use it. It is constructed to fit 
the ideas of the public and fits the way the 
public wants to buy. The auto industry is 
an old-timer in installment selling; but with 
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except by making it through collusion and 
restraint of trade. So long as a dealer sells 
in an open and free market, where the cus- 
tomer if he wishes can go to the price-cutter, 
this dealer is lawfully entitled to the profit 
he gets. 


Why Yards Succeed or Fail 


Mr. Saberson then mentioned certain specific 
instances. The first was a town of 36,000 
people, containing 13 lumber yards. Nine were 
ordinary yards, waiting for trade. Three were 
cash-and-carry. One dealt in native lumber. 
None was making enough to be called a profit. 
An outsider bought one of the nine ordinary 
yards, repaired and painted it, threw out the 
junk, put in a display room and hired a com- 
petent salesman. The yard made money from 
the first, in the face of this fierce price com- 
petition; and in the third year made gross 
sales of $150,000 and $13,000 net profit. 

In another city a price-minded dealer made 
gross sales of $300,000 in a year and lost $10,- 
000. A competitor sold $260,000 gross, the 
same year, and made a net profit of $24,000. In 
still another city there were eleven yards that 
were barely breaking even; and the twelfth 
yard made a good profit. In a certain area a 
group of yards made a total of a million dollars 
in sales with a total net profit of $8,500. Ina 
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Officers elected by Nebraska Association of Lumber Dealers at organization meeting in 
Omaha convening March 26, 1890 


the FHA lumbermen can offer better and 
more attractive bargains. 

; Last year there were many homes sold; 
In fact there were 476,000. Lumbermen for 
years have prayed for volume. It came. But 
because so many dealers know how to sell 
only on price, this volume issued in rela- 
tively little profit. The public still does not 
know about the FHA. In fact 90 percent 
of the sales financed in this way were sold 
by 10 percent of the dealers. 

The complaint is always “too much com- 
petition.” But if a dealer can’t outsell this 
competition at a profit, he can’t make a 
Profit by selling through cut prices. The 
most price-minded people in the country are 
lumbermen; and their customers catch the 
disease from them. Because so many lum- 
bermen are price-minded, this competition on 
Price alone is certain to become more in- 
tense. Dealers, following this line, try to 
make their profit through buying; and plenty 
of them will buy themselves out of exist- 
ence. Their hope is to sell themselves into 
Prosperity. Naturally better salesmanship 
Will not, by itself, save the poor manager. 
But the dealer who has all the other skill 
and qualities of a good dealer except the 
capacity to sell can fail. 

There is no law against making a profit 


near-by area another group of dealers, selling 
under identical external conditions, made sales 
amounting to a million dollars with a total net 
profit of $92,500. In a certain yard one sales- 
man, selling practically one-ninth the total vol- 
ume of the yard, made as much net profit as 
did the other salesmen who sold eight-ninths 
of the volume. It is a story of intelligent mer- 
chandising and salesmanship; a realization that 
it is easier to sell lumber to people the way 
they want to buy it. The public is not inter- 
ested in boards; it is not interested in price by 
the thousand, unless dealers give them nothing 
else to think about. The public is not price- 
minded in this narrow sense but is much inter- 
ested in getting houses to fit its needs and 
desires, financed in a way which fits its 
earnings. “Tested Selling Methods,” offered 
by the National association, is a practical step 
toward selling the way the public wants to buy. 
The missing ingredient in the failing yard is 
practical salesmanship. 

Following an old custom, the association in- 
troduced two speeches in this session, having 
nothing to do directly with business. Dr. Ger- 
hard Schacher, of Chicago, an European 





scholar teaching and 
lecturing in the United 
States, spoke on “Eu- 
rope of Tomorrow.” 





PHIL RUNION, 
Lincoln; 
Secretary-Treasurer 





His general point is 
that the enmity between 
Russia and Great Britain, 
British opposition 





dating back to 
to Russia’s advance into 
southeastern Europe and the Near East, ex- 
plains the German-Russian non-aggression pact 
which started Germany on its expansion pro- 
gram by removing the danger that Germany 


would have to fight on two fronts. The Rus- 
sian attack upon Finland is a_ preparatory 
move; and the current European war is likely 
to be fought out in southeastern Europe. The 
underlying problem is one of irresponsible 
power. There can be peace nowhere under dic- 
tators. 

Cal Tinney, a New York newspaper man 
and radio speaker, made a humorous but gen- 
erous speech on the subject, “Famous People I 
Have Third-Degreed.” He touched off most 
of the current candidates for the presidency, 
in a kindly but pungent way. 

At the final session on the morning of Feb. 
23, Robert Van Pelt, of Lincoln, association 
counsel, made a detailed analysis of the Wage- 
Hour Law, and offered practical suggestions 
for determining whether or not a business was 
affected by it and for keeping the necessary 
records. 

Secretary Urheim of the Northwestern Coal 
Dealers Association, Minneapolis, spoke briefly 
about a proposed natural gas pipe line to be 
constructed across Nebraska by means of a 
Federal loan. This line, if constructed, would 
displace a million tons of coal a year. 


Protection Against "Gypsy Trucker" 


Frank M. Stoll, of Associated Producers & 
Consumers, Kansas City, in speaking about 
“Regulating the Peddling Trucker” mentioned 
Nebraska’s pioneering in this field through 
State law. Regulation of the traffic in no 
sense constitutes a “trade barrier” at State 
lines; it is nothing more than an effort to re- 
quire these men to bear their fair share of tax- 
ation. 

Ed Dosek, of the Nebraska Department of 
Agriculture, Lincoln, continuing this subject, 
stated that the most important duty of his de- 
partment, in relation to the law, is that of 
explaining it to the public. He mentioned the 
difficulty of defining practically the meaning of 
an “established place of business.” He appealed 
to the lumbermen for help in getting informa- 
tion about violations. 

The exhibit committee awarded the prize for 
the best exhibit to Curtis Companies (Inc.). 
The resolutions committee approved the bill in 
congress for the construction of small dams 
in Nebraska for the conservation of surface 
water, and opposed the loan by the Federal 
Government for the construction of a natural 
gas pipe line across the State. 


New Officers 


The nominating committee named the follow- 
ing candidates who were elected to the respec- 
tive offices: 

President—J. B. Elliott, Kearney 

Vice President—Hubert L. Kildare, Paxton 

Secretary-Treasurer—Phil Runion, Lincoln 
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Building, Here and There 


Baton Rouce, La., March 4.—For several 
years the popularity of hardwood paneled walls 
has been growing steadily. Model installations 
have been on display, and a considerable num- 
ber of hardwood demonstration homes have 
been built, but nothing yet completed along this 
line quite approaches the size and splendor of 
the building now being erected here on the 
Louisiana State University campus. It is a large, 
two-story Colonial-style Sigma Chi fraternity 
house, with 20 rooms and 5 baths, completely 
paneled in various southern hardwoods. Some 
fifty prominent lumber firms co-operated by 
suppling the materials used in the house. 

The frame of the building is of longleaf and 
shortleaf yellow pine, exterior millwork and 
siding heart cypress, and all interior walls and 
floors are covered with southern hardwoods. 
The large dining room contains solid, raised 
panels of white oak, while the living room, li- 
brary and reception hall are in figured red 
gum, matched veneer panels, with solid red 
gum stiles, rails and trim. A long passage 
from the living room leads back to a big game 
and chapter room, beautifully paneled with 
pecan. The 14 bedrooms are paneled in red 
oak, sap gum, black gum, willow and magnolia. 
The latter wood was also selected for the enam- 


It was pointed out that in order to expedite 
the construction of lower cost housing FHA 
had adopted a new set of property standards 
and minimum construction requirements applica- 
ble to one-story, single dwellings. 





Reports Many Jobs Provided by 
Public Housing Program 


WasHIncTon, D. C., March 4.—More than 
62,000 jobs at prevailing wages for building 
trades mechanics and laborers had been pro- 
vided in more than 100 localities by the slum 
clearance and low-rent public housing program 
of the United States Housing Authority up to 
Jan. 31, 1940, USHA Administrator Nathan 
Straus has announced. 

Approximately 512,000 jobs for construction 
engineers, building trades mechanics, laborers 
and clerical workers engaged directly on the 
sites of _USHA-aided projects will have re- 
ceived wages totaling about $225,000,000 when 
the present abridged program is completed. 

31,000 men a week on the average are 
employed on the sites of the 167 projects in 
100 localities on which construction is under 





Southern hardwoods feature new Sigma Chi fraternity house 


eled paneling found in the kitchen, pantry, lar- 
der and all the bathrooms. In order to com- 
plete the house in 100 percent southern woods, 
the furniture will be of red gum, oak and 
southern beech, and the venetian blinds of 
magnolia, in natural finish. 

The house is already creating widespread in- 
terest throughout this section of the South, and 
from all indications, its value from a hardwood 
promotional standpoint will undoubtedly equal 
its success as a model college fraternity house. 

Southern Hardwood Producers, Inc., the 
sponsors, will announce the opening date for 
public inspection within a few weeks. All lum- 
bermen are cordially invited to visit the fra- 
ternity during the open house period, or at 
their own convenience thereafter. 





Series of FHA Conferences 


MILWAUKEE, Wis., March 4.—Lumber deal- 
ers, builders, realtors and mortgage lenders 
throughout Wisconsin have been attending a 
series of meetings sponsored by the Wisconsin 
office of the FHA, at which the FHA’s new 
low-cost house program was discussed by repre- 
sentatives of the FHA. Meetings were held in 
centrally located cities of the State. 

A. G. Schmedeman, Milwaukee, State FHA 
director, planned the meetings after receiving 
many requests for a discussion of the new low- 
cost house program. W. W. Gates, chief under- 
writer, G. E. Wright. chief architectural super- 
visor, and Don J. Fiedler, field representative 
of the FHA, addressed the meetings, discussing 
the flexible new plans of financing low-cost 
houses now available. 


way. This number will be increased largely 
this spring and next summer as weather con- 
ditions permit additional projects to go into 
construction in all sections of the country. 





New January Record Set by 
Savings-Loan Branches 


Starting the new year of 1940 with a loan 
volume which outstripped any January since 
1930 the savings, building and loan asso- 
ciations furnished $66,944,000 to home buyers, 
builders and repairers, the United States Sav- 
ings and Loan League points out. The increase 
over January, 1939, was 20.5 percent. . 

Construction lending remained close to its 
high proportion of the total loans which it 
established throughout last year, accounting for 
29.11 percent, Morton Bodfish, Chicago, League 
executive vice president, indicated. This 1s 4 
higher percentage devoted to new building than 
characterized three of the months of 1939, he 
said, although it is a little off from the new high 
in proportion of construction loans achieved in 
December. 

The $22,039,000 which these thrift and home 
financing institutions loaned to finance the pur- 
chase of homes already built accounted for the 
most spectacular gain in lending in comparison 
with last January, he said. Dollar volume here 
was 26 percent greater. The developing strength 
of the market for small and medium cost homes 
is registered in this figure, in Mr. Bodfish’s 
opinion. 

“The strengthening market for existing homes 
is also spreading out over large areas,” he said. 
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“The January loan reports show that in seven 
States home purchase loans by savings, building 
and loan associations totaled more than $1,000,- 
000, and in two of these States the volume was 
well over $2,000,000. In January a year ago 
only four States had as much as $1,000,000 of 
this type of loan activity and only one had 
$2,000,000 to report.” 





Chicago Home Show Set for 
May 4-12 


The National House and Garden Exposition, 
of interest to the entire home building industry 
in the middle West, will be held this year at 
the Coliseum in, Chicago from May 4 to 12, 
inclusive, with more elaborate and varied ex- 
hibits than ever before presented. John A. 
Servas is founder and managing director of 
the exposition, with headquarters at 228 North 
LaSalle Street, Chicago. 

New developments in home planning, financ- 
ing, construction, building materials, equip- 
ment, garden tools and accessories of every 
kind will be on display. There will be attrac- 
tive model homes, garden settings and other 
educational features. 





Builders Hear Discussions of 
Housing Outlook 


BurFaALo, N. Y., March 4.—At the first an- 
nual banquet of the Niagara Frontier Builders’ 
Association, held in the Hotel Buffalo on Feb. 
26, the principal address was made by Ray- 
mond E. Saberson, of St. Paul, Minn., of the 
Weyerhaeuser Sales Co. He said that the 
nation’s construction industry is ready to take 
its place along with the automobile industry in 
the mass production field. He estimated an 
output of 525,000 homes annually for the next 
ten years at a low cost. By virtue of FHA 
loans, he said, many people are building homes 
and paying for them at less than $30 a month. 
No other group in Buffalo, he said, has a 
greater responsibility than the builders, who 
are selling the roots of democracy. 

Other speakers included Raymond C. Dewey, 
president of the association; Melvin H. Baker, 
president of the Chamber of Commerce, and 
Mayor Thomas L. Holling. County Clerk 
Edwin B. Kenngott was toastmaster. 

Mr. Dewey announced the launching in the 
near future of a co-operative building project, 
by the association, to involve “by far the 
greatest home promotion, advertising and pub- 
licity campaign Buffalo has ever seen.” 

Mayor Holling said that one of the greatest 
things the association members can do is to 
take interest in rebuilding and modernizing old 
districts. 





Milwaukee's Annual Home Show 
Gets Under Way 


_Mitwauker, Wis., March 4.—A_ two-story 
Connecticut Colonial home of wood and brick 
is being offered this year by the Milwaukee 
Real Estate Board as its 18th Annual Home 
Show Model Home. 

Valued at $7,500, the three-bedroom home is 
located on Avondale Blvd., just north of Center 
street, on Milwaukee’s northwest side. The 
home was designed by two collaborating archi- 
tects, Walter C. Truettner, and Fred A. Mik- 
kelson. Roth & Taplin were the builders. 

he exterior is of white brick for the lower 
story, and chocolate stained shingles for the 
second story. In addition to the living room, 
dining room, kitchen, bath and three bedrooms, 
the home features a basement recreation space; 
xtra lavatory on the first floor; electric range 
and refrigerator, and a natural fireplace. The 
$7,500 cost of the home excludes the lot. The 
ome is fully insulated with an inch of Balsam- 
wool, All windows are weather stripped, and 
have spring tension channels instead of sash- 
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weights and cords. An oil fired air condition- 
ing unit is used for heating. 

The 1940 Home Show house will be awarded 
as an attendance prize at the conclusion of the 
Annual Home Exposition, which gets under 
way March 9, running through March 16. 

The home show is entirely sold out, accord- 
ing to Harry Pugh, general chairman of the 
exposition. Approximately 106,000 square feet 
of space will be occupied by the 350 exhibitors 
who are showing in the main arena, the two 
large side halls on the main floor, as well as 
the lower level exposition floor. 





California Still Holds Lead 


San Francisco, CALiF., March 2.—Califor- 
nia, securer of 18.2 percent of all mortgages ac- 
cepted for insurance by the FHA since _ in- 
ception of the insured mortgage system, last 
year maintained national leadership for FHA 
home financing for the fifth consecutive year. 
Mortgages amounting to $132,674,550 were ac- 
cepted for insurance on 31,488 California homes 
during 1939, it was announced by Federal Hous- 
ing Administrator Stewart McDonald. This 
means that an average of more than 86 homes 
in this State were financed through FHA each 
day during the year, with an average daily 
investment of almost $364,000 in home owner- 
ship by Californians. 





Western Pine Buys Building to 
House Research Expansion 


PorTLAND, Ore., March 2.—Immediate ex- 
pansion of research facilities here of the West- 
ern Pine Association is announced by execu- 
tives of the organization. The association has 
purchased a one-story building in the Sellwood 
district of this city to 
accommodate its expan- 
sion program, and will 
have 4,500 feet of floor 
space for laboratory 
use. The building will 
be completely remod- 
eled with pine flooring 





ALBERT HERMANN, 
Spokane, Wash.; 


In Charge of Western 
Pine Laboratory 





and new pine sash and 
frames, the latter to be 
treated with Permatol, 
which will thus be 
brought “home,” as it 
is a wood preservative 
developed by the labo- 
ratory during its four- 
teen years of highly successful operation. 
Albert Hermann, who has conducted the asso- 
ciation’s research work in the past, will con- 
tinue in charge, with an enlarged staff. 

The Western Pine association has pioneered 
in laboratory work looking toward better prepa- 
ration and utilization of Idaho white, Ponderosa 
and sugar pines, also larch, white fir, incense 
cedar and Engelmann spruce. 








Organize Local Building 


Industries 


LaCrosse, WIis., March 4.—Firms engaged 
in the various phases of the construction field 
have organized as the La Crosse Building In- 
dustries, and have elected the following direc- 
tors: Harold Molzahn, who was then elected 
president; Victor Samuelson, vice president; 
Bernard Zahn, secretary; Harold L. Thill, treas- 
urer; Al Brannec, B. J. Kastner, A. O. Forseth, 
Charles Brat, J. J. Curtis, Frank De Lato, Gus 
Ligneel, J. T. McCollins, Harold Thill, Frank 
Greer, Jack McCullough and Orville Nelson. 
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What Associations Are 
Planning and Doing 


Meetings to Be Held 


March 12-13—North Dakota Retail Lumbermen’s 
Association, Auditorium, Fargo, N. D. Annual. 


March 16—louisiana Building Material Dealers As- 
sociation, Hotel Bentley, Alexandria, La, 
Annual. 


March 21-22—Mississippi Retail Lumber Dealers’ 
Association, Jackson, Miss. Annual. 


Mar. 23—California Retail Lumbermen’s Associa- 
tion, Hotel Californian, Fresno, Calif. Annual. 


March 27-29—Southern Pine Association, Roose- 
velt Hotel, New Orleans, La. Silver Jubilee An- 
nual, 


April 4-6—Florida Lumber & Millwork Association. 
Miami Biltmore Hotel, Coral Gables, Fla. An- 


nual, 

April 5—Appalachian Hardwood Manufacturers 
(Ine.), Hotel Netherlands Plaza; Cincinnati, 
Ohio. Quarterly meeting. 

April 8-10—Lumbermen’s Association of Texas, 


Fort Worth, Tex. Annual. 


April 9—Roofer Manufacturers’ Association, Hotel 
Dempsey, Macon, Ga. 


April 17-18—Southern Hardwood Producers, (Inc.), 
Hotel Heidelberg, Baton Rouge, La. Annual. 


May 4-12—National House and Garden Exposition, 
Coliseum, Chicago. Annual home show. 


May 6-7—National Retail Lumber Dealers’ Asso- 
ciation, Shoreham Hotel, Washington. D. C. 
Annual meeting of Board of Directors. 


May 19-25—Producers Council; American Institute 
of Architects, Louisville, Ky. Annual meetings. 


June 4-5—National-American Wholesale Lumber 
Association, Westchester Country Club, Rve, 
N. Y. Annual. 


June 13-14—National Association of Commission 
Lumber Salesmen, Brown Hotel, Louisville. Ky. 


Sept. 9-10—Hoo-Hoo General Convention, Chicago. 


Nov. 11-16—National Association of Real Estate 
Boards, Bellevue-Stratford Hotel, Philadelphia, 
Pa. Annual. 


November 13-15—United States Savings & Loan 
League, Cheago. Annual, 





SPA'S "Silver Anniversary" Annual 
to Be Important Meeting 


New Organs, La., March 5.—The “Silver 
Anniversary” annual meeting of subscribers to 
the Southern Pine Association, to be held, 
here, March 27, 28 and 29, will be one of the 
most important and interesting gatherings ever 
staged by the Southern pine industry, accord- 
ing to H. C. Berckes, secretary-manager. Many 
matters of vital concern to all Southern pine 
manufacturers will be considered at the ses- 
sions, he said, and large numbers of lumber 
manufacturers from all Southern States, both 
subscribers and non-subscribers, already have 
indicated they will attend and participate in the 
association’s twenty-fifth annual meeting. 

Among the matters of paramount interest 
to all Southern pine manufacturers, Mr. 
Jerckes said, will be the announcement of 
plans for accomplishing the changes in the 
set-up for inspection, grading and grade-mark- 
ing activities in the industry, as required in the 
consent decree recently entered into by the 
SPA in Federal Court, here. Mr. Berckes 
stated that the executive committee and the 
management of the association will be pre- 
pared to submit all details of the changes to 
Southern pine manufacturers at the coming 
annual meeting. “There will be no interrup- 
tions in any of the services of the association,” 
he said, “and as the decree in no manner affects 
our basic program, with the exception of the 
separation of our standardization activities, this 
program will be carried forward as actively as 
ever.” 

Of much interest to manufacturers will be 
the report of a special “Fact-Finding” com- 


mittee, appointed at the autumn meeting jn 
1939, to make a survey in important lumber 
consuming markets with the purpose of collect- 
ing information to assist in improving South- 
ern pine marketing methods and more inten- 
sive use and sale of Southern pine. Members 
of this special committee and the staff have 
been engaged in this work for several months 
and will submit recommendations to the manu- 
facturers at the coming annual meeting. 

_ Arrangements also are being made for a ses- 
sion during the convention, which will deal 
with conservation and forestry matters, includ- 
ing effective measures to assure continuous re- 
production and reforestation, private and pub- 
lic ownership and management of timberlands, 
regulation of logging practices, forest conser- 
vation policy, etc. There also will be discus- 
sion and explanation of newly established 
Southern pine grades and their uses in con- 
struction. 

Other problems that will be considered at the 
“Silver Anniversary” sessions, Mr. Berckes 
said, will be: effects of the Federal Wage- 
Hour Law; legislative proposals affecting the 
lumber industry; conditions in marketing cre- 
ated by the European war; increased activity 
in building throughout the country; trade pro- 
motion and changed conditions affecting mar- 
keting and distribution methods, and ather 
matters of concern to the lumbermen. 





Florida Convention to Be "Tops" in 
Business and Entertainment 


Corat GaBles, Fia., Mar. 5.—The twentieth 
anniversary convention of the Florida Lumber 
& Millwork Association will be held, here, 
April 5 and 6, at the Miami Biltmore hotel, 
according to an announcement by Marie Ben- 
nett, Orlando, secretary of the association. A 
meeting of the board of directors, and an 
evening of music and dancing April 4 will 
precede the convention proper: The principal 
speakers at the business sessions, April 5, will 
include Fred H. Ludwig, Merritt Lumber 
Yards, Reading, Pa.; R. E. Saberson, Weyer- 
haeuser Sales Co., St. Paul, Minn.; Raymond 
T. Cahill, assistant FHA administrator, Wash- 
ington, D. C.; Arthur A. Hood, Johns-Manville 
Sales Corp. New York City; and M. L. 
Fleishel president of the National Lumber 
Manufacturers’ Association, Shamrock, Fila. 
The presentation of the sketch, “Broadbottom 
Sees the Sunshine,” will be given by the em- 
ployees of Renuart Lumber Yards, Coral 
Gables. There will also be the usual officers’ 
and committee reports, as well as the election 
of officers for the ensuing year. 

The annual banquet and dance will be held 
on the evening of April 5, and installation of 
officers will also take place at this time. Those 
who have served the association during the past 
twenty years will be honored at the banquet. 
The annual golf tournament will be held on 
the morning of April 6, as well as the “Old 
Timers” breakfast; while the afternoon will be 
devoted to attending the races at Tropical Park. 
Those attending the convention will also have 
the privilege of night entertainment, including 
dog races and Jai-Alai at the Biscayne Fronton. 

Luncheon group meetings on April 5. will 
include separate sessions for manufacturers, 
wholesalers, and jobbers; retail lumber and 
building material dealers; and millwork manu- 
facturers, according to Marcy Mason, Jackson- 
ville, president. During the convention, all 
guests of the Miami Biltmore hotel will become 
guest members of the Florida Year Round 
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Clubs, which will entitle the ladies to the 
privilege of the Miami Biltmore Country Club, 
and the facilities of the Roney Plaza Cabana 
Sun Club on Miami Beach. Guests will have 
the privilege of aerocar transportation at no 
charge. 





Announces Date for Spring Meeting 
of Appalachian Group 


CINCINNATI, OunI0, March 5.—According to 
Cc. H. Clendening, secretary, the spring meet- 
ing of the Appalachian Hardwood Manufac- 
turers, (Inc.) will be held here, April 5, at 
the Hotel Netherlands Plaza. No speakers have 
been scheduled for the program, as a symposium 
on general trade conditions in the hardwood 
trade will be featured. There will also be re- 
ports from officers, including a summary of the 
trade promotional activities by H. E. Everley, 
manager of the trade extension department. 





Campaign Theme for Venetian 
Blind Group Stresses 
Use of Wood 


San Francisco, Catir., March 2.—The man- 
ufacturers of wood Venetian blind slats who 
met in Los Angeles on 
Feb. 8 and_ perfected 
the Wood-for-Venetians 
Association have adopt- 


ed the slogan, “Only 
Wood Blends With 


Wood.” Headquarters 
for the new association 





W. E. MOORE, 
Elgin, Ore.; 
President of New 
W ood-for-Venetians 
Association 





are in Room 939 of the 
Russ Building in this 
city. 

At the organization 
meeting, W. E. Moore, 
president of the Pon- 
dosa Pine Lumber Co., 
Elgin, Ore., was elected president. He is re- 
garded as a leading manufacturer of millwork 
specialties, one of the principal ones being Vene- 
tion blind slats. 

The association’s slogan is particularly apt 





When it is pointed out that approximately 98 
Percent of all furniture is wood, and that blinds 
with metal slats are not in harmony with the 
furnishings in the majority of homes. 





Convention Plans Announced for 
Louisiana Dealers 


Baton Rovuce, La., Mar. 5.—Discussion of 
the future policies of the Louisiana Building 
Material Dealers’ Association, and election of 
officers for the ensuing year, will take place at 
the annual meeting of the association to be held 
farch 16, at the Hotel Bentley, Alexandria, 
La, according to Ben L, Johnston, New Or- 
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leans, president. The decision to call the meet- 
ing was reached at a meeting of the directors 
of the organization, here, Feb. 24. The asso- 
ciation, after a period of semi-inactivity, is now 
going ahead aggressively, and recently em- 
ployed F. N. Ball as secretary. The program 
of the Alexandria meeting will present a num- 
ber of interesting features, including addresses 
by P. A. Bloomer, president of the Southern 
Pine Association, and Louisiana State FHA 
Director Bailey. 





North Dakota Dealers Plan Interest- 
ing Two-Day Annual 


Farco, N. D., March 5.—The North Dakota 
Retail Lumbermen’s Association will hold its 
thirty-third annual convention here, March 12, 
and 13. The forenoon of March 12 will be 
devoted to registration and inspection of ex- 
hibits. According to John F. Alsop, Interior 
Lumber Co., Fargo, secretary of the association, 
all exhibit space has been taken. The formal 
program, starting on the afternoon of March 
12, will include an address by Mayor Olsen of 
Fargo, and the response by Ward F. Briggs, 
president of the association. Other speakers 
will include B. E. Urheim, Minneapolis, secre- 
tary of the Northwestern Coal Dealers Associa- 
tion; Dr. Frank L. Eversull, president of the 
North Dakota Agricultural College; and R. E. 
Saberson, Weyerhaeuser Sales Co., St. Paul, 
Minn. All sessions will be held at the Fargo 
auditorium. 

A Hoo-Hoo concatenation will be held at 4:59 
o'clock on the afternoon of March 12, at the 
Fargo Elks Club, and on the evening of that 
day, the annual retailers stag party will also 
be held at the Elks. 

A special meeting for coal dealers will be held 
March 13, conducted by Mr. Urheim. That aft- 
ernoon, the final convention session will have as 
its principal speaker, Ormie C. Lance, Minne- 
apolis, secretary of the Northwestern Retail 
Lumbermen’s Association. Annual reports and 
election of officers will conclude the business 
session. The annual salesmen’s banquet will 
be held at the Gardner hotel, Wednesday even- 
ing, March 13. 





Greater New York Dealers Elect 
Officers at Dinner Meeting 


New York, N. Y., March 5.—Sidney B. Mil- 
ler was elected president of the Greater New 
York Lumber Dealers’ Association, at the an- 
nual meeting and dinner party of the group held 
during February. Thomas F. Smith, Jr., was 
elected vice president; James Donnelley, second 
vice-president; Salvatore Esposito, treasurer; 
and Joseph S. Weisglass, assistant treasurer. 
About 300 persons attended the meeting. 





Roofer Group Slated for "Entertain- 
ment" at Next Meeting 


CoLtumsus, Ga., Mar. 5.—What the lumber 
industry may expect from national labor laws 
and their effect on the industry generally; the 
future of RMA grade-marking; and the un- 
certainty of market conditions were subjects of 
general discussion at the regular meeting of 
the Roofer Manufacturers’ Association, here, 
Feb. 27. A. B. Carroll, Hurtsboro, Ala., newly- 
elected president of the association, who suc- 
ceeded J. H. Starr, Atlanta, Ga., presided for 
the first time, assisted by W. R. Melton, Cuth- 
bert, Ga., secretary. Attendance at the meeting 
included, in addition to the membership, a 
number of wholesalers, railroad representatives, 
mill supply men, and M. D. Grow, AMERICAN 
LUMBERMAN representative. 

The next meeting of the association will be 
held at the Dempsey hotel, Macon, Ga., on 
April 9, when the members and their wives 
will be guests at a banquet given by whole- 
salers, mill supply men and railroad repre- 
sentatives. 

At the opening session, opinions were ex- 
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pressed that the lumber industry would soon 
be the object of more strict application of the 
Wage-Hour law. Mills, not members of the 
association, and not adhering to the law, while 
awaiting specific instruction, were cited as being 
responsible for price cuts described as ranging 
from two to five dollars below marketing costs. 

H. R. Garrett, Hancock Lumber Co., Quit- 
man, Ga., former president of RMA and a 
member of the Southern Pine Association, dis- 
cussed the recent decision of the SPA to sep- 
arate its inspection, grading and grade-marking 
activities from the association’s promotional and 
traffic activities. The demand for roofers was 
reported as fair, but at variable prices, with 
mills operating fairly steadily, except for the 
handicap of bad weather conditions which have 
prevailed since the first of the year. 
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Hardwood Manufacturers to Meet 
at Location of Southern-Woods 
Home 


Baton Rouce, La., March 5.—Baton Rouge 
has been selected as the meeting place for the 
annual meeting of the Southern Hardwood 
Producers, (Inc.), April 17, and 18. Selection 
of the city for the annual convention was made 
at a meeting of the board of directors, here, 
Feb. 28. Completion of the all-Southern woods 
fraternity house of the Sigma Chi fraternity on 
the campus of the Louisiana State University 
was considered by the board in arranging the 
meeting, so that a general inspection of the 
house, made up of hardwoods, southern pine, 
and cypress, can be made, according to Ed R. 
Linn, secretary-manager of the group. The 
morning session of the annual meeting April 
17 will be devoted to business, and during the 
afternoon, inspection of the fraternity house will 
be made. The house is being erected through 
the co-operation of more than fifty southern 
lumber manufacturers and members of the frat- 
ernity at the university. The annual banquet 
will be held the evening of the first day of 
the meeting, and a business session April 18, 
will complete the convention, at which time the 
election of officers will take place. 





Intermountain Logging Congress 
Scheduled for April 12, 13 


MissouLa, Mont., March 5.—Invitations to 
the second Intermountain Logging Congress to 
be held, here, April 12 and 13, have been sent 
to 350 logging and sawmill operators through- 
out the Northwest and British Columbia. 





Texas District Group Elects Officers 
for Ensuing Year 


AMARILLO, TEx., March 5.—The annual 
meeting of the Panhandle Lumbermen’s Asso- 
ciation was held, here, Feb. 10, presided over 
by Ben Hurst, Wellington, Tex., executive 
officer of the group. Ninety-five lumbermen of 
the Panhandle district, representing 118 firms, 
attended the meeting. Speakers included Ern- 
est E. Woods, secretary of the Southwestern 
Lumbermen’s Association, and “Tip” Brown of 
the Lehigh Portland Cement Co., both of Kan- 
sas City, Mo. 


Officers and directors elected for the ensuing 
year are as follows: 

President—Lynn Boyd, Pampa 

Vice president—Raymond Allen, Amarillo 

Secretary—Ralph Wood, Amarillo 


Directors—Lowell Munday, Amarillo; Carl 
McCaslin, Hereford; Paul Rogers, Childress; 
Ben Hurst, Wellington; Ben Schermerhorn, 
Amarillo; A. A. Mays, Clarendon; and Charles 
Boroughs, Canyon. 





Building and Savings Branches to 
Hold Annual Convention Nov. 13-15 


Cuicaco, March 4.—The United States Sav- 
ings and Loan League will hold its forty-eighth 
annual convention in Chicago, Nov. 13-15, it is 
annonuced by George W. West, Atlanta, 
president. This will be the sixth time that the 
organization has met in Chicago since it was 
founded here in 1892. 

As the first meeting in the ’40’s, this conven- 
tion will take stock of what the decade of the 
’30’s did to and for the savings, building and 
loan association business. It will lay more em- 
phasis on the construction financing function 
of these institutions than any national meeting 
up to now, Mr. West said, and will point efforts 
to more definite domination of the housing field 
by private enterprise. 

The convention this fall will represent a 
greater number of full-time savings, building 
and loan associations than any previous one, he 
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pointed out, the trend of the business in the 
past decade having been away from the once- 
typical “building and loan” which met in the 
back of a store and was run by volunteer work- 
ers, who did the bookkeeping and minute-taking 
alongside another job. Such institutions were 
in the great majority when the United States 
League was founded in 1892 and continued to 
send probably a majority of the delegates who 
attended these conventions up until nine or ten 
years ago. 

“The big difference which this trend toward a 
full-time business makes to the public is that 
nowadays the savings and loan associations are 
equipped to handle a volume of loans such as 
nobody would have thought possible as late as 
twenty years ago,” said Mr. West. 

Convention delegates will come from all of 
the States and from Hawaii and Alaska, he 
predicted. They will represent roughly $6,000,- 
000,000 in assets. 





Commission Head Outlines Group's 
Co-operative Action 


CLEVELAND, Onto, Mar. 5.—According to a 
statement, Feb. 26, by Maurice W. Grundy, 
here, president of the National Association of 
Commission Lumber Salesmen, as released by 
Albert L. Lindsley, chairman of the associa- 
tion’s publicity committee, the organization im- 
mediately made available to Government agents 
all records and files, and co-operated with them 
to the fullest extent all through the investiga- 
tion and subsequent legal proceedings in which 
the association, the Southern Pine Association, 
and others, were charged with violation of the 
anti-trust laws. According to President Grundy, 
the association ‘entered a plea of nolo contendre, 
not admitting any of the charges, and further 
co-operated toward eliminating any possibility 
of violation of the anti-trust laws in the future 
by signing a consent decree. 

Mr. Grundy contends that the association 
never has been, or would be, in a position to 
control prices or production; has nothing in 
its code of ethics, by-laws, rules or regula- 
tions which requires any member to subscribe 
to an agreed policy of distribution; has never 
instigated the forming of practices and rules 
to govern the shipment or inspection of lumber. 
“We have always co-operated, and will con- 
tinue to do so, with all of the industry’s asso- 
ciations in any trade promotion activity that 
we have considered beneficial, both to manu- 
facturers and the public,” he said. 





Exchange Members Study Selling; 
Advertise Proper Lumber Use 


Battimore, Mp., March 5.—Initial enrollment 
for the new lumber course, arranged under the 
auspices of the Baltimore Lumber Exchange, 
continuing the classes which have been held for 
nearly two years, was recorded at a meeting 
of the exchange, Feb. 28, when twenty mem- 
bers of the lumber trade began studying a 
course in selling methods. The previous lec- 
tures have been mainly on identification of 
woods, their physical characteristics, and suit- 
ability for various purposes. F. Bowie Smith, 
president of the exchange, presided at the 
meeting. 

The regular monthly meeting of the manag- 
ing committee was held March 4, with further 
discussion of the plan adopted to launch an 
advertising campaign in Baltimore papers to 
emphasize the purposes of the exchange—to 
hold to a high code of ethics, actuated by a 
sincere desire to serve lumber users properly. 
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Two such ads have already appeared in the 
newspapers and will be followed with approxi- 
mately three insertions each month. The first 
announcement stated that the exchange, launched 
sixty-five years ago, has devoted a major por- 
tion of its effort to elevating trade practices. 
The ad also explains that there are many spe- 
cies, grades, degrees of seasoning, and other 
factors which differentiate lumber, and because 


Model Housing 
Quality 


CoLumBus, OunI0, March 5.—When completed 
last year, Olentangy Village, here, was front 
page news as being among America’s finest 
and most restricted housing developments. The 
project, sponsored by L. L. LeVeque, of the 
construction company, here, bearing’ his name, 
turned the designing over to FHA’s original 
architect, Raymond C. Snow, Washington, D. 
Cc. S. A. Frye, chief engineer for the LeVeque 
company, was a motivating force in the con- 
struction and completion of the work. The 
project, consisting of 402 dwelling units, rang- 
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of the differences, the group feels that it is 
the duty of the organization to present them 
to the attention of the public. The second ad 
bears the caption, “What is a 2x4?” and then 
answers the question, pointing out how the 
buyer may obtain adequate value in making 
his purchases of lumber. The Farmville-Wood- 
ward Lumber Co., Suffolk, Va., was admitted 
to membership at the meeting. 


Project Utilizes 
Products 


nanced on a FHA-insured mortgage at four and 
one-half percent interest. Monthly rentals range 
from $30 to $55, average $47.96 per apartment, 
or $14.08 per room, including heat and hot 
water. 

Malta “Supreme” window frames, a product 
of the Malta Manufacturing Co., Malta, Ohio, 
were installed. The frames, 3800 in number, 
were furnished by the J. E. McNally Lumber 
Co., here. Features of the frames are overhead 
housed pulleys; three-point jamb clamps, for 
water-tight sills; mull center clamp; and three 


A view of some of the units of Olentangy Village, Columbus, Ohio, one of America's finest housing 
projects 


ing from one-room to five-room apartments, is 
of Georgian Colonial style. The construction 
is eight and twelve-inch brick with limestone 
trim; floors are hardwood on concrete slab; 
pitched roofs are single tile, and flat roofs, tar 
and gravel. Shopping space in the village in- 
cludes a combined total of 38,973 square feet 
of floor space. 

Although no noteworthy attempts at con- 
struction cost reduction were made, the project 
averaged about $1300 per room, and was fi- 


width jambs. The McNally company also fur- 
nished 88,000 lineal feet of base and shoe mold; 
12,000 lineal feet of hook strips for closets, 
8000 lineal feet of shelving and 250,000 square 
feet of E. L. Bruce Co.’s factory-finished block 
flooring. The dimension lumber, some fifty 
carloads, was furnished by the Cannon Lumber 
Tie & Timber Co., here. Built-up roofing, 
water-proofing and Miami bathroom cabinets 
and accessories, products of the Philip Carey 
Co., Lockland, Cincinnati, Ohio, were used. 





Reforestation Project Started by 
D. A. R. of Illinois 


SHAWNEETOWN, Itt., Mar. 5.—The national 
organization of the Daughters of the American 
Revolution, in celebrating its Golden Jubilee 
during 1940, is endeavoring, through each State 
group, to accomplish one outstanding project 
during the year. According to Mrs. Don 
Turner, regent of Joel Pace chapter, Mt. Ver- 
non, Ill., the Illinois State conference voted 
that its Golden Jubilee project would be to 
reforest 1000 acres of otherwise worthless land 
Within the Shawnee National Forest near here. 

he site selected by the Forest Service for the 


project is one of the most beautiful and his- 
torical in southern Illinois. The planting will 
be nursery stock furnished at the expense of 
the Illinois D. A. R. chapter, according to 
Mrs. James W. Twitchell, Belleville, Ill., chair- 
man of the project committee. This example 
of public-spirited action is one of the most 
worthwhile D. A. R. projects, and, in addition 
to its recreational and utility value, will serve 
to further the cause of reforestation by private 
interests. 





CuHarces of $32 a month today will carry 
the same home loan that a few years ago cost 
$60, according to the Federal Home Loan 
Bank Board. 
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Among the Lumbermen’s Clubs 


Anniversary Dinner of Builders 


BurraLo, N. Y., March 4.—The _ seventy- 
third anniversary dinner of the Buffalo Build- 
ers’ Exchange was held on Feb. 28 at Hotel 
Lafayette. Guests were present from Roches- 
ter, Niagara Falls and Jamestown. Edward T. 
Dougan, president of the exchange, presided. 
Humorous talks and sketches and a floor show 
were on the program. One of the skits was 
entitled “Mis-Information, Please.” 





Boston Golf Club Awards Season's 
Prizes; Elects Officers 


Boston, Mass., Mar. 5.—Forty-three mem- 
bers and eleven guests attended the annual 
meeting and dinner of the Sliver Club, here, 
Feb. 20. The club’s fifty-seven members are 
drawn from the wholesale and retail lumber 
firms located in metropolitan Boston. Presi- 
dent C. E. Lindstrom, Weyerhaeuser Sales Co., 
acted as master of ceremonies. Prizes for the 
1939 golf season were awarded as follows: at- 
tendance trophy for the host for the largest 
turn-out at a monthly tournament, C. P. Wood- 
worth, Woodstock Lumber Co.; low-net, Adam 
Mackintosh, Franklin Lumber Co.; low-gross, 
O. O. Keiver, Holt"& Bugbee Co.; runner-up 
low gross, C. E. Lindstrom; president’s trophy, 
Carl Crosby, New England Panel Co.; club 
championship cup, Adam Mackintosh. Runner- 
up trophies went to Carl Crosby, George Pond 
and John Langmaid, J. P. Langmaid’s Sons Co. 

Officers and committee members for 1940 
include: president, C. E. Lindstrom, Weyer- 


haeuser Sales Co.; secretary-treasurer, Nor- 
man P. Mason, William P. Proctor Co., North 
Chelmsford; executive committee, C. P. 
Woodworth; Chester Pope; J. F. Pope & Sons, 
Beverly; and Sheldon D. Robinson, Sanders 
Lumber Co., Taunton. Historian George Todd 
will succeed the late Will S. Fuller. 

New members just added to the roster in- 
clude Fred B. Chamberlin, Edward Hines 
Lumber Co.; George L. Bedford, Long-Bell 
Lumber Co.; Philip C. Newton; Adam Mack- 
intosh; Edgar M. Horne, Swain & Boggs Co.; 
Robert F. Hall and Granville B. Fuller of G. 
Fuller & Son Lumber Co., Brighton. 


Following the business session, the club was 
addressed briefly by Frederick J. Caulkins of 
the AMERICAN LUMBERMAN, and by Cooney 
Weilland of the Boston Bruins hockey team. 
The group then adjourned to the nearby Boston 
Garden to attend the Boston-Toronto hockey 
match. The 1940 playing schedule of the Sliver 
Club will shortly be announced and will prob- 
ably start with an April tournament at the Wol- 
laston Golf Club. 





Lumbermen's Club of Columbus, 
Ohio, Holds Constructive Meeting 


Co_umsvus, Ouro, March 5.—A dinner meet- 
ing of the Lumbermen’s Club of Columbus, 
held Feb. 23, at the Fort Hayes hotel, here, 
was presided over by Harold Frankenberg, 
president of the club. The attendance, well 
over 100, included not only members of the 
club, but dealers from neighboring cities, such 
as Lancaster and Newark, and representatives 
of building and loan associations, banks, con- 
tractors, architects, and real estate companies. 
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The next meeting of the club has been tenta- 
tively scheduled for March 29. Speakers at 
the meeting included A. L. Guckert, Columbus 
FHA director, George Abernathy, Columbus 
FHA architect, and T. B. Devine, FHA subdi- 
vision valuator of the Centrol Ohio district. 
Mr. Guckert presented the moving picture, 
“Small Homes of Today”; compared new con- 
struction trends of 1939, and early 1940 with 
those of 1938; discussed FHA insured loans, 
particularly those provided for under Title I, 
Class 3, and Title II, Section 203, of the Na- 
tional Housing Act. Mr. Abernathy discussed 
architectural problems encountered in small 
homes and supplied drawings illustrating many 
phases of construction. Mr. Devine commented 
on the importance of selecting desirable home 
sites, along with other vital factors affecting 
property values. 





Cincinnati Club Plans Entertainment; 
Names Nominating Committees 


CINCINNATI, OnI0, March 5.—The Cincin- 
nati Lumbermen’s Club held a regular meet- 
ing, March 4, and decided to schedule a din- 
ner dance in April. The date and place will 
be announced later. The committee in charge 
of the affair consists of Amor S. Kapp, H. A. 
Hallowell, M. D. Mims, T. C. Mathews, J. C. 
West, R. E. Thompson and E. W. DeCamp. 
Nominating committees for the May election of 
officers were also named. The president’s com- 
mittee, selected by John H. Bade, executive 
officer of the club, was headed by E. G. Garties 
with Perry V. Schuh and M. D. Mims as as- 
sociates. The floor committee consists of Phil 
De Anguerra, James C. West and T. C. 
Matthews. Charles Sprinkle, president of the 
Atlas Lumber Co., attended his first meeting 
in several months. Myron S. Johnson, presi- 
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Check your 


up to the minute! 


Gum, Ash, Cypress, Gum Veneer. 


CHICAGO REPRESENTATIVES: 
JOHN H. SHOOK LUMBER COMPANY, 
110 N. Franklin St.. Chicago, Ill. 
Retail and Industrial Sales 
A. E. BOATRIGHT LUMBER COMPANY, 
111 W. Washington St., Chicago, Ill. 
Railroad and Car Material 








and orders. ‘Phone, write or wire. 
Why not today? 


needs on these Mixed Car items: Dimension, Finish, 
Casing, Base, Mouldings, Oak and Maple Flooring, 
Oak and Gum Trim, Hardwood Items, Pickets, Lath, 
Woven Wire Picket Fence. We invite your inquiries 





Virgin Pine 
and Hardwoods 


Angelina County Lumber Company, Keltys, Texas 


KURTH LUMBER MFG, CO. Clarksville, Texas 


CONROE LUMBER CORPORATION, Conroe, Texas 


ANGELINA HARDWOOD CO. Keltys, Texas 
TROUT CREEK LUMBER CO. Kirbyville, Lexus 


TEXAS OAK FLOORING CO. Dallas, Texas 











Yamudo Products 


FAST, COURTEOUS SERVICE BY TRUCK and TRAIN (go 
Straight or Mixed Carload Shipments Re 


PAMUDO PLYWOOD ... DOORS... FRAMES 
MOULDINGS, SASH & GLASS... WALL BOARD 


KANSAS CITY, Kansas 
CHICAGO, Illinois 


PACIFIC MUTUAL DOOR CO., wastincron 














LOS ANGELES, California 
ST. PAUL, Minnesota 





BROOKLYN, New York 
NEWARK, New Jersey 
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Consumer Advertising Advises 


‘Look 


Homeward, America” 


C. E. Stedman, vice president, and John M. 
Huggett, advertising manager, of the Certain- 
teed Products Corp., New York City, were the 
principal speakers at a meeting of the organiza- 
tion’s Chicago district sales staff, held at the 
Knickerbocker hotel, Feb. 23. Other speakers 
were Charles Pelham, of the corporation’s 





JOHN M. HUGGETT, Cc. E. STEDMAN, 
New York City; New York City; 
Advertising Manager Vice President 


advertising counsel, New York City, and R. R. 
Galloway, sales manager for the Chicago dis- 
trict. 

The speakers outlined the corporation’s sales 
and advertising program for 1940, at the all-day 
meeting which was attended by the forty mem- 
bers of Certain-teed’s Chicago district staff. 
Additional district meetings will be held at 
Cleveland, New York, St. Louis, Kansas City 
and at points on the West Coast. Both predicted 
that the partial eclipse felt by the building in- 
dustry during the thirties is over, provided the 
lack of understanding, between the public and 


the building industry is removed. The corpora- 
tion’s directors and executives have endorsed a 
plan for action in public education and co- 
operative effort toward an improved basis for 
the industry’s relations with the public, in order 
that the industry may be justified in expecting 
public appreciation of personal, social and eco- 
nomic benefits of building and remodeling. 

Through the medium of advertising in lead- 
ing national magazines and newspapers, Cer- 
tain-teed is now presenting the message, “Look 
Homeward, America” to some thirty-five mil- 
lion consumers. Certain-teed is taking the stand 
that, “there is nothing wrong with the building 
industry,” and that the public needs to be shown 
that it is being served by the building industry ; 
that research, tireless effort, conscience, and 
vigorous competition have created for today’s 
average home owner a more enjoyable home; a 
more sound investment, and an opportunity for 
better social status than his well-to-do prede- 
cessor of two generations ago could find or 
purchase. 

The Certain-teed message to the public is also 
informative of the fact that manufacturers, 
dealers, architects, builders and contractors 
have, and are working progressively for the 
safer and more comfortable housing of the aver- 
age citizen. Because it is so necessary that the 
public understands these values in order to know 
the full benefits and possibilities of home owner- 
ship, Certain-teed, in doing its bit on behalf of 
the building industry, is driving home the mes- 
sage, “Look Homeward, America.” The widely 
published, dramatic appeal should go far to stim- 
ulate an appreciative interest in building and 
remodeling, and recognition of the importance 
of the American home to the stability of Amer- 
ican industry. 





California-Mexico Service 


San FRANcIsco, CALIF., March 2.—A new 
general cargo and passenger service between 
San Francisco and Los Angeles and ports on 
the west coast of Mexico has been announced 
by the Mexican-flag line Transportes Mari- 
timos,.S. C.. GO. P. 





dent of the Johnson-Doppler Lumber Co., was 
present and renewed the firm’s membership in 
the club. 





Thirteen Lucky Kittens? 


SPOKANE, WASH., March 2.—Thirteen kittens 
gambolled in the onion patch at a concatenation 
held Thursday evening at the Davenport 
Hotel, with Vicegerent Snark Roland L. Bayne 
in charge. The new members are A. J. Fred- 
erick, Duane K. Johnson, R. L. MacLeod, John 
M. King, Paul L. Proctor, Frank Aston, Fred 
J. Heinrich H. J. Hartman, Frank O. Walters, 
Dean H. Eshelman, Robert W. Fickel, W. A. 
Carns and A. W. Pfeffer. 





Buffalo Hoo-Hoo Club Holds 
First Concatenation 


Burrato, N. Y., March 4.—The first conca- 
tenation of the local Hoo-Hoo Club was held 
the evening of Feb. 16, with President J. C. L. 
Evans presiding. The fifteen kittens initiated 
were: Norman F, Benbow, Roy A. Bills, Ar- 
thur J. Corbett, Edward F. DeVille, Maxwell 
S. Frantz, Albert C. Gaal, Charles L. Jakiel, 
Gustav H. Mende, John A. McCully, John T. 
Noye, Glen S. Peters, Herbert B. Ringer, 
George Seyferth, Robert P. Wagner and Roy 
J. Wittmeyer. 

The concatenation was conducted by the fol- 


lowing officers: J. C. L. Evans, H. Morton 
Jones, E. Y. Gemmill, F. H. Buddenhagen, 
F, F. Sullivan, F. R. Roginson, W. J. Brady, 
E. J. Hoffman and Newell T. Bodge. 

The event was attended by T. A. Sparks, 
lumberman of Winnipeg, Manitoba, and Paul 
S. Collier, secretary-manager of the Northeast: 
ern Retail Lumbermen’s Association, Rochester, 
nN. 





Hoo-Hoo Club Considers Progress 
of Building Code 


WasuHincton, D. C., March 4.—The Feb. 
28 meeting of the Hoo-Hoo Club, No. 99, here, 
was largely taken up with a discussion of the 
building code now being framed for the District 
of Columbia. Channing S. Walker, chairman 
of the building code committee, reported on the 
progress thus far made and suggestions were 
offered by Richard G. Kimbell, technical ad- 
visor of the National Lumber Manufacturers’ 
Association; Carl Rishell, of the NLMA hard- 
wood division, and Ed Fisher. Another matter, 
which claimed attention, was a discussion of 
Tested Selling Methods by G. L. McKinney. 
Paul S. Collier, secretary-manager of the North- 
eastern Retail Lumbermen’s Association, was 
also present at the meeting. There was an at- 
tendance of fifty-five persons and D. Carlysle 
MacLea, MacLea Lumber Co., Baltimore, 
Snark of the club, presided. 





On Faster Installation 


LOWER COST OF 
MACHINING FRAMES 


WITH THIS NEW 
142 FT SASH BALANCE 


@You will save both time and money with 
this improved ee a Type 142 Sash 
Balance, expressly built for prefit ee 
Check these 6 important features: 1. COM- 
PACT: Face 7/,”, depth 3”. 2. DURABLE: 
All material 1/16” om treated with rust- 
resisting metallic lacquer. WERFUL: 
Meets requirements of all residential 
windows using 1 or 2 balances per sash. 
4. EASILY INSTALLED: Flat top, only one 
screw driven. 5. KINK-PROOF: Special 
C. R. Steel Tape. 6. ENCLOSED CH- 
ag All working parts completely en- 
close 


You will find that it pays to specify Cald- 
well Balances for every make of window. 

















ad CALDWELL 
Sash Balances 


* The Caldwell Manufacturing Company 
Rochester, N. Y. 




















Wedonot make the Most 
Oak Flooring, but we Do 
make the BEST 
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OAK 4 may 


-CAREFULLY SELECTED LUMBER- 
~-PROPERLY KILN DRIED-- 
-PRECISION MACHINED-- 


INSURES BEAUTY, FINISH AND 
UTILITY 
W. R. WRAPE STAVE COMPANY 


Post Office Box 182 
LITTLE ROCK, ARKANSAS 
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Exporters Urged to Seek 
Foreign Registry of Ships 


Mempuis, TENN., Mar. 6.—‘“Urge official 
Washington to release to foreign registry the 
United States’ frozen ships and see your busi- 
ness boom,” was the substance of speakers’ ad- 
dresses to members of the National Lumber 





convention, 


annual 
Dr. Wilson Compton, secretary of 
the National Lumber Manufacturers’ Associa- 
tion, urged the hardwood shippers to write to 
their senators, congressmen, the Maritime Com- 
mission, and the Department of State asking 
that every possible step be taken to free, for 


Association in 


Exporters 
here, today. 


commerce, shipping now lying idle. Dr. Comp- 
ton explained that these ships could profitably 
be used to carry material other than munitions 
of war. 

P. A. Hayward, Washington, chief of the For- 
est Products Division of the Bureau of For- 
eign and Domestic Commerce said that Ameri- 
can agents of British companies reported that 
the demand is greater than the space in ships. 
The British “timber control” will permit orders 
to be placed for only so much lumber as there 
is space available. Mr. Hayward said that there 
had been an increase in sales of hardwoods to 
countries with which trade treaties had been 
made and that sales conditions had been im- 
proved through the United States Government’s 
obtaining arrangements that prevented increases 
in duties or further import restrictions at for- 
eign ports. “These have helped us and I be- 
lieve that we will ultimately get back all of our 
foreign trade,” he said. 

The widely-held opinion that Latin America 
would provide markets that would substitute 
for those lost on account of the European 
wars was blasted by E. W. Faulk, vice president 
of the Merchants National Bank, Mobile, Ala. 
“The Latin American markets are not likely to 
develop sufficiently to replace the European 
ones. We cannot absorb all of Latin America’s 
imports, some of which are competitive with 
our own products. Progress can be made 
through operation of reciprocal trade,” he said. 

Mr. Hayward told how the Italian Govern- 
ment had increased its quotas of American hard- 
woods from approximately 13,000,000 feet in 
1938, to 20,670,000 feet for 1940, as indicative 
of the way exports were being increased. 
“There has been some over-excitement and per- 
haps wishful thinking in the press and else- 
where: about Latin-America taking the place of 
other markets. Imports into Latin America 
from the . United States constitute thirty-six 
percent of the total. However, this only repre- 





sents sixteen percent of our exports compared 
with fifty percent to Europe.” 

The entire official family was reelected as 
follows : 


President—K. L. 


Emmons, Mississippi Val- 


K. L. EMMONS, 
Memphis, Tenn.; 
President 


Cc. C. DICKINSON, 
Tallulah, La.; 
Vice President 


J. I. THOMPSON, 
Memphis, Tenn.; 
Treasurer 


ley Hardwood Lumber Co., Memphis, Tenn. 
Vice presidents—A. H. Bankston, Bankston 

Lumber & Export Co., Savannah, Ga.; C. C. 

Dickinson, Sonheimer Lumber Co., Tallulah, 
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La.; Walter Jones, Mengel Co., Louisville, Ky. 
London representative—Edward Barber. 
Treasurer — Joseph Thompson, 

Katz, Memphis, Tenn. 
Secretary—Douglas F. Heuer, Memphis, 

Tenn. 


Thompson- 





To Re-Open Washington Plant 
with New Band Mill 


ANACORTES, WaSH., March 3.—The sawmill 
of the Anacortes Lumber Co., here, which was 
destroyed by fire, Feb. 23, 1938, is now being 
rebuilt and will be put into operation about 
May 15. The company manufactures Sitka 
spruce and hemlock. Ralph L. Smith of the 
Ralph L. Smith Lumber Co., Kansas City 
Mo., is president of the company; E. C. 
Kaune, Aberdeen, Wash., is vice president; 
and Frank D. McCormack, Anacortes, secre- 
tary-treasurer. These three, with David R. 
Gilkey, Seattle, compose the company’s board 
of directors. 

The site of the Anacortes Lumber Co. em- 
braces about twenty acres of ground with 900 
feet of deep water frontage on the Guemes 
channel. The dock, one of the finest terminals 
in northwest Washington, has a depth of thirty- 
two feet at extreme low tide. 

The new mill, which will cost approximately 
$50,000, will employ sixty men and have a 
daily capacity of 60,000 feet. New equipment 
will include a band mill, carriage, edger, and 
other machinery. The company’s operation also 
includes a planing mill and box factory which 
were not damaged by the fire. 


’ 





LIGHTNING AS A CAUSE OF TIMBER Mor- 
TALITY is the subject of a note issued by the 
Southern Forest Experiment Station, New Or- 
leans, La., and it includes bibliography. 


Douglas Fir Export Group Holds 
Annual Meeting 


SEATTLE, WasH., March 2.—The annual 
stockholders meeting of the Douglas Fir Ex- 
port Co., of this city, was held in the com- 
pany’s offices, 1125 Henry building, here, Feb. 
29. The principal business to come before the 
meeting was the election of trustees and officers 
for the ensuing year. 


Reports of the past year’s operations, as 
presented to the stockholders by L. E. Force, 
president and general manager, showed that, in 
consideration of world conditions and the re- 
strictions placed upon lumber imports by other 
countries, business of the Douglas Fir Export 
Co. was highly satisfactory and the year should 
he considered a very successful one. 


Officers and trustees for the year 1940 are 
as follows: 

President & General Manager—L. E. Force, 
Douglas Fir Export Co., Seattle, Wash. 

Vice presidents—M. C. Woodard, Westport 
Lumber Co., Portland, Ore.; C. H. Kreien- 
baum, Simpson Logging Co. (Reed Mill Div.), 
Shelton, Wash. 

Chairman of the Board—E. W. Demarest, 
Pacific National Lumber Co., Tacoma, Wash. 

Secretary-treasurer—W. A. Whitman, Se- 
attle, Wash. 


Trustees—E. W. Demarest, Pacific National 
Lumber Co., Tacoma, Wash.; Theo. Dichter, 
Prouty Lumber & Box Co., Warrenton, Ore.; 
Ernest Dolge, Ernest Dolge, Inc., Tacoma, 
Wash.; L. E. Force, Douglas Fir Export Co., 
Seattle, Wash.; George T. Gerlinger, Willa- 
mette Valley Lumber Co., Portland, Ore.; E. 
G. Griggs, II, St. Paul & Tacoma Lumber 
Co., Tacoma, Wash.; G. Arch Kingsley, 
Kingsley Lumber Co., Portland, Ore.; C. H. 
Kreienbaum, Simpson Logging Co. (Reed Mill 
Div.), Shelton, Wash.; F. H. McCready, Dono- 


van Lumber Co., Aberdeen, Wash.; W. B. 
Nettleton, Nettleton Lumber Co., Seattle, 
Wash.; E. C. Stone, Stimson Mill Co., Seattle, 
Wash.; Clyde Walton, Walton Lumber Co., 
Everett, Wash.; C. H. Watzek, Crossett West- 





L. E. FORCE, 
Seattle, Wash.; 
President 


E. W. DEMAREST, 
Tacoma, Wash.; 
Chairman 


ern Co., Wauna, Ore.; C. L. Wheeler, Pope & 
Talbot Lumber Co., San Francisco, Calif.; M. 
C. Woodard, Westport Lumber Co., Port- 
land, Ore. . 

Executive Committee—E. W. Demarest, 
chairman; M. C. Woodward; George T. Ger- 
linger; Clyde Walton; W. B. Nettleton. 
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Pioneer Manufacturer 


Honored on Fiftieth Anniversary 


CoLuMBus, OHI0, March 5.—In recognition 
of his industrial statesmanship and achievement 
in public service, W. M. Ritter, founder of the 
W. M. Ritter Lumber Co., here, was presented 
by the board of directors of the National Lum- 
ber Manufacturers Association with an honor- 
ary life membership in the association on the 
occasion of a Golden Anniversary dinner, Satur- 
day evening, Feb. 24, given to Mr. Ritter by 
his many friends and associates in celebration 
of his fiftieth year as a lumber manufacturer. 
Among those present were M. L Fleishel, 
president of the NLMA, Shamrock, Fla.; C. A. 





C. Bell, secretary and general counsel of the 
Ritter company. 

The company has been outstanding as an 
industrial organization because a single per- 
sonality, its founder, has dominated and directed 
its activities for over fifty years; because of 
the excellence of its organization now and in 
the past; because of the service motive which 
has dominated its business dealings; and be- 
cause it has manufactured over three-and-one- 
half billion feet of American hardwoods. 

Early in 1890 Mr. Ritter, a native of Penn- 
sylvania, purchased a small tract of timber 


ff 


W. M. Ritter, at extreme right, receiving life membership in the National Lumber Manufacturers’ 


Association from Wilson Compton (center) 


Rishell, of the NLMA hardwood division, 
Washington, D. C., and the following company 
officials: W. M. Pryor, chairman of the board; 
J. W. Damron, president; C. B. Weakley, vice 
president; Landon C. Bell, secretary and gen- 
eral counsel; G. Ray Powers, treasurer; J. W. 
Mayhew, former vice president and sales man- 
ager, now retired; H. P. Moore, assistant sec- 
retary; Miss M. M. Marsh, assistant treasurer. 

The honorary life membership, presented by 
Wilson Compton, secretary and manager of the 
NLM A, and signed by its president and eight 
living past-presidents, was in the form of a 
scroll contained in a memorial book, fabricated 
trom the Appalachian woods so long manufac- 
tured by the Ritter company. The book con- 
tained a wood carved portrait of Mr. Ritter 
in Appalachian oak. The life membership is 
the third to be given by the industry, the 
others having been awarded to the late Fred- 
erick Weyerhaeuser and John W. Blodgett, 
Grand Rapids, Mich. 

Over 200 persons prominent in the life of 
the communities where Ritter coal and lumber 
operations are located—long-time employees of 
Mr. Ritter, officials of the railroads serving 
these mills, and many public figures—composed 
the ‘dinner guests at the Deshler-Wallick hotel. 
The toastmaster for the occasion was Landon 


secretary-manager. Mrs. Compton is at the left 


near Oakvale in West Virginia, and thus 
founded the Appalachian hardwood lumber in- 
dustry, which now embraces millions of acres 
of land, employs thousands of men and profit- 
ably utilizes millions of dollars of invested 
capital. The area of its operations now extends 
southward and eastward along the mountain 
ranges to South Carolina. 

The Ritter Lumber Co. came into existence 
in 1901, in West Virginia. By 1906, Mr. Ritter 
had gone far beyond the scope of his original 
operations and had acquired large hardwood 
properties in localities outside the Buchanan- 
McDowell region, including areas in North 
Carolina and Tennessee. By 1913, the company 
had acquired over thirteen billion feet of hard- 
wood timber. 

Today the company has more than 500 million 
feet of timber reserves situated in West Vir- 
ginia, Virginia, North Carolina, South Carolina, 
Tennessee and Kentucky. Its manufacturing fa- 
cilities include nine band sawmills plants, six 
planing mills and three flooring plants. The 
company maintains the largest stock of hard- 
wood lumber in the world, ranging from 70 to 
100 million feet of white and red oak, ash, bass- 
wood, poplar, walnut, cherry, maple and birch. 
The company also has extensive stocks of cy- 
press and gum at its South Carolina plant. 






Use DONLEY 
Steel Area Wall | 


You save 50% of normal masonry area wall 
costs by using these ready built, low - priced 
Donley steel area walls that require a minimum 
of installation time. 

Ribbed arch shape for strength. Made of 
copper bearing steel, spray painted with two 
coats of high grade protective paint. Also avail- 
able with a _ protective coating of porcelain 
enamel. End flanges are perforated for fastening 
to foundation where desired, but in many in- 
stallations, earth pressure alone holds area wall 
in place. Smooth, light color reflects maximum 
sunlight to basement. Made in three standard 
sizes (see table). 


or 
No. w Window Sizes 


1 38/4” 3 10x12 22 Ibs. 


2 Hd a 27 Ibs. 


” 





For further details about the 
Donley Steel Area Walls. write 
for free 44 page catalog which 
also describes many other arti- 
cles to make homes more con- 
venient and easier to sell. 


The DONLEY 


BROTHERS COMPANY 
13928 Miles Ave., Cleveland, Ohio 


FIRZITE 


Coast to Coast, Lumber Dealers Report 
“Headaches” In Finishing FIR PLYWOOD 


Oregon.---“Always have trouble finishing 
plywood satisfactorily, especially with 
the grain.” Wisconsin.---“‘Inter- 
ested if FIRZITE will eliminate 
some faults so hard to over- 
come.” New York---“‘An 
office job done a year ago 
in plywood is a mess 
from hairline check- 
ing. Customer is 
very dissatisfied.” 

























FIRZITE’S 
Your Solution! 


A New York State dealer sums 
up his experience with this su- 
perior Fir Plywood prefinisher: 
“* FIRZITE certainly does away with 
alot of the lumber dealer’s headaches.” 
Many others echo this endorsement, 
and here’s why: 


“Firzited” Fir Ply shows no “‘wild,” raised grain, Even hair- 
line checking is largely eliminated! FIRZITE penetrates 
spring and summer growths uniformly. Subsequent mater- 
ials “take” better, producing finer finished effects. 


Send coupon for FREE “Firzited’’ panel, illustrated folder, 
and facts on how FIRZITE strengthens your service and 
profit position. 


BREINIG 


HOBOKEN 







This_Coupon, Gets You_a FREE “Frzited” Panel 


NAME £60 0essincigccgocscee coe cvesscceahenes 060 sale 
ADDRESS scisccccccvcvcvesesecccs occcccccccccce ° 
Shy i BS reh tees tee ee ALM 
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tra Care in Manufacture 
gives Xtra Quality to 


4 ' 
1 SABINE 
‘Southern Pine} 
Pine that Sells on Merit 


Never is there a let-up in the watchful care 
given Sabine Lumber on its way from the 
tree to you. It’s top-quality stock, painstak- 
ingly manufactured, accurately graded. 
ALL grades of Sabine Y. P.“now have the 
added refinement of Double-End Trimming. 
Square, smooth, shining ends, uniform 
lengths. Carefully dried, both air and kiln. 
Common Lumber, Finish, Trim, End- 
Matched Y. P. Flooring, etc. Consult our 
nearest representative or mail us your 
orders. 


Sabine Lumber Co. 


SALES OFFICE: 
Arcade Bidg., ST.LOUIS, MO. 


MILLS: 
Zwolle, La. 
Trinity, Texas 
New Willard, Texas 




























Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collectior of invoices. 


Special department handling export lumber shipments 











HOTEL BENSON 


PORTLAND 
OREGON’S 


Distinctive Hotel 


Centrally lo- 
cated. Air condi- 
tioned dining 
rooms. Unexcelled 
cuisine. 


All rooms with 
bath. Reasonable 
rates. 


R. K. KELLER 
and W. E. BOYD, 


Managing Directors 


ROSS FINNEGAN, 
Manager 








BOOKS FOR LUMBERMEN— 
We have ’em right in stock. Write for catalog NOW! 
American Lumberman, 431 S. Dearborn St., Chicago 
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Business Recommends Labor Relations 
Changes; Lumber Seeks Export Aid; 


Northeast Urges 


FIR PLYWOOD EXPORT GROUP OR- 
DERED TO READJUST PRACTICES 


WasuHincTton, D. C., March 4.—Consterna- 
tion exists in Washington today as the result 
of the ruling of the Federal Trade Commission 
that laws have been violated by certain agree- 
ments and acts of the Pacific Forest Industries 
and that a re-adjustment of the business of this 
association to conform with the Webb-Pom- 
erene Act must be made. Dismay over this 
ruling exists not only among those directly 
affected in the lumber industry but feelings of 
alarm are experienced by some 44 other indus- 
trial associations which owe their existence to 
the basic principles of the Webb-Pomerene law. 
Those Government officials who honestly are 
trying to help business are completely at sea. 
Under the Webb-Pomerene Act, associations 
or groups could get together for the purpose 
of offering successful competition with cartels 
and various other buying and selling organiza- 
tions abroad. Axel H. Oxholm, president of 
the Pacific Forest Industries, today made the 
following carefully guarded comment: “It ap- 
pears that other export organizations estab- 
lished under the Webb Act are in the same 
position as the Pacific Forest Industries. Un- 
til a better understanding of the future position 
has been obtained, no course of action will be 
determined.” 

The Federal Trade Commission concluded 
that certain contracts and by-laws of the asso- 
ciation prohibiting its members from selling to 
independent exporters except through the as- 
sociation, and certain acts and practices of the 
association in fixing prices and conditions of 
sales to independent exporters, were in re- 
straint of the export trade of such exporters, 
whom the Commission found to be “domestic 
competitors” of the association within the mean- 
ing of the Export Trade Act. 


Adjustments Recommended by 
Commission 


The following recommendations for the re- 
adjustment of the business of Pacific Forest 
Industries, in order that it may maintain its 
organization and management and conduct its 
business in accordance with the law, were made 
by the Commission: 

1. That Pacific Forest Industries shall 
not, by its by-laws, contracts with members 
or associate members, or otherwise, prohibit 
its members or associate members from sell- 
ing plywood directly to American exporters. 


2. Section XVI of the present by-laws of 
Pacific Forest Industries provides that “the 
several members agree to * * * turn over to 
the association, as and when received, all 
future orders for export; * * *. The members 
agree not to accept any future export orders, 
but to transmit and turn the same over to 
the association.” Contracts between Pacific 
Forest Industries and associate member ply- 
wood mills provide that the associate mem- 
ber “will not sell or offer for sale directly or 
indirectly any plywood for export, except 
through said association.” Said by-laws and 
contracts, and any other existing by-laws, 
contracts or agreements to the same effect, 
should be rescinded, or amended so as to per- 
mit members and associate members of said 
association to accept and fill orders for ply- 
wood for export received by them, respec- 
tively from American exporters without ref- 
erence to or approval by the association. 

3. That Pacific Forest Industries shall not 
impose any penalties, forfeitures or charges 
upon sales of plywood by its members or as- 
sociate members to American exporters, or 
fix or prescribe prices, terms or conditions 
of sales to or by American exporters of ply- 


Forest Protection 


wood produced by its members, or take any 
other action designed to prevent or restrict 
such sales. 

4. That Pacific Forest Industries cease and 
desist from advertising in foreign countries 
that it is the sole export representative of 
the plywood mills in the United States Pacific 
Northwest, and from making any similar ad- 
vertising claims to the effect that United 
States Douglas fir plywood can be purchased 
in foreign countries only through Pacific 
Forest Industries or its agents. 


CONGRESSIONAL FORESTRY GROUP 
HEARS N.L.M.A. REPORT 


WasuinctTon, D. C., March 4.—The Joint 
Congressional Committee on Forestry listened 
with interest to the report of R. E. Broderick, 
secretary-treasurer of the Northeastern Lumber 
Manufacturers Association, Inc., here on Feb. 
27. Mr. Broderick introduced himself as the 
representative of the entire lumber manufac- 
turing industry of New 
England, the _ section 
having the oldest and 
most successful forest 
practice group in the 
nation. 

By way of review, 
the secretary stated that 





R. E. BRODERICK, 
New York City; 


Reports on New 
England Forestry 





the first sawmill was 
built in New England 
in 1623. Statistics in- 
dicate that the commer- 
cial forest area growth 
in northeastern States 
exceeds the drain. “Good 
forestry practice for 300 years is evidenced by 
the fact that each generation of lumbermen 
has provided for succeeding generations, and 
the same policy is true today,” said Mr. 
Broderick. 

Touching upon the social aspects of a na- 
tional forest policy, it was reported that the 
New England lumber industry is composed of 
many small units, and that numerous commu- 
nities are entirely dependent for cash income on 
the village sawmill or woodworking industry. 
“Arbitrary and centralized regulation not .tak- 
ing into account the peculiar local conditions 
and that might affect continuance of these units 
would be not only a local disturbance but a 
national calamity,” declared Mr. Broderick. 

Appreciation of the assistance of the Forest 
Service was expressed, and it is the hope of 
northeasterners that it will be continued. Mr. 
Broderick closed his report by saying that 
“the greatest need of the New England forest 
industry is a profitable market for forest prod- 
ucts—the only natural resource that regenerates 
itself.” 


ASK FAIR CHANCE IN WORLD TRADE 





WasuincrTon, D. C., March 4.—A sub-com- 
mittee of the Senate committee on commerce 
heard the story of the decline in American lum- 
ber exports and the inability of the industry 
to effectively cope with foreign-government-sub- 
sidized competitors, from seven industry spokes- 
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men at a hearing on Friday, Feb. 23, covering 
the Holman-McNary Bill (S.2546) which is 
intended to help American exporters to an 
“even break” with foreign competitors in world 
markets. Spokesmen presenting statements in 
favor of the legislation were: Representative 
Boykin of Alabama; Wilson Compton, for 
the National Lumber Manufacturers Associa- 
tion; W. B. Greeley, for the West Coast Lum- 
bermen’s Association; W. B. Nettleton, Nettle- 
ton Lumber Co., Seattle, Wash., for the Doug- 
las Fir Export Co.; C. G. Kinney, for the 
Clark & Wilson Lumber Co., Portland, Ore. ; 
I. N. Tate, for the Weyerhaeuser Sales Co.; 
M. L. Fleishel, Putnam Lumber Co., Sham- 
rock, Fla., for the Southern Pine Association, 
and J. C. Nellis for hardwoods. Admiral Em- 
ory S. Land, chairman of the Maritime Com- 
mission, appeared for the Commission. 


SUGGEST CHANGES FOR LABOR 
RELATIONS ACT 


WasHINGTON, D. C., March 5.—Completion 
today of a referendum vote among its 1,500 
member organizations gives the Chamber of 
Commerce of the United States a complete 
program of amendments to the Labor Relations 
Act which it will advance as correctives to 
make the law more fair in its operations. 

The vote was upon four propositions put for- 
ward by the Chamber’s committee on manu- 
facture, and, added to earlier proposals adopted 
by the Chamber’s membership, round out a de- 
sign for improving operation of the Act. 

The four proposed changes in the Act, which 
have just received the approval of the Cham- 
ber’s membership, call for the incorporation of 
the following principles: 

An employer should be required to bargain 
with any labor organization only as repre- 
sentative of employees who are members and 
who individually have given express authority 
to the organization to bargain for them re- 
specting terms and conditions of their em- 
ployment. 

The protection of the Act should be with- 
drawn from employees so long as they con- 
tinue in a position violating the terms of 
agreements at which they have _ arrived 
through collective bargaining and the benefits 
of which they have accepted. 

The Act should be extended to cover unfair 
labor practices on the part of employees, their 
representatives and any persons acting for any 
labor organization. 

There should be placed in the Act direct, 
certain, and substantial standards for clear 
definition of the extent to which an employer 
is to be engaged in interstate commerce before 
he becomes subject to the Act. 


The Chamber already was on record for re- 
peal and, lacking repeal for amendments along 
these lines : 

Employees should be protected, against inter- 
ference in any of their rights and from what- 
ever source; appropriate rights should be given 
to employers, and afforded protection; the Act 
should not be so interpreted as to interfere with 
or diminish the right of free speech; employers 
should have the right to have a determination 
by secret ballot of the representatives selected 
by their employees; the selection of representa- 
tives employees’ freedom of choice should be 
completely protected; the sanction of the closed- 
shop should be repealed; to insure proper 
segregation of the board’s functions, independent 
examiners should be provided to hold hearings 
for fact-finding purposes; the board’s findings 
as to facts and its decisions as to the law should 
all be subject to judicial review. 





B. C. January Log Input Gains 
100 Million Feet Over '39 


_Vancouver, B. C., March 2.—British Colum- 
bia’s logging industry got away in January to 
its best start in years, the Provincial log scale 
figures released recently indicate. They show 
a scale of 227,517,670 board feet of saw logs, 
an increase of 100,000,000 board feet over Jan- 
uary last year. The January scale was down 
about 20,000,000 feet from December, however. 
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Orders of Destroyed Plant 
Being Filled by Affiliate 


ABERDEEN, WaAsH., March 2.—The plant of 
the Aberdeen Plywood Co. here, was destroyed 
by fire early on the morning of March 1, with 
damage estimated at approximately $700,000. 
The loss is practically all covered by insurance, 
according to V. A. Nyman, manager. Hugo 
Johnson, secretary-treasurer of the Olympia 
Veneer Co., Olympia, Wash., parent concern of 
the Aberdeen Plywood Co., stated that produc- 
tion would be stepped up at the company’s new 
plant at Wilhelmina, Ore., to meet unfilled or- 
ders, while the Olympia plant will be kept at 
capacity production. 

Included in the fire loss was $50,000 in fin- 
ished plywood stock. The plant had a capacity 
of 300,000 feet per day, and more than 100 men 
were at work when the fire was discovered at 
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2:55 o'clock in the morning. The plant covered 
360,000 square feet and was the second largest 
on Grays Harbor. The mill has been running 
three shifts employing about 450 men. The fire 
is believed to have originated from a dust ex- 
plosion. Decision has not been reached as to 
rebuilding. 





Oppose Forest Service Shift 


San Francisco, CALir., March 2.—Opposi- 
tion to any merger or transfer affecting the 
United States Forest Service was voiced at 
the Feb. 16 meeting here of the board of di- 
rectors of the California State Chamber of 
Commerce. A protest was sent to all members 
of the California delegation in Congress. Any 
change of the service from. the Department of 
Agriculture to Department of Interior was 
opposed. 





ESSCO Southern Pine 





The coming of Spring is a signal for the starting of new 
construction work—building, modernizing, repairing. 
Right now, check up on your ES§$CO Lumber needs. 
Be ready to deliver the lumber as soon as it's called for. 


ESSCO Lumber is cut from virgin timber, painstak- 
ingly manufactured, pre-shrunk, association grade- 
marked and trademarked. 
satisfaction for more than 61 years. Now is the time to 
stock these time-tested products. 


ESSCO Southern Hardwoods 
ESSCO Ponderosa Pine ESSCO West Coast Woods 
ESSCO Oak Flooring 





EXCHANGE SAWMILLS SALEs Co. 


1111 R. A. Long Building, 


It has stood for customer 


KANSAS CITY, MO. 








LEE H. SHEPHERD, President M. C. SHEPHERD, Vice-President H. SCOTT SHEPHERD, Secy.-Treas. 


HEPHERD LUMBER CORPORATION 


MILLS AT McRAE, GEORGIA and MONTGOMERY, ALABAMA 


wiousaccrs ot V@llow Pine and Hardwoods 


Timbers, Rough and Dressed, up to 18x 30-40 .. . Plank 

... Dimension... Boards... Flooring . . . Kiln-Dried Finish 

..» Ceiling . . . Siding . . . Railroad and Car Material. 
Material from both mills Grade-Marked if desired 


ADDRESS INQUIRIES TO BOX 139, MONTGOMERY, ALABAMA 
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IR from the 


Sacramento Mountains 


Here's lumber cut from timber that 
grows at an altitude of 10,000 feet. Fir 
especially suitable for construction work 
and railroad timbers. Choice Ponderosa 
Pine, soft-textured, even-grained, easily 
workable. This modern mill, with up-to- 
the-minute machines, has every facility 
for top-quality production. Send your 
orders to Southwest Lumber Co., Alamo- 


gordo, New Mexico. 


DOUGLAS FIR 
PONDEROSA PINE 
WHITE FIR 

Box Shooks and Crates 


350,000 Feet mi Day 


FIR “z 


Every 
Modern 
Facility 
Soft Old-Growth UPPERS and 
Vertical-Grained CLEARS. K-D, 
Smooth-end-trimmed COMMON. 


OREGON - AMERICAN 


LUMBER CORPORATION 
VERNONIA, OREGON 


i A co 
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NATIONAL PRODUCTION, SHIPMENTS, ORDERS 


WasHiIncTon, D. C., March 4.—Following is the National Lumber Manufacturers’ Association 
report for two weeks ended Feb. 24, and for eight weeks ended that date, covering mills whose 
statistics for both 1940 and 1939 are available, and percentage comparisons with statistics of 
identical mills for the corresponding period of 1939: 


Av. No. Per- Per- Per. 
Mills Production cent Shipments cent Orders cent 
TWO WEEKS: Rpteg. 1940 of 1939 1940 of 1939 1940 of 1939 


Total Softwoods .. 410 


360,211,000 113 
Total Hardwoods... 88 


20,959,000 111 





Total Lumber ..... 481 381,170,000 113 
Total Flooring .... 80 16,552,000 105 
EIGHT WEEKS: 

Total Softwoods.... 417 1,394,942,000 109 
Total Hardwoods... 69 3,684,000 101 
Total Lumber...... 486 1,468,626,000 109 
Total Flooring..... 79 66,512,000 109 


365,566,000 105 
18,467,000 110 
384,033,000 106 
15,394,000 102 


382,159,000 115 
18,016,000 114 
400,175,000 115 
24'301,000 152 





1,489,492,000 104 
68,748,000 103 


1,558,240,000 104 
57,808,000 101 


1,550,982,000 109 
71,630,000 109 


1,622,612,000 109 
88,131,000 122 








RELATION OF UNFILLED ORDERS TO STOCKS 


WasuHincTon, D. C., March 4.—Following is statement of seven groups of identical mills of 
unfilled orders and gross stock footage on Feb. 24: 





No. of Mills Unfilled Orders Gross Stocks 

Reporting 1940 1939 40 193 
Wetel BettweeGs® ccc cccscvce 394 752,940,000 600,392,000 3,425,787,000 3,559,657,000 
Total Hardwoods® ....cccecee 86 59,000,000 52,893,000 379,833,000 402,268,000 
ee PD a nb o's 0 0 44 0080's 465 811,940,000 653,285,000 3,805,620,000 3,961,925,000 
Hardwood Flooring .......... 88 81,397,000 77,689,000 100,885,000 114,885,000 


*Of Northern mills, 15 reported on softwood, 


stocks. 


16 on hardwood unfilled orders; 17 mills on 





Southern Pine Statistics 


[Special telegram to AMERICAN LuMBERMAN) 
New Oreans, La., March 6.—Following is 
a summary of reports from southern pine mills 
for two weeks ended March 2: 


Average weekly number of mills, 140 
Units,+ 110 


Two Weeks 

Three-year average production*... 66,456,000 
BOTUG BTOGGCUION 2. cccvccccsvcces 61,493,000 
I a. pie So: ar<6: ard: X avnet’ae dha Wadler eid 57,271,000 
i ere re 54,935,000 

Number of mills, 140; Units,? 109 

On March 2, 1940 

oe ee 73,433,000 
ee No 6 kkeS dceineteweceaians 444,038,000 


*Oct. 26, 1936, to Oct. 28, 1939. 
TUnit is 304,000 feet of “3-year average” 
production. 





Western Pine Summary 
PortLAND, Ore., March 2.—The Western Pine 
Association reports as follows on operation of 
identical Inland Empire and California mills 
during the two weeks ended Feb. 24: 
Report of an Average of 106 Mills: 
Total for 2 weeks ended 


Production ...... 92,168,000 66, 695,000 

Shipments ....... 114,392,000 106,694,000 

Orders received... 116,059,000 99,491,000 
Report of 100 Identical Mills: 

Feb. 24, 1940 Feb. 25, 1939 

Unfilled orders... 218,470,000 155,604,000 


Gross stocks..... 1,366,281,000 1,363,238,000 
Report of 100 Identical Mills: 
-——Total for Year——_—_,, 
940 1939 


Production ...... 344,221,000 280,348,000 
oe 445,990,000 433,844,000 
Ce vvacservees 460,392,000 387,274,000 





SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


- § _ = pose 
= oven 


SPRUCE, HEMLOCK, CEDAR, PINE 
Reliable Shippers 28 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 
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Appalachian Sales Make 


Impressive Gain in January 


CINCINNATI, OunI0, March 4.—During Jan- 
uary the weather played an important role in 
Appalachian hardwood affairs by hampering 
operations sufficiently to force production 10 
percent below the December level. Sales rose 
15 percent above December to approximate the 
volume for November. Shipments increased 5 
percent over December. The foregoing sum- 
mary is based on the Appalachian Hardwood 
Manufacturers (Inc.) statistics covering the 
performance of 63 band mill units. For this 
group, production in January was 17,389,000 
feet; sales, 21,454,000 feet; shipments, 20,755,- 
000 feet. Gross stocks, 56 mills, shrank from 
236,848,000 feet in December to 230,482,000 feet 
in January, and unsold stocks dropped from 
209,742,000 to 202,821,000 feet. Unfilled orders 
Jan. 31 stood at 27,661,000 feet, equivalent to 
six weeks’ production at January rate. 


Planning and Estimating 
Service by Dealers 
Growing in Importance 


Dealers, following closely the trend of resi- 
dential construction and remodeling, are in- 
creasingly adapting the services of their yards 
to include a drafting department. Often, the 
draftsman handles a combination job; meeting 
the public and carrying through sales and 
financing on jobs which he initiates and pre- 
pares. Particularly, is the trend toward utiliz- 
ing such a man to handle design and detail 
work for the small house market, as well as 
for remodeling and interior millwork jobs. 

The Chicago Technical College, 118 E. 26th 
St., Chicago, through its department B-424, has 
a special lumbermen’s course, adapted to the 
needs of the modern dealer and his staff. The 
course consists of three parts—how to read blue 
prints; listing of materials and estimating ; and 
architectural drawing and house planning. Re- 
quirements of different dealers, of course, vary. 
However, in order that full benefit may be de- 
rived, it is recommended that those who enroll, 
either for attendance at the college, or for a 
home course, take the complete training for the 
best results. One Minnesota lumber company, 
for example, has enrolled over 100 of its em- 
ployees in the course for parts one and two. 
All courses are in sectional form, and may be 
made up to order for the employees of any 
company, by simply including the sections de- 
sired. Briefly, the course teaches how to read 
blue prints from actual blue print plans, speci- 
fications and instruction matter. It shows how 
to understand specifications of all building ma- 
terials and designs, and includes instruction in 
taking off materials and the proper way to list 
and price them. Then, time saving methods are 
fully explained. A complete secton is devoted 
to estimating, stressing accuracy of estimates 
of cost. The third section of the course, deal- 
ing with drawing building plans, contains ac- 
tual practice in drawing of plans for different 
types of buildings. 

The Chicago Technical College lumbermen’s 
course is the result of thirty-five years of ex- 
perience and research in the training of men 
for the building construction fields. As the 
course may be arranged for spare-time study 
at home, not interfering with an employee's 
daily work, it is of immediate help, not only 
to the employee, but to the dealer as well. 





- OrFicers or the U. S. Forest Service may 
always be identified by the bronze U. S. pine 
tree badge on the left breast. 
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THE LUMBERMAN POET 








GIVE ME AN AX 


*"Member when I was a kid workin’ in the old wood lot 

Where we used to chop an’ cut, where our winter’s warmth we got— 
Pa on one end of a saw, me upon the other end, 
Till I thought my body’d break like we made the cross-cut bend. 

Then, just to encourage me, make my bosom swell with pride, 

Pa would say, “If you can’t pull, don’t git on the saw an’ ride.” 
Sometimes though the saw would stick, though we nearly broke our backs ; 
Then pa’d yell, “All hands stand by—look out for heads—give me an ax!” 


That’s some twenty years ago; things have changed a heap since then— 
Pa sleeps where the wood lot was, I toil here for city men. 

Some I marvel at their way, some I marvel, some I’m mad; 

Different sort of chaps are they from my dear, old cranky dad— 
Nothing here to breathe but smoke, nothing here to hear but noise; 
Wonder that I sometimes long for my childhood pains and joys? 

An’ I’d like to shut my eyes, shut out reason, shut out facts— 

Hear again, “All hands stand by—look out for heads—give me an ax!” 


City folks ain’t country folks, city ways ain’t country ways— 
More I come to think these things as I near my final days, 
When I read of boodlers, read of those who rob the poor, 
When I see the villain’s hand with its touch defile the pure; 
When I see the rottenness, see the slowness of reform, 

See how high a wall it is decency and right must storm, 

Then I know what ails it all, know just what it is it lacks— 
Men like pa of old to yell: “Look out for heads—give me an ax!” 


POET'S EPIGRAMS 


The small lumber business well 
ducted is often more profitable than the 


big one at lose ends. 


It used to be a common joke that gum 
lumber was so inclined to warp that 
it would twist up and walk out of the 

held down by heavy 

Lately it has become so good 


yard if not 


weights. 


a sprinter as to be running a quick 


pace to the front as a favorite lumber 


con- 


for a variety of uses. 
If it is all right for railroads to collect 


damages for unreasonable detention of 


their cars 


bermen to 


for loading or unloading, 


why should it not be all right for lum- 


collect damages from the 


railroads for unreasonable detention of 
their lumber in transit? 





NEWS AND 
VIEWS OF 





50 YEARS AGO 


From the AMERICAN LUMBERMAN 








S. A. Woods is one of the 
best known operators in wood- 
working machinery. He al- 
lied himself to this business 
when it was in its infancy and 
when he was a youth. He 
threw his whole soul into his 
experiences as a mechanic 
and studied the needs and de- 
mands of the times, and what 
was necessary for working 
wood expeditiously seemed 
to come to him by intui- 
tion. S. A. Woods was 
born in Farmington, Me., in 
1827. His school privileges 
were very ordinary; but he 
always made his opportuni- 
ties count. Naturally indus- 
trious and enterprising, while 
yet at his home in the coun- 
try he became proficient with 
carpenters’ tools. He was 
well able to work at that 
trade when he went to Bos- 
ton. His ideas were enlarged 
while looking through the ad- 
vanced manufacturing _ insti- 
tutions, and coming in con- 
tact with the earlier inventors 
of wood-working appliances. 
He entered the employ of S. 








S. Gray, a manufacturer at 
South Boston, and Mr. Gray 
had a machine of his own de- 
sign and construction for 
planing wood. The old rule 
that two heads are better 
than one proved correct in 
this instance, as Mr. Woods 
took the machine and added 
materially to its capacity as 
an instrument for working 
wood. They jointly secured 
patents on the same, and the 
firm of Gray & Woods was 
organized for the manufac- 
ture and sale of their planer. 
Mr. Woods purchased the 
factory of Mr. Gray as an 
independent institution and 
used the new planer for fin- 
ishing lumber. After five 
years Mr. Gray retired. 
Shortly afterwards Mr. Woods 
added to his line of machin- 
ery the Woodbury improve- 
ments to the Woodworth 
planing machine, of which 
Mr. Woods was the sole li- 
censee. Larger works were 
needed to accommodate the 
growing business, and these 
were erected on Dorchester 
Avenue, South Boston, and 


the warerooms and offices of 
the company, which have 
since flourished in the cities 
of Boston, New York and 
Chicago, were then estab- 
lished. In 1873 a corporation 
was formed under the name 
of the S. A. Woods Machine 
Co. with a paid-up capital of 
$300,000 of which S. A. Woods 
has ever been and is still the 
president; and the original 
patents of Gray & Woods, S. 
A. Woods and the S. A. Woods 
Machine Co. are very valu- 
able, as the demand has 
grown to very large propor- 
tions. 
> * * 

A. J. Carver has moved his 
mill from White Bluff, Tenn., 
to the Hermitage property, 
where he will cut timber for 
use in the construction of 
houses to compose the Confed- 
erate Soldiers’ Home, now 
being established. It is un- 
derstood that he will saw 
500,000 feet of the timber, of 
which only 75 acres out of 
the 500-acre tract have been 
left standing to remind one of 








the days of “Old Hickory.” 








Certified 


DOUGLAS FI R 


100% Dependable 








In this Booth-Kelly Douglas Fir you have a line 
of lumber that ideally meets today’s demand for 


better building. For general structural uses 
this stock has no superior. Tough, strong and 
sturdy, it is beautiful wood with quality in 
every fiber. Cut from our own old-growth, big- 
bodied timber, it is carefully seasoned and 
accurately manufactured in the modern way. 


It’s CERTIFIED lumber, bearing the mark of 
“20,” Booth-Kelly’s pledge of superiority—and 
the Association marks, guaranteeing proper 
grading. 

Let us supply you with Douglas Fir Dimension, 
Flooring, Ceiling, Drop Siding, Finish, Step- 
ping, Mouldings, Casing, Base, Etc. Why not 
send us your order today? 


We are headquarters for Association Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 





TWO MILILS—SPRINGFIELD & WENDLING, ORE. 
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Vaid Stock Specta dist 
SOUTHERN 
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HARDWOODS “Ns 


BAND-SAWED 


Prompt attention to inquiries 
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MIXED 
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R 
STRAIGHT 


and orders. Write today. 


y BUGHANAN 


JOHN B. SMITH & SONS, LTD. 
CALLANDER, ONTARIO 


Manufacturers of 


White Pine Lumber & Lath 


( Pinus Strobus ) 
ESTABLISHED 1851 


Head Office .... TORONTO, ONTARIO 
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KANSAS CITY, MO. 
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QUALITY 













Idaho— 
Ponderosa— 


WHITE PINE 
Also cod ‘Suger Plas” 
Fir Wallboard Wet Coast Products 


William Schuette Company 


New York 
Office—4i East 42d St. 





PITTSBURGH, PA. 








FRED C. KNAPP, Portland, Or. 
BUYS AND SELLS 


WESTERN TIMBER LANDS 











CHAPMAN & DEWEY 
LUMBER COMPANY 


Memphis, Tenn. * 


Manufacturers of high grade 


OAK FLOORING 


AND 


HARDWOOD LUMBER 


from famous St. Francis Basin 


Wire for quotations. 
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Plans Show How to Heat House with 
One Fireplace 


The Superior Fireplace Co., 1046 South 
Olive St., Los Angeles, Calif., manufacturer 
of wood, coal and gas-fired fireplace circu- 
lators, has just announced a new forty-eight 
page ‘Fireplace Plan Book,” showing fifty fire- 
place designs and thirty, four- and five-room 
floor plans for one- and two-story homes and 
cabins, and how to heat them with one Superior 





fireplace. The Superior Heat Circulator is a 
complete form (from hearth to flue) built with 
proper angles and dimensions around which 
any design fireplace can be built. A copy of 
the new plan book may be secured upon re- 
quest to the company. 


Issues Well Illustrated Catalog on 
Ornamental Iron Railings 


The Stewart Iron Works Co., 751 Stewart 
Block, Cincinnati, Ohio, manufacturer of iron 
and wire specialties since 1886, has issued a 
catalog, No. R-38, on plain and ornamental 
railings for interior and exterior use, trellis 
work, bracket and pier lanterns, interior gates, 
grilles, etc. The company offers a choice of a 
series of economical standard designs of such 
variety that they will harmonize with any style, 
period or special requirement, whether for tra- 
ditional or modern styles of architecture. Four 
pages of the catalog are devoted to detailed and 
illustrated instructions for measuring and order- 
ing ornamental railings. The catalog and full 
information about the Stewart line and dealer 
plan will be sent without cost or obligation on 
request to the manufacturer. 


1940 Wall Paper Line and Dealer 
Sales Helps Are Issued 


_ The Lennon Wall Paper Co., Joliet, Ill., has 
just announced that the company’s permanent 
line books are now ready, and are considered 
the finest ever issued from the standpoint of 
salability. The line books contain proved best 
sellers. The company is also sending out its 
dealer helps for 1940, including colorful stream- 
ers, panels, counter and stock cards, newspaper 
advertisements, etc.; together with a booklet, 
“Wall Paper Is the Fashionable Background,” 
a room chart, and other literature for effective 
promotion and advertising by the dealer. Atten- 
tion is called to the fact that the housecleaning 
and redecorating season will get under way 
much earlier this year, since Easter comes on 
March 24, instead of in April, as is usually the 
case, after which American housewives arrange 
their: spring housecleaning. Details of the Len- 
non 1940 line of wall papers may be obtained 
on request from the manufacturer. 
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_Here’s What's New 


Announces Attractive New Line of 
Asphalt Shingles 


The Johns-Manville Sales Corp., 22 E. 40th 
St., New York, N. Y., has just announced a 
new line of J-M asphalt shingles to meet today’s 
demand for more colorful, attractive and dis- 
tinctive roofs. The completely restyled line, 
with new colors and new blends, is designed to 
appeal to the most exacting demands of the 
home owner. Complete details on the J-M as- 
bestos roofing and siding and the new asphalt 
roof shingles will be sent to any dealer upon 
request to Dept. AL3 of the manufacturer. 


Display Card Emphasizes "Fix It with 
Plastic Wood" 


The A. S. Boyle Co., 257 Cornelison Ave.,, 
Jersey City, N. J., distributor of Plastic Wood, 
is now offering dealers a colorful 11 by 14-inch 
display card, free. The display card ties in 
with the product’s national advertising in con- 
sumer magazines and on the radio. Plastic 
Wood is real wood in putty form which be- 
comes hard, permanent wood and can be planed, 
sawed, sanded, turned on a lathe, and will hold 
nails and screws without chipping or splitting. 
It is waterproof and greaseproof. Requests for 
the free display card and details about the 
product, which is available in both cans and 
tubes, should be made to the company at the 
address given. 


“New Association Manual Details Ply- 
wood Method of Construction 


The Douglas Fir Plywood Association, Ta- 
coma Bldg., Tacoma, Wash., is now making 
available its “Construction Manual for Douglas 
Fir Plywood House,” which explains the “dri- 
bilt with plywood” method of building. The 
manual contains more than thirty detailed draw- 
ings and 25 illustrative views. Single copies 
are free of charge, and anyone familiar with 
blueprints can easily follow the methods in the 
manual, as conventional frame construction is 
the basis of the system. Materials are the same 





as for the ordinary house—2x4 studs and plates, 
joists, rafters, nails, frames and sash, shingles, 
siding, etc., along with Douglas fir plywood, 
Plyscord sheathing, Plywall wallboard, and ex- 
terior plywood for panels or siding. Shop 
equipment needed includes a bench or table saw, 
small portable sander, and portable power saw. 
Briefly, the method of construction consists © 
building the walls, partitions, and ceilings im 
large portable panels in the shop, with standard 
carpenter labor. These are taken by truck to 
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the building site and erected on a conventional 
foundation and plywood sub-floor. The method 
of laying out the plates for the panel units, 
the use of plywood for sheathing and wall cov- 
ering; the actual method of joining plywood in 
the shop; and the splined-joint used to fasten 
sections together, are practical advantages of 
the system. 


_ Issues New Booklet on Methods of 
Sap Stain, Mold Control 


A. D. Chapman & Co., (Inc.), 7 S. Dear- 
born St., Chicago, have just issued an attractive 
eight-page folder in colors, dealing with 
“Dowicide—Its Value In Sap Stain and Mold 
Control and Wood Preservation.” The bul- 
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..» SAP STAIN and 
MOLD CONTROL 
and WOOD PRESERVATION... 


letin, No. 40-A, shows the use of Dowicide 
under widely varying conditions and in a 
variety of uses for the prevention of sap stain 
and mold control. Space is also devoted to 
Permatol oil solutions for the preservation of 
dry lumber and millwork. Contained in the 
booklet also are illustrations of various inex- 
pensive methods of dipping and construction 
details of a proved low-cost dipping vat which 
may be varied to suit the individual mill. The 
booklet is available upon request to the com- 
pany. 


Manufacturer Offers Truck Operat- 
ing Cost Book Free 


The Dodge division, Chrysler Corp., De- 
troit, Mich., is now offering, free of charge, a 
handy operating cost book known as “Operating 
Record for Motor Trucks and Passenger 
Buses.” The book, containing double-spread 
ruled pages for each month of the year, allows 
the truck operator to set down daily expendi- 
tures of gasoline, oil, repair and maintenance 
costs, as well as hours of operation, mileage, 
stops, etc. At the end of the month, the truck 
owner has a concise and easily analyzed record 
of his truck operating costs. Pages are also 
provided for a record of indirect costs such as 
taxes, license, garage, insurance, etc., and a 
summary of total expenses for the year. The 
book may be obtained from any Dodge dealer, 
or by addressing a request to the advertising 
department of the Dodge division, Chrysler 
Corp., Detroit, Mich. 











Plywood Demand Is Heavy 


Tacoma, WasH., March 2.—Business is 
booming in the Pacific Northwest’s Douglas 
fir plywood industry. Mills of various manu- 
acturers are running at peak capacity, and 
many are 60 to 90 days behind in filling orders. 
This was the picture painted at the Feb. 29 
meeting of the Tacoma Active Club by Jack 
Leik, assistant director of publicity for the 

ouglas Fir Plywood Association. He said 
that less use is being made of plywood in the 
West than in the East, where, he said plywood 
rapidly is supplanting other materials in the 
Construction industry. 
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ALLEN-TABBERT—In a _ wedding cere- 
mony at the Sussex (Wis.) Methodist church 
Feb. 17, Miss Virginia Tabbert, Lake Keesus, 
became the bride of Willard Allen, owner and 
manager of the W. D. Allen Lumber & Fuel 
Co., at Wales, Wis. Two hundred friends and 
relatives attended the reception for the 
couple after which they left on a short wed- 
ding trip. 


HUGHES-SHELTON—Miss Louise Shelton, 
daughter of Mr. and Mrs. J. M. Shelton, was 
married to David C. Hughes, son of Mrs. W 
H. Hughes, Feb. 25, at Corona, N. M. Mr. 
Hughes is a member of the Hughes Brothers 
Lumber Co., Ponderosa, N. M. After a short 
trip Mr. and Mrs. Hughes will make their 
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Treas Long, son of Mr. and Mrs. George Long, 


of Benton, Ky., on Feb. 25. The bride is a 
graduate of Mississippi State College for 
Women, Columbus, Miss. Mr. Long attended 
Murray State College and is now connected 
with the Treas Lumber Co., Benton, Ky. 





Loadings of Revenue Freight 


A report of the car service division of the 
Association of American Railroads shows that 
revenue freight loadings for the two weeks 
ended Feb. 24, totaled 1,202,956 cars, showing 
a decrease of 80,951 below the amount for the 


home in Ponderosa, N. M. two weeks ended Feb. 10. Forest products 
loadings of 60,678 cars show an increase of 41 
cars above the amount for the two weeks ended 


Feb. 10. 


LONG-CHRISTMAS—Miss Dorothy Christ- 
mas, daughter of Mr. and Mrs. J. Y. Christ- 
mas, of Laurel, Miss., was married to Bob 








MODERN * BEAUTIFUL * ECONOMICAL 


"Cadwall- Philippanel” 


Solid Philippine Mahogany Wall Panelling 


A Sensational New Product That Sells On Sight 


Write for Samples and Literature 


Cadwallader-Gibson Co. Inc., 3628 E. Olympic Blvd. Los Angeles, Calif. 














R-B ROLL-OFF BED rour-rotter TvPe 


FOR ALL MAKES and SIZES OF TRUCKS, TRAILERS, LOADING WAGONS 


FOR MORE THAN 20 YEARS R-B rollers have been shipped to thousands of 
lumbermen throughout the U.S. A. and to foreign countries under agreement 
to refund the purchase price if unsatisfactory in any way. 


NOT ONE HAS EVER BEEN RETURNED 


Our 20-year experi- 
ence is available to 
you. Write NOW for 
catalog and prices— 
or better, give us 
the make and model 
of your truck. We’ll 
be glad to suggest 
the proper roller 
equipment for it. 


“4. THE R-B COMPANY “cucicacc’ Kansas City, Mo. 


THOUSANDS of satisfied 
users are keeping their 
trucks ON THE GO. 











Order a set of our Planer and Jointer Knives and see 
how they compare under actual service conditions. 
SPECIAL: wood to be worked. We will quote you at once and 
give you earliest date of delivery. 


[High Speed Steel Knives and Moulding Cutters for the Woodworking Industry] 


TAYLOR, STILES & COMPANY --rieceLsvitte, N. J. 


Send us a paper pattern with dimensions and kind of 











WESTERN AGENTS: Hall & Brown W. W. Machine Co., St. Louis, Mo. 
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Seattle, Wash. 


WEST COAST WOODS—RAIL—Shippers re- 
port business quiet. Bulk of the business is 
from middle West retail yards. Industrial, 
car and rail material buying is not evident. 
No. 2 dimension is strong and No. 1 is weak. 
Prices are holding, and, despite the compara- 
tively small volume of orders, mill stocks are 
broken. Surpluses can be found, too. 


INTERCOASTAL—Shortage of ship space is 
becoming more acute. Where space can be 
obtained, prices are fairly stiff, but those that 
can’t ship find it hard to hold to lists. A 
number of cargo mills are running only three 
days a week. 


CALIFORNIA—Prices are soft and there is 
none too much space. Inventories have been 


kept low to hold down taxes, which were 
assessable up to March 1. 
EXPORT—It is increasingly hard to get 


space to the Orient, and constant jumping 
of the rate makes it hard to consummate 
business. Orders from both China and Japan 


are small. A little flurry of business came 
from Hongkong, but lack of space hindered 
shipping. United Kingdom buys very little 
on this side, but Holland and Italy buy air- 
plane spruce. High freights and lack of space 
limit South African orders. West coast of 
South America, to which a $3 rate increase 
is scheduled to go in May 1, is active, but 
east coast trade is dead. 


SHINGLES—Orders have virtually stopped. 
Prices are unchanged but not strong. Some 
water business has been offered, but it had 
to be declined when ship space could not be 
obtained. , 





LOGS—Prices are unchanged. Fir logs 
bring $10.50@12, $16@18, and $21@24, with 
peelers at $28 and $34@835. Shingle logs 


bring $17, while cedar lumber logs are steady 
at $30. Hemlock, No. 2 and 3, sells for $13. 
Favorable weather has continued, but log 
inventories are not excessive. 


San Francisco, Calif. 


COASTWISE MOVEMENT—The Pacific 
Lumber Carriers’ Association reports the 
movement of 62,549,500 feet of lumber during 
January, 1940, compared with 74,335,600 feet 
in December, 1939, and 58,160,800 feet in Janu- 





ary, 1939. January distribution was as fol- 
lows: 
Feet 

Se Coe caae cee aden ers cick 14,460,000 
ED lan ow auwere ee ee celeb oleae 301,100 
Se SO no cdataanseeeevacoen 352,000 
eee ee ee eee 39,698,000 
DEED: iva sib We che wee eniee eas 6,350,300 
I oth swb dion cee bees beeen ee 355,000 
ee SE bic ad cs dedwadeeesenenes 1,033,100 

eee pee narens ore oer 62,549,500 
January movement to Los Angeles was up 


3,395,900 feet from December, while January 
movement to San Francisco was off 3,651,400 
feet from December. 


LUMBER RECEIPTS—February receipts at 
San Francisco from interior points totaled 4,- 
840,000 feet, compared with 6,930,000 feet in 
January, and 3,570,000 feet in February, 1939. 


BUILDING—AIl San Francisco building per- 
mits issued in February totaled $1,720,552, 
compared with $2,486,626 in January, and 
$1,709,814 in February, 1939. Residential build- 
ing permit values for February totaled $1,231,- 
990, compared with $1,139,453 in January, and 
$1,141,250 in February, 1939. 


COASTWISE RATES—Effective April 8, the 
Pacific Lumber Carriers’ Association announces 
increased freight rates of 50 cents per thou- 
sand feet on coastwise lumber shipments 
moving from Puget Sound and Portland to San 
Francisco, Los Angeles and San Diego. The 
increase will be as follows: San Franciso 
to $6.50 from $6; Los Angeles, to $7 from 
$6.50; and San Diego, to $7.50 from $7. It 
is pointed out that recently a number of coast- 
wise lumber carriers have been taken under 
charter for voyages in the eastbound inter- 
coastal trade, to help offset the present inter- 
coastal space shortage. 


-AUSTRALASIAN RATES—The Pacific Coast. 
Australasian Tariff Bureau announced rates on 
pine and redwood lumber moving from Pacific 
Coast ports to Australia and New Zealand will 
be increased by $2 per 1000 feet through April 
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Market News fromA 


and May. The increases are: Sydney and Mel- 
bourne, to $30 from $28; Newcastle and 
Adelaide, to $31 from $29; other Australian 
and New Zealand ports, to $34 from $32. 


CALIFORNIA PINES—To unfavorable east- 
ern weather is attributed a weakening in Pon- 
derosa and sugar pine markets. Selects of 
Ponderosa are especially weak, with commons 
and shop adversely affected. At time of year 
when there should normally be a stiffening 
of prices, large concessions from lists are 
being given, cases of $8 from list price being 
noted for Ponderosa. While dry stocks are 
reported low, green lumber is said to be in 
large volume. Mills are in good condition 
for capacity runs. High freight rates have 
severely curtailed export trade. 


Portland, Ore. 


WEST COAST WOODS—A fair amount of 
activity, season considered, is apparent in the 
lumber market here. Prices are steady in 
most directions. Getting space to the east 
coast is extremely difficult. 


INTERCOASTAL—A fair volume of orders 
is being placed. Space is the dominant factor. 
Some smaller ships of the “steam schooner” 
class are being diverted to the intercoasta) 
lumber run, but these are not enough to re- 
lieve the situation. There is, however, an in- 
creasing tendency to ship by rail trans-con- 
tinental to points back some distance from 
the Atlantic, as the spread between water and 
rail costs is narrowing. 


CALIFORNIA—Yard demand has improved, 
as stocks are lower and building permits are 
rising. In the meantime mills are able to 
hold to a steadier price level. 


RAIL—tThe strictly rail market is fairly ac- 
tive, and the movement is normal for this 
season. An improved market in this direc- 
tion is held certain as soon as spring comes 
in the Mississippi Valley area. 


EXPORT—Trade continues quiet but South 
American inquiries are more frequent. 

LOGS—The market is stable, with inven- 
tories sufficient because of general curtail- 
ment of production. 

WESTERN PINES—Demand is active, 
pecially at eastern Oregon mills. 





es- 


Tacoma, Wash. 


WEST COAST WOODS—The waterborne 
market, particularly the Atlantic coast, is 
showing improvement. Because of the dearth 
of vessels, shippers wherever possible have 
been negotiating special charters. Rail de- 
mand also is continuing to improve, and 
prices are good. Most of the business is with 
the middle West. Cedar men say that the 
unrestricted flood of Canadian shingles and 
cedar lumber into this country has knocked 
the bottom out of the market, and many 
plants are closing down in consequence. Sup- 
plies of logs appear to be ample for all re- 
quirements. 


Minneapolis, Minn. 


RETAIL—During January, 409 yards in the 
ninth Federal Reserve district sold 5,503,000 
board feet of lumber, as compared with 
5,080,000 feet in January last year. Stocks at 
388 yards Dec. 1 totaled 59,874,000 feet and 
66,413,000 feet Dec. 1, 1939. At the same 
388 yards, total sales of all materials last 
January totaled $1,184,550, as compared with 
$1,047,550 the same month a year ago. 


NORTHERN PINE—With stocks 24 percent 
lower than they were a year ago, manufac- 
turers are finding it more difficult to meet 
the demand for speedy shipment of mixed-car 
lots. Retailers, the chief customers, are 
buying in small quantities. There has been 
little change in lists during recent weeks. 


NORTHERN WHITE CEDAR—Orders for: 


posts have rezently increased. Producers’ 
stocks have been built up and should meet 


the demands of what promises to be an even 
more active season for sales than last year’s, 
Prospects are that 7-foot posts will move in 
considerable volume and that there will be 
an increased demand for 25-foot poles. 


MILLWORK—Volume of orders during the 
past week was probably greater than that 
for a corresponding time last year. Estimate 
work also has taken a spurt. Prices are firm, 


Spokane, Wash. 


INLAND EMPIRE PINES—Mills which 
have been shut down for the winter are be- 
ginning to start up for the season’s run. 
Within the next few weeks, practically al] 
of the sawmills of the region will again be 
in operation and better assortments should 
soon be available. Stocks are both low and 
badly broken. Demand remains on the same 
level as it was last month, but not in the 
volume that is generally expected the first of 
the year. Prices are stable. 


Houston, Tex. 


SOUTHERN PINE—The market has shown 
some pick-up, and yard orders now about 
take care of mill output. Mills all have fair 
stocks, with some surplus items, and it is 
easy to get mixed-car orders placed. Some 
special items are being offered, but most 
prices held firm. Railroad buying has let up, 
although some grain door inquiries are out 
at this time, and occasionally orders are 
placed for car lining and siding and bridge 
timbers. The timber market is exceptionally 
strong. All available export lumber has been 
sold. Some inquiries for kiln dried saps are 
coming out, also inquiries for Island sched- 
ules. The English Government has a repre- 
resentative in the South trying to work out 
a deal for approximately 100 million feet of 
low grade pine. 


HARDW0OODS—Demand is rather active. 
Prices are firm to strong, and there are no 
weak items. Oak flooring stock is scarce, as 
is dry low grade gum. While oak flooring 
prices declined two weeks ago, the market 
is now showing strength. 


SHINGLES AND LATH—Shingles continue 
sluggish, with special prices being offered by 
many mills, and most buyers holding off. 
Pine lath stocks are normal, and prices are 
firm. ; 


Birmingham, Ala. 


SOUTHERN PINE—Severe weather has cur- 
tailed production to the low for a five-year 
period. Trucking to concentration plants has 
dropped to about 25 percent of former totals. 
January-December shipments exhausted mill 
stocks of shed and kiln dried items and green 
lumber cut in December can not be shipped. Di- 
mension and inch sheathing, usually shipped air 
dried, are being passed through kilns. Demand 
is on the increase, and buyers have started 
their trek to producing sections. Prices have 
remained almost stationary, except on No. 2 
and 3 common. No. 3 1x6-inch or wider in 
any of several workings touched $17@$20, 
mill. Kiln dried 1x6- and 1x8-inch No. 2 drop 
siding advanced to $24. No. 1 or “C” ranged 
$34@41. Floorings were: $15@17 for No. 3, 
$20@24 for No. 2, $25@38 for “C” and $28@30 
for “D.” B&better remains $42. Dimension, 
2x4- to 2x8-inch, 8- to 16-foot, S4S air dried, 
is $22 for No. 2, and $24 for No. 1; 2x10-inch, 
$31 for No. 1, and $23 for No. 2; and 2x12-inch, 
$34 for No. 1, and $24 for No. 2, with kiln 
dried $2 up. Finish, “C,” 4-inch, moved to 
$42; and 6- and 8-inch, $44, 10-inch, $50, and 
12-inch, $56. Bé&better, 4- to 8-inch, is $47; 
1x5- and 1x10-inch, $58, and 1x12-inch, $63. 
For 5/ and 6/4, add $10, and for 8/4, $15. 
No. 1 kiln and air dry lath advanced to $5. 


OAK FLOORING advanced rather sharply 
in certain items, due to oversold condition of 
all plants. Z 

Western pine manufacturers have advised 
sales representatives of advances of $1 on 
shop grades, and of as high as $4 on selects. 














Mare 


of 


Suga! 
Door 
cents 
fir pl 
out t 
probl 


so 
a lit 
chan 
orde! 
ging 
have 
logs. 
taile 
this 

sO 
has | 
lack 
loss 
chas 
of N 
have 
othe 
firm 
on s 
ning 
SUPP 
weal 


las 
at 

Fe 
tha 
Th 
for 
cor 
29. 
lur 
ary 
De 


* 





), 1940 


March 9, 


1940 


Amemeanfiumberman 


merica’s Lumber Centers 


n even 
year’s, 
Ove in 
vill be 


ng the 
n that 
timate 
é firm. 


hich 
re be- 
Ss run. 
lly all 
ain be 
should 
W and 
> Same 
in the 
irst of 


shown 
about 
ve fair 
l it is 
Some 

most 
let up, 
re out 
rs are 
bridge 
jonally 
s been 
ps are 
sched- 
repre- 
rk out 
eet of 


active. 
are no 
rece, as 
ooring 
narket 


ntinue 
red by 
ig off. 
es are 


zdvised 
$1 on 
selects. 











stocks are practically exhausted. 
Door prices have advanced an average of 15 
cents. Sash remain unchanged. Demand for 
fir plywood shows a steady increase through- 
out the Southeast, and delivery has become a 
problem; prices remain stationary. 


Sugar pine 


Shreveport, La. 


SOUTHERN PINE—Demand is picking up 
a little, and prices are firmer. There is no 
change as to demand for various items, but 
orders cover a wider range of items. Log- 
ging has been rather difficult, and no mills 
have more than their usual complement of 
somewhat cur- 


logs. Mill output has been 

tailed, and stocks are pretty well shot for 
this time of year. 

SOUTHERN HARDWOODS —The market 


has been fairly quiet. Gum has felt most the 
lack of demand, but oak has suffered from 
loss of export business. Flooring mill pur- 
chases are not enough to cover the output 
of No. 1 common. Some shipments of ash 
have been made overseas, but practically no 
other items are moving. Mills are holding 
frm to their asking prices. They are low 
on some items of stock. The mills are run- 


ning their full 42 hours per week, though 
supply of logs has been reduced by wet 
weather. 


Warren, Ark. 


ARKANSAS SOFT PINE—A few days of 
sunshine have considerably aided in the dry- 
ing of the woods, but not sufficiently for 
logging operations to be resumed at any- 
thing like capacity. However, production has 
exceeded shipments, as the buyers are still 
showing a hesitancy in placing orders in ad- 
vance. Many inquiries are coming through 
for deferred shipment, but mills are reluct- 
ant to quote on them. While a few orders 
for mixed-car loading have been coming 
through, the bulk of purchases has been of 
such items as Nos. 2 and 8 center matched 
and 3- and 4-inch random length B&better flat 
grain flooring. There is a noticeable scarcity 
in 4-, 6- and 8-inch No. 2, and 6- and 8-inch 
No. 3 boards and shiplap. B&better flat grain 
flooring has also become very scarce. The 
supply of 4-inch No. 2 droppings grade of 
flooring also is becoming exhausted. Prices 
are holding firm. 


SOUTHERN HARDWOODS — The market, 
for the most part, has remained firm except 
on No. 2 sap and black gums, which have 
dropped off somewhat. There is a good sale 
for flooring oak. No. 1 red and white oak 
flooring in }{x2 %4-inch is exceedingly scarce, 
while demand continues to increase. There 
is also a good demand for select plain red 
oak flooring, which is not any too plentiful. 
Mills are also short of FAS red and white 
oak, FAS cypress, and FAS red gum. The 
woods are still too wet to permit logging, 
and the usual spring rainy season is yet to 


Kansas City, Mo. 


SOUTHWESTERN TRADE—During the last 


~ days there was a heavy influx of inquiries 
rom all branches of industry. Despite adverse 
weather in this area during January and most 


of February, lumber sales for the first three 
months of this year are expected to run at 
least 10 percent ahead of those for the same 
1939 period. Production was stepped up a bit 
4S weather turned more favorable. 


RETAIL—Following a bad slump during the 
last half of 1939 board feet sales of lumber 
at 149 reporting retail yards in the tenth 
Federal Reserve district in January were more 
than a third under those of a year earlier. 
na abnormal weather was largely responsible 
teed the 34.2 percent decline in January, as 
ares with a year earlier. Volume was 
z -l percent less than in December. Stocks of 
imber were 4.1 percent smaller than in Janu- 
ary, 1939, and were 0.6 percent larger than in 
December, the report showed. 


SOUTHERN PINE—Sales showed a small in- 


crease last week. Inquiry was heavy. Prices 
remained steady, and some lists showed up- 
ward readjustments. Stocks are ‘badly broken, 
particularly such items as 2x6-inch, 10-foot, 
1x6-inch No. 2 boards, and 2x10-inch, 12- and 
14-foot. 


WESTERN PINE—The Ponderosa market 
has been decidedly firm, and mills have been 
kept busy filling their backlogs, which already 
indicate full bookings until April 1. Inven- 
tories are not burdensome in any particular 
item. Demand is greater than production, and 
shipments have lagged because much of the 
stock in pile is not in shipping condition. 


OAK FLOORING—Sales continue in excess 
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of production and shipments, and prices are 
strong. Inventories are well under those of a 
year ago, and mills are anxious to build up 
stock preparatory to the spring movement. 


HARDWOOD—tThere is a distinct scarcity 
of choice hardwood stocks, and prices remain 
steady to strong. As sales continue in excess 
of production, there is little likelihood of any 
concessions. Some mills have advanced prices 
an average of 50 cents. Furniture manufac- 
turers were buying rather liberally, and also 
were requesting prices for future delivery. 


DOUGLAS FIR—The only item scarce at 
most mills is 1x6-inch C flooring and drop 
siding. Mills report a good inquiry from 
yards. 

SHINGLES—Little change was reported in 
the market. It has been too wet and cold to 
lay roofs in the South. Maintenance of prices 
by Canadian operators has been helpful. 


(Continued on Page 82) 








DOWICIDE-DIPPED 











Left: Sap stained lumber. 
: Dowicide - dipped 
bright lumber . . . what 
a difference Dowicide 
makes! 


Chemicals For..... 
Wood Preservation 


BRIGHT LUMBER 


Rid your yard, once and for all, from that 
“sneak-thief of quality” ... the menace of sap 
stain and mold .. . by specifying that every 
board, lath and timber, shipped onto your sid- 
ings, shall be DOWICIDE-reated. 


When DOWICIDE is applied at the mill, it 
carries the lumber safely through the seasoning 
period, protects it during transportation, and 
insures to you a clean, bright stock that will 
bring top prices in every market. 


Then you will build up a reputation for “Head- 
quarters of Good Lumber” . . . a business asset 
for any dealer. 
satisfy your trade, increase 
your sales and maintain your 
profits by eliminating de- 

grades and the costly 

culling of “seconds.” 


GET THIS 


Valuable Booklet that tells 
why DOWICIDE is so effec- 
tive as shown by government 
tests and time-proved practice. 


DOWICIDE... Distributed and Serviced by 


A. D. CHAPMAN & CO., INC. 


CHICAGO, ILLINOIS e NEW ORLEANS, LA. 


You will 
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RedDevily 
for QUALITY 


No. 024 


RED DEVIL PLATED GLASS CUTTERS 
New standard handles on all modern-line models— 
perfect finger rest. Heavily plated—cutters literally 
glide along the rule. Long-life wheel, hard bronze 
axle. Pregreased. Rust proof. 


DIAMOND 
POINT DRIVER 
Automatic. Drives points 


— 
at machine gun speed 
into hardest wood—from moO | 
any angle. Holds clip of —— ~ 
100 Diamond points. ~ SSSR cur, <6) 
Makes glazing easy. ( 


DIAMOND POINTS 
Madein 4” ands” lengths, 
100 to a stick. Will not 
corrode. Can be driven in- 
to hardest wood without 
a Best made for 
sash, mes or mirrors. 














TRIANGLE POINTS 


Made of pure zinc and zinc 
coated in 6 sizes. Handy 
packages of 2 oz. to 1 Ib. 
with free driving tool. 


WALL SCRAPERS 
PUTTY KNIVES 
WOOD SCRAPERS 
Best in performance be- 
cause they are best in 
quality. 
Send for Catalog 


) LANDON P. SMITH, inc. 


IRVINGTON, N. J. 











Correctly Designed Parts for 


TAIRWAYS 


Complete stocks for prompt shipment in OAK, 
RED GUM, BIRCH, YELLOW PINE. Other 
woods also available. 





With our modern equipment, we invite in- 
quiries to take care of your CIRCULAR and 
ODD STAIRWAY JOBS. Send us your prob- 
lems in special or difficult millwork. 


Write for Stair Folder “G.” 


Corbett Cabinet Mfg. Co., °* P"*: 





D 


DENNING Ornamental PICKET FENCE 
; md 


Fir and Yellow Pine pickets woven with 
heavy galvanized wire. Made in various 
heights. Colors: red, green, white and nat- 
ural. Very popular for yard and garden. 


Write for catalog and dealers price list. 













FROM THE BARN DOOR HANGER 
TO THE TINY CABINET HINGE 


Every item of Stanley Hardware is built and 
priced for the satisfaction of you and your 
customers, and advertised so it will sell. easily 














and profitably. Catalog No. 61 describes the 
line. The Stanley Works, New Britain, Conn. 


HARDWARE FOR CAREFREE DOORS 
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Eastern Trade News 


[F. J. Caulkins] 


Boston, Mass., March 4.—The lumber in- 
dustry in New England is moving into the 
spring months in a quite unsettled state of mind 
as to the probable direction in which price 
levels will move, for it has not yet been dem- 
onstrated what success the war office of Eng- 
land will have in its efforts to move overseas 
the vast quantities of Canadian spruce that is 
being sawed and piled for English account, 
nor has any decision been reached in negotia- 
tions at Washington for a revised contract for 
the disposal of the six to eight hundred million 
feet of salvaged hurricane pine that must find 
a market before the regular independent oper- 
ators—who also have an excess stock of pine 
salvaged from their own blown down logs—can 
hope to swing the New England pine market 
back to normal. 

While negotiations for this new contract were 
in progress in Washington last week, a delega- 
tion of twenty-five New England lumbermen, 
foresters and conservation experts arrived at 
the capital to present to the Joint Congressional 
Committee on Forestry a plea for more gen- 
erous treatment and support by the Federal 
Government for safeguarding the area against 
the current extreme forest fire hazard, and ap- 
pealing for more Federal funds for carrying out 
forest programs already under way in these 
States. 


WEST COAST WOODS—tTransactions in fir 
dimension and boards have increased steadily 
through February, both in the form of yard 
schedules calling for direct shipment from the 
mills and in the call for smaller lots at the 
wholesale yards for covering current require- 
ments at the retail yards. There is also per- 
sistent inquiry for transit lots, and if fairly 
prompt arrival is listed, desirable parcels of 
either dimension or boards will find ready tak- 
ers at a premium over regular mill shipment 
orders, which now rule at the $6.50 discount for 
dimension, from page 17 of West Coast list 
33. There are no offerings of hemlock at any 
price. For the smaller consignments, calling 
for delivery at Long Island Sound ports and 
at Albany, most offices are now dropping the 
discount 50 cents and $1 below the Boston and 
New York discount level, to cover the added 
charge made by the ship owners. This holds 
true also at Portland, Me., except for large 
consignments. Receipts by water at Boston 
docks in February tallied 7,685,451 feet and, 
with January added, show a two months to- 
tal of 19,539,226 feet, and compare with the 
average for that period in the past ten years 
of 14,682,479 feet. Inabilitiy to secure ship 
space as needed places many prospective or- 
ders on the waiting list. 


EASTERN SPRUCE—The market continues 
in a strong price position, and while a number 
of the more popular sizes are held at a prem- 
ium above list, there have been no quotable 
advances, though most operators insist that 
an early revision upward is anticipated. Some 
of the larger Canadian mills that always cater 
to the New England markets are expanding 
their spruce operations, in an effort to create 
a supply beyond that required in filling Eng- 
lish War Office orders, to enable them to con- 
tinue serving their regular customers on this 
side of the line. Beyond question this supply 
will be limited, and, as production at the 
Maine mills can not be substantially increased, 
the natural price trend for spruce when the 
building season opens a few weeks hence will 
be toward higher levels. Canadian transac- 
tions with the War Office call for the produc- 
tion of specified amounts of spruce and if not 
moved within sixty days after piling on the 
mill yard the producer gets his check for 90 
percent of its agreed price. The stock will 
then be moved as soon as shipping facilities, 
convoys ete. can be arranged. The New Eng- 
land yards have placed orders’ sparingly 
through February, but all mills have order 
files that will cover production through March. 


_Trucking of lumber through February has been 


almost at a standstill, due to difficult road con- 
ditions. Quotable prices for spruce remain at 
the same level established about Dec. 15. 


“puilt for service in the World War. 


LATH AND SHINGLES.—There have been 
few sales of lath, chiefly in small lots anq 
mostly at the Boston rate price of $3.50 for 
the 14-inch, and $4@4.25 for the wider size, 
The spring demand for eastern white cedar 
shingles is again active, with the extra grade 
firmly held at $4.35 per square, clears at $3.95, 
and the 2nd clears and clear walls at $3.10@ 
3.20. For the spring trade there is freer buy- 
ing of West Coast red cedars, but there js 
pressure to sell at the mill end, and the lower 
grades of 16-inch 5X are easier. In carload 
lots delivered at New England points, the 18- 
inch Perfections are quoted at $4.62; with the 
16-inch 5X No. 1 at $4.20@4.25; No. 2, $3.52, 
and No. 3, $2.86 to $2.90. From local storage 
in small lots to dealers, the Perfections are 
held at $5, with the 5X No. 1 at $4.60@4.70; 
No. 2, $4.25, and No. 3 at $3.40@3.50. 


EASTERN HARDWOODS. — Transactions 
have been light and, due to exceptionally dif- 
ficult road conditions through February, log- 
ging and lumber deliveries have been at a 
virtual standstill. The wood novelty and fur- 
niture plants have been testing the market to 
determine the spring price level, and the latter 
group has placed some new business for birch 
and maple inch boards and squares. The larger 
modern mills are holding FAS inch maple at 
$80@85, delivered, and the 2-inch at $95@100. 
Sales of the 2-inch full length plank, to grade 
No. 2 common and better, to the heel shops 
are at $74@78, and the short cross-cut 2-inch 
sell at $3@7 more. Most sales of inch FAS 
birch are at $5@8 under maple. 


PINE BOXBOARDS.—It is a sharp trading 
market, with liberal offerings of square edge, 
and pressure to sell by the operators. There 
appears to be no stable price level for any of 
the grades or sizes. There are sales of nar- 
row No. 4 common at $23@26, delivered, while 
the wider sizes, 6- to 10-inch, are quoted by 
some mills as high as $26@29 f.o.b. the ship- 
ping point. The box shops are not buying 
round edge freely, but most sales of fairly 
wide stock are at a range of $13@16 f.o.b. the 
mill yard. 


NEW YORK, N. Y. 


The consensus of leading dealers in this area 
as to the probable trend of the early spring de- 
mand for building lumber places the anticipated 
volume of mass production low-cost housing 
projects as well above that of. one year ago, 
though pointing to a still further curtailment 
of the better class of homes to be financed and 
occupied by the owner. Most dealers however 
in the communities 10 to 25 miles from the city 
expect many low-cost building projects that 
were withdrawn from the market one and two 


years ago to become active within the next 
two months. 


There has been noted a real increase in the 
volume of new business being booked at local 
wholesale offices. This applies to the western 
and southern pines in carload lots, but is strik- 
ingly true in connection with schedules of 
West Coast fir for direct shipment by water 
from the mills. For this class of business 
the seller that can make deliveries is in @ 
strong price position, for, in addition to the 
growing scarcity of ship space, there is per- 
sistent pressure by ship owners for a further 
advance of $2 to $2.50. That this space and 
rate situation is acute is seen in the fact that 
a group of local intercoastal leaders were 
summoned to Washington for a conference on 
Feb. 21 with the Maritime Commission, which 
was attended also by Col. W. B. Greeley, of 
Seattle, manager of the West Coast Lumber- 
men’s Association, by other western shippers 
and by Otis N. Shepard, of Shepard & Morse 
Lumber Co. and Shepard Steamship Co. It 
was disclosed by the Commission that it had 
a reserve fleet of twenty vessels that could 
be reconditioned and made available for this 
intercoastal run at a cost of $75,000 to $125,- 
000 each. There was nothing in the law that 
would bar these boats from performing this 
domestic service. On the other hand, the Com- 
mission has a fleet of approximately 100 ships 
Under 
existing law, as these boats are more than 








Mai 


20 3 
for¢ 
mal 
don 


dim 
inc] 
shi} 
ord 
pag 
lot 

wee 
The 
at 


$29 


slig 
for 
ing 
am 

< 


has 
Fe} 
Pri 
pas 
pli 
to 

val 


cal 
wil 
sm 
Ba 
Fo 
po! 


an 


Smead 


= n/m oe) 





$ 
been 
and 
) for 
Size, 
‘edar 
‘rade 
53.95, 
10@ 
buy- 
‘e is 
ower 
‘load 
> 18- 
1 the 
3.52, 
rage 
, are 
4.70; 


tions 
dif- 
log- 
at a 
fur- 
et to 
atter 
birch 
irger 
le at 
1100. 
‘rade 
hops 
-inch 
FAS 


ding 
edge, 
‘here 
y of 
nar- 
vhile 
d by 
ship- 
ying 
airly 
. the 


area 
x de- 
vated 
ising 
ago, 
ment 
| and 
yever 
city 
that 
two 
next 


1 the 
local 
stern 
trik- 
s of 
vater 
iness 
in @ 
» the 
per- 
rther 
and 
that 
were 


ships 
‘nder 
than 





March 9, 1940 








20 years old, they may not be used except for 
foreign voyages. A change in the law would 
make it possible to add these boats to the 
domestic fleet. 

Local offices report much freer sales of fir 
dimension and boards, and buyers are more 
inclined to place round-lot orders for direct 
shipment from the mills. For this type of 
orders the discount is very firm at $6.50 off 
page 17 of West Coast list 33, and a transit 
lot of desirable sizes, to arrive within two 
weeks, commands a premium over this figure. 
There are no offerings of hemlock dimension 
at any price. Most lots of boards are running 
90 percent fir, are well sold up and firm at 
$29@29.50 for No. 2, and $26.50@27.50 for No. 
3 Local receipts by water in February were 
slightly below the January total, but listings 
for March show a sharp increase. Local book- 
ings in March will be held in check by the 
amount of ship space available. 

Some very nice business in eastern spruce 
has been done through the latter half of 
February, though chiefly in carload lots. 
Prices are firm at the level held during the 
past three months though, due to scant sup- 
plies at the Provincial mills, and the pressure 
to move war orders overseas. An early ad- 
vanee is confidently predicted in most local 
offices. There are limited offerings of small 
cargoes of spruce dimension at $37@37.50, 
with random lots $1@2 less. The supply of 
small boats for this run is ample, with the 
Bay of Fundy to New York rate at $5.75@6. 
For all-rail delivery at Harlem River rate 
points, the small dimension sizes are firm at 
$35@36, with the 6- and 8-inch at $40@41, 
and the 10- and 12-inch at $44@45. 


Norfolk, Va. 


NORTH CAROLINA PINE—Bad weather in 
the North and East has slowed up business. 
When a few sun-shiny days come along the 
market opens up immediately. Insistence on 
quick delivery denotes that the yards have 
small inventories. Inquiries have been more 
numerous. Mills expect to benefit from re- 
striction of West Coast competition because 
of shortage of boats. Many mills making a 
specialty of small dressed framing in mixed- 
car lots, or of air dried roofers, are practi- 
cally cleaned out of dry lumber. There has 
not been the demand for B&better pine that 
many expected, so big band kiln drying mills 
have a surplus. Many southern yards have 
been buying all the good air dried B&better 
they can get. There has been very little 
movement of No. 1 common. Many box manu- 
facturers have been depending on their in- 
ventories and others on unshipped lots on 
order. Some are looking for lower prices on 
both rough and dressed and resawn. In- 
quiries for mixed cars of dressed framing 
have increased recently, but mills are unable 
to promise quick shipment. The 18- and 
20-foot lengths are very scarce. Demand for 
mixed cars of No. 2 and better air dried 
stock widths and air dried roofers has been 
light. Georgia Main Line prices on air dried 
roofers have been: 4-inch, $13@13.50; 6-inch, 
$18.50; 8- and 10-inch $18, and 12-inch, 


$18@19.50. 
Buffalo, N. Y. 


The lumber trade continues to be affected 
by winter weather, with an unusually heavy 
snowfall holding back the purchase of stocks 
by many retailers. Prices are firm. Lumber 
Stocks in the yards are only moderate. The 
strike at Atlantic ports and the shortage of 
vessel space on the West Coast are disturb- 
ing factors. 


WESTERN PINES—Advancing prices have 
been recorded lately in both Ponderosa and 
Idaho common. Grades particularly strong 
are No. 4 Ponderosa and Nos. 1 and 83 Idaho. 
Wholesalers report that it is difficult to get 
orders filled with any degree of promptness, 
and the mills report that shortage of vessel 
space has been becoming more acute, due to 
Sales of vessels for use abroad. Stocks in 
the East are much depleted. 


HARDWOODS—tTrade remains rather back- 
ward, largely because of winter weather. 
Buying is chiefly restricted to immediate 
heeds of consumers. 


NORTHERN PINE—The market is not at 
all brisk, as most retailers are waiting for 
more Settled weather before adding to their 
Supplies. Mills have no large surplus, and 
Prices are about steady. 














Write for 
complete information 


HEATILATOR COMPANY 
583 E. Brighton Ave. Syracuse, N. Y. 











Time to Start Selling 
Ladders, Mr.Lumber Dealer 


Now comes a big long ladder- 
selling season. Ladders 
needed for the many building, 
i remodeling and painting jobs. 

Ladders needed in homes, 
stores, shops. Get started now, 
Mr. Lumber Dealer. Stock and 
push the famous Babcock 
, Genuine Air-Dried Spruce 
Ladders. Strong, safe, light, 
easy to handle, easy to sell. 
The latest Babcock improve- 
ment is tying all four corners 
of every extension and single 
ladder with STEEL RUNG 
BRACES. Adds rigidity and 
long life. There’s a Babcock 
for every ladder need. Try a 
sample shipment. You'll like 
the way they sell. Sample 
ladders furnished for display. 
Today. write for full informa- 


tion. 
THE W. W. 
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Rung Braces 


‘ BABCOCK Co. 


BATH, N. Y. 
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TIMULATES INTEREST 


PENS NEW SALES FIELDS 


PEEDS UP TURNOVER 


ECURES MORE PROFITS 


Send for interesting job- 
bers Proposition today. 


SOSS MANUFACTURING CO. 


657 E. ist Ave., Roselle, N. J. 





(Continued from page 79) 


Memphis, Tenn. 


SOUTHERN HARDWOODS—Continued cold 
and wet weather has curtailed input of logs 
and manufacture of lumber throughout the 
producing belt. Demand has continued fairly 
strong, and a shortage of air dried lumber 
is beginning to appear. Hardwoods should be 
air dried for six months before being put into 
a dry kiln. The heavy demand last fall made 
great inroads into air dried stocks. Where 
air seasoned wood generally requires from 
seven to nine days for kiln drying, now, ow- 
ing to the excessive moisture in wood avail- 
able, it requires from 12 to 14 days. This 
forces up the cost of drying, increase in 
which is one of the factors represented in 
the current upward price tendency. Most 
hardwoods sell from $1 to $2 more than they 
did two weeks ago. The demand is general, 
coming from many industries but with fur- 
niture makers taking the largest quantities. 
Shortage of properly air dried flooring stock 
is being reflected in higher prices, although 
the advance in mixed flooring oak has not 
been as great as in oak for other uses. 


OAK FLOORING prices have been stabil- 
ized during the past two weeks, and conces- 
sions from publicized lists have been discon- 
tinued by most manufacturers. 


Cincinnati, Ohio 


HARDWOODS—Inquiry is improving. Fur- 
niture factories are coming back into the 
market, mostly for 4/4 No. 1 common oak, 
red and sap gum, and 2-a poplar. General 
inquiry is pretty well scattered over the list, 
covering mostly small lots. Interior trim fac- 
tories are buying. Flooring factories report 
a backlog covering about 35 days’ output. 
Prices are unchanged. The new character- 
marked solid hardwood paneling is making 
progress, many small orders being received 
from retailers. 

SOFTWOODS—Southern pine and cypress 
orders are increasing. Retailers both here and 
up-State, as well as in the river towns, are 
already filling up holes in stocks by moderate 
purchases. 
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THE BUSINESS RECORD 








New Ventures 


CALIFORNIA. Burbank—Henry & Cox Lumber 

Co. has entered the retail lumber business at 3210 
Winona Avenue. 
_ Bellflower—Carr-Wenholz Lumber Co. will estab- 
lish a yard here, carrying a complete stock of all 
grades of lumber, building materials, paint and 
builders’ hardware. 

Greenville—H. J. (James) Neel has entered the 
wholesale lumber business, with head offices in 
Sacramento. 

; GEORGIA. Buckhead—North Fulton Lumber Co. 
is opening a yard here, carrying lumber and build- 
ing materials. 

OHIO. Rossmoyne— George Runck and _ his 
brother, Donald Runck, have opened a new lumber 
business here. 

TENNESSEE. Dayton—T. L. Robinson Lumber 
Co. is establishing a yard here. 

TEXAS. Seminole—Cisco Lumber Co. has opened 
a lumber yard here, carrying building materials, 
wallpaper, paints, building hardware, plumbing 
supplies and fixtures and electrical equipment. 

Sulphur Springs—Jack W. Byrd Lumber Co. is 
a new business here. 

WASHINGTON. Tacoma—Westwood Furniture 
Manufacturing Co. will specialize in low priced 


—— utilizing plywood as its principal ma- 
terial. 


Incorporations 


ILLINOIS. Peoria—John Proctor Lee Lumber 
Co., 516 West Richwood Boulevard. 

Salem—Dave Ryan Lumber Co. (Inc.); general 
lumber business, specializing in oil field trade. 

INDIANA. Indianapolis—Processed Veneer Corp., 
2140 Montcalm Street; to do a general lumber 
business. 

New Albany—Ohio Valley Trading Co.; to buy, 
sell and process foreign lumber and also to handle 
lumber and manufacture veneer and panels. 

KENTUCKY. Lexington—Lexington Veneer Co.; 
$26,000; to manufacture plywood and veneer and 
to purchase and sell logs and lumber of all kinds. 

NORTH CAROLINA. High Point — Southern 
Builders (Inc.); to make and sell lumber and 
building materials. 

SOUTH CAROLINA. Aiken—Carolina Lumber & 
Supply Co.; $5,000; to deal in everything having 
to do with timber and timber products. 

Ridgeland—Ridgeland Box Manufacturing Co.; 
$10,000; to deal in land, timber and lumber, and 
to manufacture lumber and timber products. 

WISCONSIN. Adell—The Zuengler Co.; $25,000. 
To deal in lumber and furniture. 

CANADA. BRITISH COLUMBIA. Vancouver— 
Sauamish Mills (Ltd.), 543 Granville Street; $10,- 
000. Logging owners and operators. 

Vancouver—Northwestern Hardwoods (Ltd.), 525 
Seymour Street; $10,000. Timber merchants. 


New Mills and Equipment 


CALIFORNIA. Adin — Edgerton Bros. Lumber 
Mill is replacing its old circular saw headrig with 
an eight-foot band saw with roller bearings and 
a new carriage. The planing mill is being re- 
conditioned and a new power plant will be in- 
stalled. 

KENTUCKY. MHopkinsville—R. C. Owen Lumber 
Co., whose plant has been shut down since the 
$40,000 fire last fall, is rebuilding on a larger scale. 


MICHIGAN. Baraga—Canadian Pine & Timber 
Co. has announced the location of a planing mill 
and concentration yard here. 

EGON. Pilot Rock—Pilot Rock Lumber Co. 
will construct a sawmill and planer here. 


WASHINGTON. Vancouver—Gram Manufactur- 
ing Co. and the Taylor Spruce Co. are abandoning 
their Portland location and moving their entire 
operations to their Vancouver plant, which has 
been operated the past three years as a ‘“feeder’’ 
plant for the Portland factory. Considerable new 
machinery will be installed. 

Vancouver—Vancouver Plywood & Veneer Co. 
has installed $60,000 worth of new drying machin- 
ery, which will increase production. 


Casualties 


INDIANA. Plainfield—Kirtley Lumber Co. office 
building, millroom, paint and building material 
storage building, as well as garage and two trucks, 
destroyed by fire, with loss estimated at $30,000. 
The greater part of the loss was covered by in- 
surance. Plans are being made for rebuilding. 


MICHIGAN. Cadillac— The former Cummer- 
Diggins mill, occupied by the Ensign-McGovern Co. 
and the Wood Parts Co., destroyed by fire. Loss 
to both companies was estimated at $75,000 for 
machinery and stock. 


MISSOURI. Kansas City—Gateway Forest Prod- 
ucts Co., Scarritt and Ewing Avenues, damaged 
about $15,000 by fire. 


NORTH CAROLINA. Albemarle—Piedmont Fix- 
ture & Mantel Co. had main building and all the 
machinery destroyed by fire, with loss estimated 
between $20,000 and $25,000, partially covered by 
insurance. The plant had been leased to the 
Young Manufacturing Co. of Norwood since Jan. 1, 
and fixtures in process of construction, as well 


as a carload of gum lumber just unloaded, were 
destroyed. 

SOUTH CAROLINA. Kingstree — Bynum-Owen 
Lumber Co. had three dry kilns and 250,000 feet 
of lumber destroyed by fire, with loss estimated 
between $35,000 and $40,000, only partially covered 
by insurance. 

WASHINGTON. Aberdeen — Aberdeen Plywood 
Co. destroyed by fire, with loss estimated at $700,- 
000, practically all covered by insurance. Included 
in the loss was $50,000 in finished plywood stock 
and supplies. It is not known if the plant will be 
rebuilt. 

WEST VIRGINIA. Grafton—W. A. Woodyard 
Lumber Co.’s planing mill destroyed by fire, with 
an estimated loss of $50,000, only partially covered 
by insurance. 


Business Changes 


ARIZONA. Miami—John C. Light Lumber Co, 
succeeded by G. D. Creasman. 

FLORIDA. Gainesville—Gainesville Manufactur- 
ing Co, succeeded by Edwards Manufacturing Co. 

ILLINOIS. Aledo—Edwards-Nesbitt Lumber Co. 
name changed to Edwards Lumber Co. 

INDIANA. Terre Haute—Dresser Lumber & 
Supply Co. (Inc.) name changed to Pease-Overton 
Lumber Co. (Inc.). 

LOUISIANA, Luling—Luling Lumber Yard suc- 
ceeded by Terrebonne Lumber & Supply Co. (Inc.). 

MINNESOTA. Park Rapids—Colgrove & John- 
son succeeded by Park Rapids Saw Mill Co. 

MISSOURI. Cabool—Cabool Lumber Co. and 
Ozark Lumber Co. are being merged and will be 
known as the Cabool Lumber Co. 

Williamsville—Greer-Harrison Handle Co. suc- 
ceeded by Sheridan Handle Co. 

NEVADA. Las Vegas—Frank Beam Lumber Co. 
succeeded by Home Lumber & Coal Co. 

OHIO. Huron—Valentine A. Fries incorporated 
as V. A. Fries Lumber Co. 

OKLAHOMA. Crescent—Fullerton-Stuart Lum- 
ber Co. succeeded by Crescent Lumber Co. 

Pawhuska—Old Ben Products Co. changed name 
to Osage Building Material Co. 

OREGON. Cherryville—Gant Lumber Co. suc- 
ceeded by Mount Hood Lumber Co. 

Eugene—Cavenah Lumber Co. succeeded by Mc- 
Daniel Lumber Co. 

TEXAS. Meridian—F. T. Shaffer succeeded by 
Don Cameron. : 

San Antonio—San Antcuio Body Co. succeeded 
by Hobbs Manufacturing Co. 

WASHINGTON. Ellensburg — Ortman Lumber 
Co. succeeded by Stevens Lumber Co. 

Tacoma—Glen Brown has purchased the plant 
formerly occupied by che Modern Lumber & Supply 
Co. at South 11th and Cushman Streets and has 
reopened it as the Brown Roofing & Lumber Co. 

WISCONSIN. Baraboo—Deppe Lumber & Pro- 
duce Co. succeeded by Deppe Lumber Co. 

Oshkosh—Oshkosh Lumber & Millwork Co. suc- 
ceeded by Millwork Supply Co. 





Cypress Producer Announces 
Mill Tour Department 


PaLatKa, Fia., March 4.—Inauguration of 
a new department to conduct visitors through 
the plant of the Wilson Cypress Co., here, has 
been announced by C. R. Macpherson, in 
issuing an invitation to the public, as well as 
all lumbermen to inspect the large, all-elec- 
trically operated cypress mill. Tours of the 
plant will be under the direct supervision of 
W. P. Merriam, who has long been identified 
with the cypress industry in Florida. Visitors 
will be met at a newly constructed office, adja- 
cent to the company’s administration building, 
and will be conducted through the plant so 
that they may see every operation, from the 
time the log leaves the water until the finished 
lumber is stacked. 





Canada's Exports Above 1939 


MonrreaL, Que., March 4.—Canadian lum- 
ber exports picked up again in January to 4 
point where the like month of last year was 
exceeded by some 28.6 percent, against a gain 
of 20.5 percent over 1939 shown in the pre- 
vious month. Shipments to the United King- 
dom accounted for $1,987,310, or about 47 per- 
cent of the $4,179,467 total, while the shipments 
to the United States accounted for over 28 per- 
cent. In December the comparative shares 
were, respectively, 41 percent and 33 percent. 
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Thomas B. Thames, president of the Thomas 
B. Thames Lumber Co., Cincinnati, is making 
a tour of the southern yellow pine mills in 
the Gulf States. 


Grant Dixon, president of the Western Pine 
Manufacturing Co., Ltd., Spokane, Wash., has 
returned from a two-months’ stay in southern 
California. 


Following an illness of three weeks, M. S. 
Baer of the hardwood producing and distribut- 
ing firm of Richard P. Baer & Co. in Balti- 
more, Md., is back at work. 


Frederick K. Weyerhaeuser of St. Paul, 
Minn., president of the Weyerhaeuser Sales Co., 
has been appointed a director of the National 
Association of Manufacturers. 


R. E. Williams, a retail lumber dealer in 
Silex, Mo., earned $50 recently on a radio quiz 
program in St. Louis. Mr. Williams is plan- 
ning to visit Washington, D. C., soon. 


Edwin H. Ward, several times president of 
the Cincinnati Lumbermen’s Club and sales 
manager of the Dwight Hinckley Lumber Co., 
has been confined to his home due to illness. 


Edward L. Kirk, traffic manager of the Pa- 
cific Mutual Door Co. of Tacoma, Wash., has 
been nominated to serve a two-year term on 
the board of directors of the Transportation 
Club of Tacoma. 


Alfred C. Moss, president of the Keystone 
Frame & Manufacturing Co. in Spokane, Wash., 
is back in his office following a business trip 
East on which he stopped in Chicago, Cleve- 
land and New York. 


Frank St. Clair, Jr., general manager of the 
Berwick (Pa.) Lumber & Supply Co., has been 
appointed chairman of the Building Trades & 
Allied Manufacturers committee in the Job 
Mobilization campaign. 


Philip Garland, vice president and general 
manager of the Oregon-Washington Plywood 
Co., has been elected secretary-treasurer of the 
newly formed Tacoma, Wash. branch of Amer- 
ican Youth Hostels, Inc. 


Paul R. Smith of Seattle, Wash. of the 
M. R. Smith Lumber & Shingle Co.. and offi- 
cials of the Maurice Angly Lumber Co. of 
Houston, Tex., inspected the Angly interests 
in south Texas in mid-February. 


Dealers for the Wood Conversion Co. in 
Baltimore, Md., and its territory attended a 
meeting in Baltimore, Feb. 26, at which the 
company’s products were exhibited and their 
uses to best advantage explained. 


C. W. Hagemeyer, president Hagemeyer Lum- 
ber Co., Inc., Cincinnati, is back from an ex- 
tended trip to the mills of the Pacific Northwest. 
He reported lumber business good in the North- 
west, with higher prices expected. 


_Fred C. Gardner, secretary-treasurer of the 
E. C. Atkins Co., saw manufacturer of Indian- 
apolis, has been re-elected president of the 
Columbia Club in Indianapolis. He is serving 
as president for the fourth time. 


The Southland Lumber Co., Mission, Tex., 
Was visited by Lynch Davidson and W. E. Mc- 
Cracken of Lynch Davidson & Co., Houston, 
Tex., Feb. 22. Winston Jenkins is manager 
of uy Mission unit of Mr. Davidson’s line of 
yards. 


_ The annual observance of Wildlife Restora- 
tion Week in Hackensack, N. J., March 17-23, 
received the support of Hiram B. Blauvelt, 
president of the Comfort Coal & Lumber Co., 


in an interview appearing in a newspaper of 
the city. 


Congratulations are being received by D. D. 
Earing of Morristown, N. Y., for having com- 
pleted 50 years of service with Gillies Bros., 
Ltd., Braeside, Ont. He is prominent in his 
town, and is president of the Frontier Na- 
tional Bank. 


Recent visitors to Buffalo lumber offices in- 
cluded: Lawrence Culter of the Hammond 
(B.C.) Cedar Co.; H. Keith Lefroy, G. L. 
Magann & Co., Toronto, Ont., and John A. 
Thornton, Rochester, N. Y., western’ New York 
representative, Homasote Co., Trenton, N. J. 


George K. McCorkle of Chicago, who has 
been associated with the Edward Hines Lum- 
ber Co., the John Schroeder Lumber & Supply 
Co. in Milwaukee, and the Material Service 
Corp. in Chicago, has joined the personnel of 
C. Starkweather & Son, Inc., at Beaver Dam, 
Wis. 

Business and pleasure took W. R. Beale of 
Davenport Peters Co., Boston wholesalers, to 
California recently where he spent a few days 
each in Los Angeles and San Francisco. He 
was accompanied by his wife, and made the 
home-bound trip via the Grand Canyon of the 
Colorado River. 


The annual meeting of Mixer & Co., Buffalo 
wholesalers, was held recently and the follow- 
ing officers were re-elected: President, E. W. 
Conklin; first vice-president and treasurer, R. 
E. Fairchild; second vice-president, T. W. 
Reeves; secretary, Miss Florence Lee. Direc- 
tors were also re-elected. 


Employees of the Kimball & Prince Lumber 
Co. in Vineland, N. J., honored Eugene M. 
Kimball at the twenty-fifth annual employees’ 
dinner recently. Mr. Kimball has been presi- 
dent of the firm 25 years, and associated with 
it for 45 years. The company was founded by 
his father, Myron C. Kimball. 


Sid L. Darling, secretary-directing manager 
of the National-American Wholesale Lumber 
Association, addressed the Buffalo Lum- 
ber Exchange at the regular weekly meeting, 
Feb. 23. He spoke optimistically as to the out- 
look for lumber business as the result of a 
recent trip through the middle West. 


Vern W. Malloy has been named sales super- 
visor for the States of Maryland, Pennsylvania 
and Delaware and Washington, D. C., by the 
California Redwood Distributors, Ltd. His ad- 
dress is 106 West University Parkway, Balti- 
more, Md. Mr. Malloy was formerly connected 
Mata New York office of the Pacific Lum- 
ber Co. 


Announcement is being sent to its custom- 
ers by the J. C. Proctor Lumber Co. of Peoria, 
Ill., that after 95 years at its present location 
it will move into a new plant at 300-316 North 
Washington St. about Aug. 1. The new building 
materials store will contain countless items 
that go into the construction of any type of 
structure. 


Max M. Haden, who for the past seven years 
has been manager of the E. L. Bruce Co. plant 
in Little Rock, Ark., has been promoted to gen- 
eral sales manager of the hardwood dimension 
division of the firm at Memphis, Tenn. Mr. 
Haden’s former position is now filled by Brooks 
W. Ferrell who was previously at the Bruce 
office in Cairo, Iil. 


The following Buffalo lumbermen are on 
southern vacations: H. Morton Jones, presi- 
dent of the R. T. Jones Lumber Co., is spend- 
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ing two weeks at Miami Beach, Fla.; H. B. 
Gorsline, secretary-treasurer, National Lumber 
Co., is spending March in St. Petersburg, Fla. ; 
Raymond E. Grove, vice-president of Palburn, 
Inc., is taking a three-weeks’ vacation in South 
Carolina. 

Laurel E. and Lucien Ruby, owners of the 
Ruby Lumber Co., Madisonville, Ky., have 
taken J. Edwin Ruby and John F. Casner into 
the firm as part owners. J. Edwin Ruby will 
continue in charge of all larger construction 
projects, and Mr. Casner, who has been with 
the company since 1922, will remain in charge 
of the office. The Ruby Lumber Co. was 
founded in 1880. 


P. L. Webber, millman of Marinette, Wis., 
has purchased the timber holdings of Earl 
Crawford near Cedar River, Mich. The prop- 
erty includes a complete set of logging camps 
and equipment. The timber tract consists of 
500 acres of virgin cedar, hemlock and pine 
which is regarded some of the best in the 
Upper Peninsula. No cutting may be attempted 
this season, but operations will get under way 
next winter. 


A group of members of the Portland, Ore., 
staff of the Simonds Saw and Steel Co. were 
in Longview, Wash., Feb. 22, as guests of 
George P. Downey, the company’s Longview 
representative. While in Longview, they in- 
spected the plant of the Long-Bell Lumber Co. 
Those in the party included Fred Austin, Bert 
Cahill, Charles Darling, Clarence Ekstrand, 
Larry McDowell, Allen Mohr, Walker Wilson, 
and Ted Wahlstrom. 


With his retirement from the Mount Pleasant 
(Mich.) Lumber Co., George Bugbee, presi- 
dent, has closed a successiul 27-year busi- 
ness career. Before starting in business with 
W. D. Hood, Mr. Bugbee was connected with 
the Wolverine Lumber Co. in Bay City, Mich. 
Years before it was a more or less common 
practice for retail lumbermen to supply archi- 
tectural service to customers, the Mount Pleas- 
ant firm inaugurated the custom. 


Nelson Courtlandt Brown, head of the de- 
partment of forest utilization at New York 
State College of Forestry, Syracuse, N. Y., 
was at Purdue University from March 10 to 
14, to give a series of lectures in the general 
field of wood utilization. Prof. Brown also 
was principal speaker at the eleventh annual 
Forestry Club banquet, his subject being “The 
Role of Wood in Modern Warfare.” All of 
Professor Brown’s talks were amply illustrated 
with pictorial material. 


Roderic Olzendam of Tacoma, Wash., public 
relations director of the Weyerhaeuser Timber 
Co., addressed the Centralia, Wash., Rotary 
club, Feb. 20, giving a history of the forest 
products industry from time of the landing of 
the Pilgrims at Plymouth Rock to the present 
day. He stressed improvement of equipment in 
recent years as well as the improved working 
and living conditions of woods workers. He 
said that the new Weyerhaeuser Timber Co. 
camp at McDonald, near Centralia, is one of 
the largest and most modern in the world today. 


Supervisors of six California national for- 
ests will be assigned to new posts in March 
following the retirement of Thomas J. Jones, 
supervisor of the Klamath National Forest. 
Mr. Jones will be succeeded by W. V. Jones at 
Yreka, coming from the San Bernardino forest. 
DeWitt Nelson of Nevada City goes to San 
Bernardino, and is followed at Tahoe by 
Guerdon Ellis who is succeeded at Trinity for- 
est in Weaverville by A. J. Brennois. P. D. 
Hanson, in the regional forestry office in San 
Francisco three years, will go to Susanville as 
supervisor of Lassen forest. 


The Atkins Pioneers, employees of the E. C. 
Atkins Co., saw manufacturers of Indianapolis, 
who have been with the company 20 years or 
more, held their annual party Feb. 24. Albert 
Hert, a sawsmith, was among the guests of 
honor, receiving his 55-year service emblem. 


Amemcanfirmberman 


Raymond P. McKinney was elected president. 
H. C. Atkins, Sr., president, and Fred C. 
Gardner, secretary-treasurer of the company, 
are active members of the club and wear 55- 
year service pins. William A. Atkins, vice 
president of the company, has a 45-year pin. 
They were among the speakers at the banquet. 


Tacoma’s lumber industry was represented 
by a large delegation at the annual convention 
of the Western Retail Lumbermen’s Associa- 
tion at Salt Lake City, Feb. 22, 23 and 24. 
Those who attended from there included Mr. and 
Mrs. Morris Kleiner of the Model Lumber Co.; 
Don B. Hartman, manager Lumber Promotion, 
Inc.; Mr. and Mrs. Norman Cruver and Mr. 
and Mrs. Paul Smith, Wheeler Osgood Sales 
Corp.; Mr. and Mrs. Robert Richardson, Home 
Fuel & Lumber Co.; L. M. Bullen, Weyer- 
haeuser Sales Co.; Charles E. Devlin, Douglas 
Fir Plywood Association; Mrs. Ruth Matchell, 
Reliance Lumber Co., and Howard Selby, Allied 
Building Credits. 





RETAIL YARD CHANGES 


WeEsrtsrook, Tex.—H. S. Huffaker, formerly 
of McCamey, has succeeded Van Boston as 
manager of the local Burton-Lingo Co. yard. 


AMARILLO, TeEx.—After ten years away from 
this city, Grady Stubbs, who formerly had the 
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Canadian Cooperage Firm 
Celebrates 


Victoria, B, C., March 2.—Unique in the story 
of western Canadian industrialism was the ban- 
quet and entertainment held here recently to 
celebrate the fiftieth anniversary of the Cana- 
dian Western Cooperage (Ltd.). Not only did 
the event mark the half century since Michael 
Sweeney started making barrels in a little shop 
here in 1890, but it commemorated 100 years of 
continuous cooperage activities in British Co- 
lumbia. It was at Fort Langley, about 1840, 
that the Hudson’s Bay Co. started manufactur- 
ing barrels on a considerable scale. 





West Coast Company Announces 
Three Employee Promotions 


Loncview, WasuH., March 2.—Transfer of 
C. K. Fleming, who for the last four years has 
been general manager of the Klamath Falls, 
Ore., division of the Long-Bell Lumber Co., to 
the post of assistant to J. D. Tennant, vice 
president and general manager of the company, 
has been announced here. George S. Hays, 
for the last fifteen years assistant general man- 
ager of the company, here, has been transferred 
to Klamath Falls to assume the post vacated by 
Mr. Fleming. Company officials said that Mr. 
Fleming probably will remain at Klamath Falls 





SAWS NOTHING NEW TO ZULUS 





Stewart Hunt, Henry 
Disston & Sons, (Inc.), 
Philadelphia, Pa., at the 
left, and Mr. Black of 
Youldon & Glencorse, 
Ltd., Johannesburg, South 
Africa, are shown above 
with two native Zulus. 
Although the Zulu war- 
riors are primitive in 
some respects, they are 
intelligent in the use of 
efficient saws and tools of 
our day. In response to 
Mr. Hunt's question of 
what they thought of 
Disston saws, the Chief- 
tain, he of the war bon- 
net, after feeling the saw 
and hefting the blade, 
said "Disston has the 
¥ edge.” . 





Stubbs Lumber Co., here, has returned as man- 
ager of the Foxworth-Galbraith Lumber Co., 
which has succeeded the Amarillo Lumber & 
Supply Co. Since 1929, Mr. Stubbs has been 
managing the Foxworth-Galbraith Lumber Co. 
in Holbrook, Ariz. 


Frisco, Tex.—The new manager at the local 
Lyon-Gray Lumber Co. yard is S. R. Cooper 
of Royse City. He succeeds G. E. Pratt who 
is in poor health. 


Verona, Onto—S. G. Trissel has resigned 
from the managership of the Baltimore Lumber 
Co., here, after serving 27 years. He is suc- 
ceeded by Walter Bliss, who becomes manager 
and treasurer. 


Granp Junction, Coto—G, A. White was 
recently appointed manager of the Gibson Lum- 
ber & Mercantile Co. 


CoLomo, Micu.—Henry Bekkering of Kala- 
mazoo has accepted the management of the 
Michigan Shore Lumber & Supply Co., suc- 
ceeding Ralph Washburn, who resigned to be- 
come a partner in the Jennings-Washburn Lum- 
ber Co. at Benton Harbor, Mich. 


until the last of April or the first of May. 
J. Frank King, formerly connected with the 
Long-Bell company, in the South, at Longview 
and at Ryderwood, will become assistant gen- 
eral manager at Klamath Falls. Dan Walsh, 
civil engineer for the company for many years, 
will assume a part of the duties formerly filled 
by Mr. Hays, here. 





Woodwork Engineer Honored as a 
"Modern Pioneer" 


Ciinton, Ia., Mar. 5.—Sern Madsen, en- 
gineer and research director of the Curtis Com- 
panies (Inc.), here, manufacturers of Curtis 
woodwork, was one of a group of “modern 
pioneers” honored by the National Association 
of Manufacturers at a banquet and program 
recently in Chicago. The modern pioneer pro- 
gram is industry’s observance of the 150th 
anniversary of the founding of the American 
patent system. Mr. Madsen was selected as a 
modern pioneer for his many contributions to 
the woodworking and building’ industry. Dur- 
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ing his many years of service with Curtis, he 
has received sixty-nine patents and has fifteen 
more pending. One of his outstanding achieve- 
ments was the development of the Curtis Silen- 
tite pre-fit window unit, which, according to 
company officials, was the first basic improve- 
ment in double-hung window construction in 
nearly 300 years. He also developed the Curtis 
Silentite casement unit—Mitertite trim—and 
numerous other products and machines which 
have greatly improved modern woodwork and 
modern homes. Mr. Madsen is also the in- 
ventor of improved machines and new methods 
used in the production of fine builder’s wood- 
work. 


ae 





3,000 Honor 72-Year-Old 
Dealer On 17th Birthday 











Cogcon, Iowa, March 4.—Seventy-two year 
old A. W. Savage, owner of the Savage Lum- 
ber Co. in this town of 500 people, was the 
honor guest at a community-wide celebration 
on his seventeenth birthday, Feb. 29. There 
was no Feb. 29 in 1900. It was “A. W.’ Day,” 
and practically the whole business section 
closed to pay tribute to the town’s beloved citi- 
zen. Coggon school children were dismissed 
to begin the holiday with a free movie at 10 
a. m. 

Not only residents of this place and its ad- 
joining area were present, but hundreds of 
friends and special guests from Cedar Rapids, 
Central City, Center Point, Dubuque, Waterloo 
and other cities were on hand. Altogether, 
about 3,000 persons helped the lumberman ob- 
serve his once-in-four-years birthday. 

A noon luncheon, including birthday cake, 
was served to everyone. Short comedies and 
moving pictures of Mr. Savage’s favorite sub- 
ject—the lumber industry—were shown. Ex- 
hibits of varied pieces of polished wood and 
other products from the Savage yard were on 
display. Since the retail lumberman has always 
been in the one business, the tickets for 75 
helpers and guests at the evening dinner were 
made of wood. 





Philadelphia Office Not Closed 


PHILADELPHIA, Pa., Mar. 5.—Mention of the 
closing of the Cherry River Boom & Lumber 
Co. sales office, here, and concentration of the 
company’s activities at Scranton, Pa., as re- 
ported in the Feb. 10 issue of the AMERICAN 
LUMBERMAN, was in error due to mis-informa- 
tion. According to F. Noel Pearce, sales man- 
ager, the company’s sales department will 
continue at the Philadelphia location, 1505-08 
Pennsylvania building. The Feb. 10 statement 
should have contained only the information that 
H. H. Buckman, sales representative for the 
company in the Baltimore, Md., area, is no 
longer connected with the Cherry River Boom 
& Lumber Co. 





Firm Has Four New Directors 


Otymp1A, WasH., March 2.—Four new di- 
rectors of the Washington Veneer Co. of this 
city were elected at the company stockholders’ 
recent annual meeting here. All of them are 
ofcers of the Weyerhaeuser Timber Co., which 
recently acquired a controlling interest in the 
concern. The newcomers to the board are J. P. 
Weyerhaeuser, Jr., executive vice president of 
the Weyerhaeuser company; Norton Clapp, sec- 
retary; A. D. Orr, assistant treasurer, and 
Charles Ingram, general manager. All four 
live in Tacoma. Re-elected to the board were 
E. E. Westman, W. H. Schultz, Thomas L. 
O'Leary, C. R. Bordeaux and Millard Lemon, 
all of Olympia. Mr. Westman was re-elected 
president of the Washington Veneer Co.; Mr. 
Weyerhaeuser, vice president; Mr. Clapp, sec- 


Amemecanfiumberman 


retary, and Mr. Schultz, treasurer and assistant 
secretary. About 35 of the Weyerhaeuser com- 
pany’s western zone salesmen made an educa- 
tional tour of the veneer plant, and were given 
a detailed lesson in plywood production as sales 
training. 





Retail Concern Holds Annual 
Company Convention 


MINNEAPOLIS, MINN., March 6.—The twelfth 
annual convention of the J. F. Anderson Lum- 
ber Co. was concluded here last night with a 
dinner and “pepfest” at the Oak Grove Hotel. 
The two-day session, extending through March 
4 and 5, was characterized by E. W. Dobson, 
vice-president and general manager of the com- 
pany and the prime director of the event, 
as “the most successful the firm ever held.” 

The convention marked the fifty-third anni- 
versary of the company’s existence. It was at- 
tended by company officials and managers of 
the 58 yards in Minnesota, Iowa, North and 
South Dakota. 

The program included talks by J. V. Dob- 
son, president; E. W. Dobson, vice president, 
and H. A. Wagner, treasurer, as well as repre- 
sentatives of manufacturing and wholesaling 
firms. The latter discussed such subjects as in- 
sulation, fencing, builders’ hardware, coal, paint, 
and refinancing—both of new homes and re- 
modeling. 

The Tuesday afternoon session was devoted 
to short merchandising talks by yard managers. 
Interesting events pertinent to the development 
of the company to its present status were dis- 
cussed by speakers at the Tuesday night dinner. 

Dealers’ exhibits on the floor of the conven- 
tion hall were remindful, on a small scale, of 
those at the Northwestern Lumbermen’s Asso- 
ciation convention. 





Warns of Freezing Damage to 


Fire Extinguishers 


New York, March 4.—A warning that the 
extremely low temperatures experienced during 
January have seriously damaged certain types 
of fire extinguishers has been issued by Fred 
Shepperd, manager of the International Asso- 
ciation of Fire Chiefs. This damage has been 
very extensive in the South. He urges that 
all soda-acid and foam extinguishers be in- 
spected at once so as to restore fire protection. 
Anti-freeze and vaporizing-liquid types of ex- 
—_— are not likely to be affected by the 
cold. 





Southern Plant to Expand 
Production and Service 


MeripIAN, Miss., March 5.—The Flintkote 
Co., as a part of its expansion program, has 
just started the construction of a two million 
dollar factory, here, for the manufacture of a 
complete line of wood fibre decorative and 
structural insulation and wall board products. 
The plant, which will employ approximately 
300 men, exclusive of timber cutting crews and 
foresters, is expected to get into production 
early in 1941. Over 100 carloads of highly 
specialized felting and processing machinery 
will be required to put the plant in operation. 
It will have a capacity of sixty-five million 
square feet of insulation board products an- 
nually. 

According to I. J. Harvey, Jr.. New York 
City, president of the company, the new plant 
at Meridian, in addition to existing plants at 
Rutherford, N. J., Chicago Heights, New Or- 
leans, Lockport, N. Y., and Los Angeles, will 
round out the services offered the building 
market. “Our new line of decorative board 
products will be attractively colored. The 
structural materials, insulating sheathing, in- 
sulating lath, roof insulation, etc., will be sci- 
entifically designed to provide maximum insu- 
lation and structural strength,” he said. 
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It is definitely proved that every lumber 
dealer needs a rental sander to generate extra | 
sales on finishing supplies, in addi- 
tion to earning $3 to $5 daily in 
rental fees. You, too, can sell more 
supplies by installing this brand 
new streamlined Lincoln Speed-0- 
Lite sander. Best of all—our liberal 
terms enable you to invest in 
this profit making equipment, actu- 
ally own it out of only a 
part of your profits. Write 
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Set of Blue Prints and 


ree BOOK 
#ees, 


“HOW TO READ BLUE PRINTS” 






Sent to Employees of 
LUMBER DEALERS 


This Free Trial Lesson on “How to Read Blue 
Prints,” and a set of blue print plans,—to 
show you how this 36 year old School for 
Builders makes it easy for men in lumber 
yard offices to list material, estimate costs, 
etc. Drawing of plans included if wanted. 
LEARN AT HOME IN SPARE TIME 
Men with this training are needed now to 
handle expanding business in lumber yards. 
Lumber yard officials and building contractors 
urge employees to get this training. For Free 
Trial Lesson address: 


CHICAGO TECH COLLEGE 
C-424 Tech Bldg., 118 E. 26th St., Chicago, II. 





Loose Leaf Tally Books | 


TALLY SHEETS with 
Waterproof Lines 
Samples and Catalog 

on Request 

Tally Cards Rules 

Crayon Gauges 

Rule Cases Hammer Stamps 

Pickaroons Marking Sticks 

Car Movers Leather Aprons 

Tally Pencils Load Binders 
Books for Lumbermen 


FRANK R. BUCK & CO. 


2133 Touhy Ave. CHICAGO, ILL. 
Car Door Lumber Rollers Sectional Board Rules 

















GILBERT NELSON & CO. 


Public Accountants 


332 S. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 














Builders’ Commercial Agency 
ESTABLISHED 1890 
1321 Builders’ Bldg., 228 N. La Salle St., Chicago 
A rating guide to the Contracting trade of 
Cook County and Cook County dealers 
Telephone Randolph 4893 Collection and Mechanics Liens 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


East and west side mills have reported the following average f. o. b. mill sales prices 


on southern pine to the Southern Pine Lumber Exchange, 


made in the period Feb. 20 to 24, but, where 


New Orleans, La., for sales 
prices for this period were not available, 


prices for the month to date have been inserted and starred (*): 


West East West East West East West East 
Side Side Side Side Side Side Side Side 
Flooring, Standard Ceiling, Standard No. 3 Shiplap and No. 2 Dimension 
Lengths 5% x4 Lengths —— — 2x4 
x4— e Ss 
a ee 6h8t 61.98 B&better.. 34.55 33.00 , 13 & 16... 33.87 20.10 
3 +. 50:18 ae 3:04 32.69|1x4 .. ass 13.05 13.07 7. ou ee ee 
eseoeeuneés ov. eevee ee o. . 
SOT =f BAN TTL AZ tt tt eee oc © ¢ <4 
4 37:50 °40.17 D 3: 88 22.00}1x6 Reh & +o 
D we awecees 1.5 1% Surfnced Sinish 18/848. 20.07 17.74/22 & 24...*31.50 .... 
1x3 flat 1x6 CM... 18.79 18.06) ax6 
grain— Standard Lengths 1x8 20-10 18.79 
B&b tter.. 40.20 43.23|B&better Se ldeadan P+ “ae)12 & 14... 20.94 19.40 
yess ss38.20 39.45] Inch thick— et Sila SE at SEAEEED ..<000. 20.88 21.70 
D steeeens RBS 30.25|]4 ---+++e 55.32 48.00)°**¢ ----- ” i: pate 22.65 21.67 
ROR TARR Bese sees 55.37 54.50 a i ea , OP vsusees 23:02 (21.56 
B&better.. 57.14 60.75]9 --+++e- 53.83 . o. mension 22 & 24...*27.33 *28.08 
aatedes 45.75 960.0019 cc--:+7: Gos Ss isne 2x8 
D cmalemtee *34.89 *38.00|/,%7° ----- 76.61 73:47, 12 & 14--- 26.51 26.00] 15 @ 4, 
Oe i ele leant nel  | iRS 61 73.47 26.48 *23.81 12 & 14... 21.89 20.42 
1x4 flat 5x6/4 thick — + Pee ie ee 23.05 22.50 
a . 63.25 64.75/28 & 30--- 39-55 eg9700] 18 & 20... 24.25 22.71 
B&better.. 42.22 41.77) Feary 2.17 74.41 15.00) -7 © **---°S4-58 89.001 33 & 24... 36.68 ... 
D eres <a st ae 90.30 *84.88 | 2x6 Se 
No. 2 23.70 20.48) C— 12 & 14... 24.04 23.67]}49 @ 14... 25.22 23.30 
Ena Matchea ae thick—_ 8s 41.00 Sees 24.50 Pgh Deane 23.68 23.00 
“ bocce wees 0.82 J 18 SPs eS 25.78 25. 3118 & 20... 24.78 *25.25 
Flooring, 2 to 8-foot é SEN 41.29 43.28120 ....... 27.30 23.13} 99 & 24 30.00 
1x3 rift— _ MOS EHR 41.23 44.00}22 & 24 35.50 30.50] °° ste 2 . 
ae tter.. py *46.25 1x! 5&10 44.82 49.67loxg 2x12 
Siceswa 41.00 .... cacesce SENG. 64.39 sa 12 & 14... 23.74 24.25 
Tp *26.80 Rough Finish, oe SS 26... Tee ERTIES vo ne 23.40 21.64 
1x3 fat Standard Lengths |16 ------- Pret! ose as eee 23.75 *26.38 
Bé&better.. 32.91 32.86|Fasa $0 ;:..::. 9039 38.00lss a'3i°°' Sage 
C 29°47 3050]> as k 22 & 24... 34.50 30.50 = ere 
D ....1215 1907 *24.00| 4-8 ~....*59.90 61.26] 2x10 
1x4 rift— cas. *67.46 12 32.07 31.00 No. 3 Dimension, 
znnetner.. oie 4 *46.67)] 12 prTrert 85.00 81. 25 14 °1//'') 33°69 «(29°75 Random Lengths 
weet oe OF pike asing an | ares 33.83 30.5812x4 ...... 18.9 7 
D 4 flat — Standard Lengths = [13 ¢°30:'! 34107 32:15|2x6 1121. 18:30 16:38 
c= Babetter— oot 57.47] 22 .& 24---941.81 940-75)3x8 222... 17.25 17.00 
B&better.. 29.04 29.32 1x6&8 |_|. 62.83 57.30)2x12 ot MS isis citae 
weeeeeee 25.89 *26.25/1x5&10 ... 62.25 63.58]12 & 14... 37.04 31.33]°%4" ----- 9 
D wircnkes ee. 2 —— Jambs 7 aula iat ee. ath 
Drop Siding, Stand- etter— _|18 ....--- . -25] Cull Timbers, 20 & 
” 1%, 1%&2.°75.55 73.75320 ....... 41.88 37.25 No. 
Noth emethm 1x0" x4-8... 60.23 55.64] 22 & 34.1! 48:00 *43:00 we © 
Bé&better.. 38.54 *36.00 No. 1 Fencing & Shortleaf— 
cages 36.03 *35.00 * Boards Car Siding, 13/16” Sx4&4x4.. 29.05 29.00 
D at afc 30.16 *29.23|. Standard Lengths 4x6—8x8. 26. 42 25.36 
No. 116— 1x4 ...... 31.10 30.00 | Be btr&Sel— 3&4x10 ... 30.38 30.25 
eee 42.45 40.50]1x6 ...... 31.34 32.9011x4, 9 .... 43.00 5x10-10xi0829.39 
Pers 32.12 31.05]1x8_...... 33.25 *32.3011x6, 9 ....*43.60 ....])3&4x12 ...*41.14 36.25 
No. : ; 24.61 23.94 —— Xt -+++]1x6, 10... 2... 41.75]5x12-12x12 43.00. 
No. ; 0.67 20.25|1x12 ..... . 
Assorted patterns No. 2 Shiplap and Lining, 13/16” 
B&better.. 45.20 *39.66 Boards, Std. Leth. B&btr&Sel— Plaster Lath 
c ee Maen “42.91 36.04 1x4 mobi ie 19. 23 17. $1 1x4, 18 ...*48.00 Kiln Dried 
No. i911!) 34141 *32:00]1x8 11211 23:71 22°64] 1X% 18 ---°55.76 %x1%”, 4 
No. 2 .... 25.06 22.69]1x10 ..... 23.15 23.06|COmmon No.1 ..<. S88 266 
No. 3 -*19.16 *16.88]1x12 ..... 26.66 25.02'1x6, 18 ... 37.25 No. 2... 4.15 3.25 











OAK FLOORING 


Following are current quotations on oak 
flooring in carlots, f.0.b. Memphis and John- 
son City, Tenn., and Alexandria, La., as points 


of origin: 
ExX2%” 1X1%H” %x2” %x1%” 


Clr. qtd. wht....$80.00 $70.00 $65.00 $62.00 
Clr. qtd. red..... 67.0 61.00 58.00 60.00 
Sel. qtd. wht.... 60.00 50.00 51.00 45.00 
Sel. qtd. red..... 60.00 51.00 53.00 49.00 
Clr. pin. wht. 62.00 52.00 51.00 46.00 
Clr. pln. red. 64.00 54.00 48.00 46.00 
Sel. pln. wht. 56.00 48.00 44.00 38.00 
Sel. pln. red. 57.00 50.00 42.00 40.00 
No. 1 com. wht 53.00 44.00 37.00 33.00 
No. 1 com. red 54.00 46.00 37.00 34.00 
No. 2 common 35.00 32.00 32.00 25.00 

%x2” %x1%” x2” 
OO A Pere $75.00 $72.00 omnis 
ES eee 72.00 67.00 ng 
eG Wc ccctedence 60.00 58.00 ae 
A RO eee 60.00 58.00 anne 
ee ee 61.00 61.00 60.00 
Set i Bs 6 000.6606 a0 61.00 60.00 56.00 
ce cencaehes 55.00 53.00 54.00 
OS OE eee 55.00 53.00 53.00 
ey © Os Wileeccoccece 51.00 47.00 40.00 
ah i On SOs ccvesees 51.00 48.00 40.00 
WO. B GOUMOR. co cccccece 34.00 29.00 eee 


New York delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Johnson City origin: For 
}#-inch stock, $8; for %-inch, $4; for %- and 
fs-inch, $4.50. 


Chicago delivered prices may be obtained 
by adding to the above the following dif- 
ferentials figured on Memphis origin: For 


##-inch stock, $6; for %-inch, $3; for 4%- and 
fe-inch, $3.50. 


WESTERN PINES 


Following f. o. b. mill prices on actual 
sales were reported to the Western Pine As- 
sociation by members during the period from 
Feb. 19 to 24, inclusive. Averages include 
both direct and wholesale sales, and are 
based on specified items only. Quotations 
follow: 

Ponderosa Pine 


SELEcTs, S2 or 4S— 1x8 pag sien 
ak Sarees \ aac ara $58.57 $63. $63.51 

ele bi nis aoe ae 39.81 44. HA 43. 83 

SHop, S2S— No. 1 No. 2 

| ae Poe eee $35.75 $25.67 

SE So RR i ee 34.17 24.57 
Commons, S2 or 4S— 0. 2 0.3 

1x 8 or ee eee este wake $28.85 $22.57 

ar RY) Sha Gael ables ak amas iaarace 31.36 22.42 
No. 2 NG id a iad hn eee ew eee oa $16.01 


Idaho White Pine 


SELEcTs, S2 or 4S— 1x8 5-6/4RW 
oe saith? A) See $71.67 $86.78 
Quakity CD) Bh. cccscsze 42.20 65.83 


Commons, S2 or 4S— 
Colonial Sterling Standard 
No.1 No. 2 No. 3 


oO. oO. oO. 
$x ely nieuwe eae $38.24 $35.47 $26.07 
MED. side acdeaanae 70.48 42.57 29.63 
Utility (No. 4) “ S2 or 4S RWRL....$17.75 

ugar Pine 
oa, ‘ or Pviahoay y Vay 5/4RW 6/4RW 
B&B We ceva $73.68 $75.28 $75.46 
e RL et a ee 68.68 67.9 68.28 
RS Se 54.25 53.50 53.88 
SHop, S2S— No. 1 No. 2 No. 3 
Dee tush bedeciaaan $41.22 $30.75 $23.50 
| eaters 39.52 28.93 20.95 
og ee ee eee at? 53.10 35.68 24.50 
Rape engies Fir 

Dimension, / Se A ae are $22.47 
Dimension, SS ere 21.42 
Flooring vert. Me SO ee 2: ree 37.50 
BearGas, Wo. &, BEOTEE, TES... cccccccces 20.25 
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NORTHERN HARDWOOD 


Following are prevailing quotations f.ob. 


Wausau, Wis., on northern hardwoods: 
No.1 No. Me ue. Ky 
Brown Ash— FAS Sel. Com. Co 
, eee $63.00 a 00 ery 00 ty 06 a18. 06 
Dt -covdnees 68.00 8.00 1.00 9.00 
 , See 73.00 83. 00 43°00 32. 00 i: 00 
See vierscece 78.00 68.00 51.00 34.00 20.00 
No. 1 a oh =. ag 
Basswood— FA Sel. Co 
. are. $78.00 $68.00 $48.00 #28 00 a18. 00 
|, see: 83.00 73.00 53.00 0.00 1.00 
Oe veceveus 86.00 76.00 54.00 32, 00 33° 00 
ae 93.00 83.00 64.00 34.00 23.00 
Se 6ececaees 8.00 88.00 71.00 45.00 
BEE .cGarmaane 103.00 93.00 76.00 50.00 
— , Beene - 70.0 60.00 39.00 24.00 


Key stock, “ft, No. 1 and peter $78; or on 
grades, FAS, $88; No. 1, s ; 5/4, No. 1 and 
better, $83, or = "grades, ‘AS, $93; No. 1, $73. 


No.1 No.2 No.3 





Hard Maple— FAS Sel. Com. Com. om 
ae seseedes $73.00 $58.00 $47.00 $30.00 $15.00 
Me .anessaws 78.00 63.00 52.00 34.00 17.00 
81.00 66.00 55.00 36.00 17.00 
Tee eecsnane 86.00 71.00 60.00 36.00 18.00 
eee 86.00 71.00 60.00 37.00 san ve 
SP Kcucacns 01.00 86.00 68.00 42.00 

eer 101.00 86.00 71.00 42.00... 

a 121.00 106.00 83.00 45.00... 

Ee cecseues 121.00 106.0 83.00 — si 

TOPE csecvuee 161.00 146. ~ wales : ~ 

No. "2 No. 3 

Soft Elm— FAS Com sé So. Com. Com. 
OS eee $48.00 00 27.00 19.00 
EON 53.00 33°00 9.00 20.00 
| ee 53.00 43.00 29.00 21.00 
eee 56.00 46.00 32.00 21.00 

Ee 59.00 49.00 34.00 Ree 

BEUS eecvvecees 64.00 54.00 39.00 er 

No. 1 No. 2 No. 3 

Rock Elm— FAS Com. Com Com 
, are 48.00 $30.00 $19.00 $16.00 
Pee. vacaceees 53.00 35.00 21.00 18.00 
rere 63.00 43.00 23.00 18.00 
|, ae 68.00 53.00 28.00 21.00 

De avisvacws 78.00 63.00 40.00 FRAN 

PD bsicaaareun 88.00 73.00 45.00 26.00 

No.1 No.2 No.3 

Birch — A Sel. Com. Com. Co 
 , eee $86.00 $66.00 $46.00 $28.00 $17.00 
_, ere 91.00 71.00 53.00 -00 
ee 91.00 75.00 58.00 39.00 18.00 
ee teccckau 94.00 82.00 68.00 46.00 19.00 

ee 6.0 86.00 73.00 47.00 

Dt sceeucen 101.00 91.00 78.00 52.00 

Ge «ceaanes 156.00 146.00 721.00 ....  .. 
FEE 73.00 59.00 438.00 26.00... 
wre sexeeese 75.00 61.00 46.00 27.00... 

No.1Com. No. 2 No. 3 

Soft Maple—- FA & Sel. Co Com. 
Oe cnmnmekavas $59.00 $41.00 $2F.00 $17.00 
DE sadpences 66.00 46.0 29.00 18.60 
|, eee 76.00 51.00 34.09 18.00 
arr 81.00 56.00 34.00 19.90 

Seattle, Wash., March 2.—Current quota- 


tions f. o. b. mill on Douglas fir items in mixed 
ears for rail shipments direct to the trade 
appear below: 


Vertical Grain Flooring 
B&Btr. Cc 


D 

Bee nn diweawe mewn $42.00 $32.00 $23.00 
Flat Grain Flooring 
RR 29.00 $27.00 $21.00 
1x6 cin ahi Sina aia aa . 33.00 31.00 24.00 
Drop Siding 

1x6 Pat. No. 106....$32.00 $29.00 $23.00 
1x6 Pat. No. 116.... 32.00 29.00 23.00 
Ceiling $11.90 

ee rere rss 28.00 $26.00 . 
eben get ¥79,00 27.00 17.00 

Boards = ne 

$33 gifts 

aS ae 20.00 $20, bo $19 00 
SS aaa +7800 16.00 6.00 16.00 
Ma. Ghswets 12.00 12.00 is: 00 12.00 

No. 1 ene 

12 14 18 20 

aa #3}. 4 3 34 $22. eo $22.50 $33. ‘ 
Ss Bree 2.00 22.00 

ae 31:80 3180 31°50 21.50 at 50 
eer 22.50 22.50 23.00 23.00 23.00 
oo: 23.50 23.50 24.50 24.50 24.50 


No. 1 Rough and/or Surfaced Timbers 


4x4- to 4x12-inch planks 20 feet and 
ee errr errr $19.00 

12x12 20 ft. and shorter...... procceede 18.00 

po eer 18.00 








SE weer ——S oe aC 


ball 


“ fa Se? See ee? 


eoooo. wrr* 


L- 


le 
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RED CEDAR SHINGLES 


Seattle, Wash., March 2.—Below are listed 
average prices received for Certigrade red 
cedar shingles sold direct to the trade: 


Coe EE Gio dce Ke ee hig n aa es ea waaee $3.90-$4.00 

ed FO ee aa 2.9 

ST chad Ginna Ona ewe v dace 4 Waele Wate ae Caran 2.00 
Perfections: 

ST EE Saker nig. cee Ota a ee eae Ao $3.15-$3.25 

See EE. <a. o's w.oe0'e-ea were Sacee se berewee 2.5 

Oo hvac ese asec ec mevonnese ees 1.60 
XXXXX: 

Ree EE oid esd atcin 6 a was aaa eaceates $2.90-$2.95 

See” MEE i ahd aed Sas oan gS owe ae 2.20- 2.25 

Se Be wb sie see ees ee ear ete seen 1.40- 1.45 





WEST COAST LOGS 


Seattle, Wash., March 2.—Average prices of 
logs are as follows: 


Fir No. 1, $21-24; No. 2, $16-18; No. 3, 

$10.50-12. Peelers, No. 1, $34-35; No. 2, $28. 
Cedar Shingle logs $17.00; lumber logs, $30. 
Hemlock: No. 2&3, $13.00. 





ARKANSAS SOFT PINE 


Following are average sales prices, these 
f. o. b. mill figures being based on shortleaf 
weights, obtained by Arkansas Soft Pine 
mills during the week ended March 2: 


Flooring 
Edge grain— 3-inch 4-inch 
IU — 5.0 crai 6 aacucdis ole ee peas $65.00 $62.00 
: a a er ee eee 55.00 54.00 
We Soc Sa waite Oi eae claw ewes ee aA 37.00 
Flat grain— 
NON ees kies aarecels Ouweee $46.00 $44.00 
DS dia haw oresd tee ae 40.00 40.00 
NGG. B ésaSb thine hae 30.00 31.00 


Ceiling & Partition 
B&Better No.1 
Ce I cic Seaeacepes es $36.00 $34.00 
POPUIOE, DBE ciciswcacvesess 48.00 43.00 


Drop Siding, 1x6 
No.117 No. 116 


be ee ee $42.00 $48.00 
MD os. ete vawisiese oa ameee ae 40.00 44.00 
DOWD akon eo kipne eal aare oratard 30.00 31.00 


Y emaiaas a as ene | 


5 10 12 
4 ...$54.00 $59.00 $54.00 $66.00 $62.00 $80.00 
5/4... 65.00 75.00 65.00 65.00 75.00 87.00 


Casing & Base, eee” 


8 
ee $60.00 $65.00 $60.00 $60.00 
WOE. 5 oiteccanwes 60.00 65.00 60.00 60.00 

, Mouldings Discount 
Edatod at SS Arid WHOSE i. 6 osesicsesicccces 45% 
PFGE Be as ha ane wr oo eR owe ation 40% 


Boards and Shiplap 


1x6 1x8 1x10 1x12 
*Boards, S4S, No. 1.$33.00 $33.00 $36.00 $47.00 
or Shiplap No, 2. 24.00 25.00 24.00 30.00 


Dimension, 84S, 16-Foot 


; No. 1 No. 2 
ray ee ane eer $27.00 $24.00 
Oe: suse ata a: @ acendereeeieee cre aieiaate 24.00 

PIEAIIE o> vs 5; aisaricciplegy shies as aati ONS ema ae te 25.00 22.00 
BLO: 60.014: coins: ateer Bia ienickete enero ale 34.00 26.00 
RD said suanaratetaiereemeite hein oe 38.00 28.00 

Lath, %x1%, 4-Foot 

POs DS is widieie ae Wleiol ip eee cies haa ea Maal ewes 5.25 
je ae eee eee a ae Re ee ee 4.25 





*Applies to the new SPA grade of No 1 
common. 
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Current Market Review 


Softwood sales in the two weeks ended 
Feb. 24 were 15 percent above last year’s 
at the same mills, and 6 percent above 
current production, while shipments also 
were appreciably ahead of production. 
Gross stocks Feb. 24 were 4 percent 
lower than at corresponding date last 
year, and unfilled orders were 25 percent 
higher. These statistics all indicate that 
the mills are moving into stronger posi- 
tion, which looks even more favorable 
when the depletion of distributors’ stocks 
and good building prospects are consid- 
ered. Threat of heavy inroads of Ca- 
nadian lumber has been removed by ar- 
rangements for transporting large quan- 
tities by rail to eastern ports for shipment 
overseas; and a scheme for the orderly 
marketing of New England’s salvage pine 
is being carefully worked out. Despite 
these favorable factors, the market is not 
strong, for the weather in many sections 
has been too bad to permit a good start 
on building. Production in the South 
has been so curtailed that present fair 
demand about covers it. In the West, 
including British Columbia, however, 
favorable weather is stimulating woods 
and mill operations, while lack of export 
outlets and of ships for the run to the 
Atlantic coast is making some western 
producers eager enough for a market to 
offer concessions, and the California mar- 
ket has suffered especially, offerings of 
Northwest fir having recently had a bear- 
ish effect on western pine prices. In At- 
lantic coast markets, the Southern mills 
may temporarily benefit from the lessen- 
ing of western competition, but the west- 
ern producers are pressing the Govern- 
ment to put a number of old ships again 
into service. Current water-shipping 
rates are about on a parity with rail, and 
at these the western lower grades can 
reach but a small part of the eastern mar- 
kets, in competition with southern and 
northeastern stock. The European and 
Oriental wars and threats of their spread 
continue to make for uncertainty in gen- 
eral business, but there are indications 
that the need for housing is making itself 
felt and that the building materials in- 
dustries’ drive for low-costing housing, 





APPALACHIAN HARDWOODS 


Cleveland, Ohio, March 4.—Following are current prices on Appalachian hardwoods, f. o. b. 


Cleveland: 

Ash: 4/4 5/4 6/4 
ee $75.00 $85.00 $90.00 
Com. & Sel.. 50.00 60.00 60.00 

Plain White Oak: 

sees ee -00 115.00 120.00 
No. 1 C.&S... 55.00 60.00 65.00 

Plain Red Oak: 
> RR ear 80.00 90.00 105.00 
No. 1 C.&S... 54.00 59.00 64.00 

Poplar: 
| ae 87.00 95.00 97.50 
No. 1 C.&S... 60.00 62.50 65.00 
eee 67.00 72.00 72.00 
No. 2-A Com. 40.00 46.00 48.00 
Basswood: 
eee 77.00 82.00 82.00 
No. 1 C.&S... 52.00 57.00 62.00 
No. 2 Com... 35.00 37.00 39.00 





8/4 10/4 12/4 16/4 
$95.00 $115.00 $125.00 $140.00 
65.00 85.00 95.00 115.00 
140.00 145.00 160.00 185.00 
70.00 85.00 95.00 120.00 
116.00 135.00 145.00 175.00 
69.00 84.00 94.00 118.00 
105.00 125.00 140.00 160.00 
75.00 85.00 95.00 115.00 
82.00) Chestnut: 4/4 5/4 6/4. 8/4 
52.00] FAS ....... 90.00 105.00 105.00 115.00 


- 1.C.&S.. 75.00 80.00 -00 i 
“  WHND 41.00 44.00 45.00 52.00 
92.00 No. 1 C&Btr. 37.00 40.00 40.00 47.00 
67.00} No. 2C&sd 
42.00 Wmy. ... 31.00 33.00 33.00 39.00 


with strong Federal backing, will assure 
a better demand for construction lumber 
this year than last. 

While hardwood bookings in the two 
weeks ended Feb. 24 were 14 percent 
above last year’s for the same period, they 
were behind shipments, which in turn 
lagged production. Though mills have 
lower stocks than last year’s, and those 
in the South have greatly depleted their 
shipping-dry stocks and are entering a 
period of normally-low production, the 
market is just about holding at recent 
levels. There is very little export trade 
in oak, but domestic demand for flooring 
stock has been improving; a recovery in 
flooring prices from recent lows is help- 
ing those of rough. The furniture indus- 
try is the leading buyer, taking fair quan- 
tities of gum but only for current needs, 
and scarcity of dry stocks keeps this 
species steady. 





SOUTHERN HARDWOODS 


Following are ranges of f. o. b. mill prices 
on rough, air dried southern hardwoods, 


from reports of sales made duri 
ended March 4: ee eer 


Qrtd. Red Gum 





FA m Mixed Oak 
. as 76.50@84.00 | 4/4. 8.50 
oe am AY yt Plain Poplar 
No ey il is , No. 2A Com.— 
ines 34.00 a Rae 20.25 
ee 37.00 Cottonwood 
SS Sees 37.00 | FAS— 
eae 40.00 _. eas 30.00 
Plain Red Gum No. 2 Com.— 
er 1 & Sel.— ‘onl | Raa 19.00 
eoevece . Bee h 
pe 37.50 | No. 1 & Sel.— 
yd oo is.00@20.00 | Ne. 2 Gor — 
ea halal rg: 20.00 4 Presi 12.25 
— BPE 3 5.00@28.00 
re 41:35@43.75. 16/4 ...... 25. 
| ae 43.00 @47.25 | No. 3 Com.— 
ig eee gy ft BO er 12.00 
DO cia wens 53.00 a eiacieaias 
No. 1 & Sel.— PA as 
Of ielieeinn 31.00@ 33.00 _. pay 
8/4 ...-.-.37.25@41.25 Qrtd. Sycamore 
Py ame Sap Gum FAS— aie 
a cic 38.00 | No. 1 & Sel.— : 
- Gpeeenee 38.25 | 4/4 ...... 35.00 
|. eee 40.25 No. 2 Com.— 
No. ié <n nt DE cn a 25.00 
ce ...... ee luke 
 S eesee. 28.00@30.75 | a7r 22.00 
Ln 2 Com.— 12.50 | 5/4 «+++: 23.00 
Sound Wormy— ra Willow 
OMe eas 18.50 ~~ ‘nila 
oy hing Black Gum 6/4 Tea 48,00 
re 43.00 @ 46.50 hg a 48.00 
No. 1 & Sel.— 4/4 25.00 @ 26.00 
et -sceaue 27.25@28.50 | 4/4 ------ . . 
(ee 27.00 Magnolia 
De vee 36.50 | No. 2 Com.— 
_ Black Gum a. ‘iiteié 18.00 
ec 33.00 | FAS— 

Qrtd. Tupelo Hh ape +388 
ees 37.00 | Selects— ; 
No. 1 & Sel.— ONO m3. 60 48.50 
Me carcuda 27.00 Shop— ss pil 
FA we 5/4 ......36.50@37.00 
| 31.00 | 6/4 ...... 41.00 
- Fiain White Oak 8/4 Gon — 43.00 
aa 57.50 | 4/4 ...... 26.75 @30.00 

aziain Red Oak 5/4 + Gor 34.25 
BO is vee 46.00 4/4 Aisete 20.00 @27.50 
 BeGRey 15.00 | 6/4 ...... : 
No. i & Sel.— See 26.00 @27.00 

i pee 25.75 @33.00 Mixed Hardwoods 
| er 38.00 Dunnage— 
OPE vccwss 45.00 | 4/4 ...... 8.50 











OBITUARY RECORD 








WALTER LEROY LEGG, 55, former man- 
ager of the Sumter Lumber Co., (Inc.), Elec- 
ric Mills, Miss., died at his home in Gulfport, 
Miss., from a heart attack, Feb. 25. Mr. Legg 
had been in the lumber business for more 
than thirty years, starting as a boy in the 
planing mill of the old plant of Grayson-Mc- 
Leod Lumber Co., Graysonia, Ark. He was 
for many years connected with the Young 
interests at Madison, Wis., and was in charge 
of their plants at Stephenson, Miss., and 
Sylacauga, Ala. For a time he was located 
at Vancouver, B. C., when the Young inter- 
ests had a large operation at that point. For 
ten years prior to Mr. Legeg’s retirement 
some eighteen months ago, which was made 
necessary by ill health, he was general man- 
ager of the plants of Sumter Lumber Co., 
Inc., at Electric Mills, Miss., and the Pioneer 
Lumber Co., at Elrod, Ala., associated com- 
panies. He was a past director of the South- 
ern Pine Association and played a very im- 
portant part in several of its programs un- 
dertaken in recent years. He was a Shriner 
and a member of the Methodist Church. He 
is survived by the widow, one son and one 
daughter. 


J. WINTERS MORRELL, 86, pioneer Colo- 
rado lumberman and philanthropist of Den- 
ver, died in Denver, Feb. 17, after a brief 
illness. He was born in Salem, IIl., but when 
14 he moved with his parents to Fulton, 
Kan. When the lead carbonate boom struck 
Leadville, Colo., in 1879, he went there. He 
got a job as stationary engineer at the 
Chrysolite mine. A small sawmill was oper- 
ated in conjunction with the mine and this 
Mr. Morrell purchased. Within a short time 
he converted the sawmill into the first lum- 
ber company of Leadville, naming it the Gul- 
ler Co. Much of the timber supplied to 
mines of the region came from his yard. 
For two terms, ending in 1912, he was a 
State representative. In 1922, he sold his 
lumber business at Leadville and he and Mrs. 
Morrell moved to Denver. He engaged in 
many private philanthropies. Numerous chil- 
dren of poor people were educated through 
his assistance, and in addition, he and his 
wife provided funds for treatment for many 
crippled children. He is survived by a daugh- 
ter, two nephews, and three sisters. His 
wife died in Denver last July 25. 


GEORGE J. BARKER, 78, whose name has 
been closely associated with lumber distri- 
bution, both wholesale and retail, for 62 years 
died Feb. 26 at his home in Waltham, Mass. 
Ill health had forced his retirement from 
active business about five years ago. For 
many years he had operated a wholesale busi- 
ness at Boston as Barker & Co., Inc., with 
branches in New Haven, Conn., and Phila- 
delphia, Pa. Later he joined with the late 
William H. Wood, Cambridge retailer, in 
forming the Wood-Barker Co. to operate a 
water-front lumber terminal in Charlestown 
which in recent years—until liquidated two 
years ago—was continued as the Wyman- 
Allen Lumber Co., though under the financial 
control of Mr. Barker. He was a 32nd de- 
gree Mason and a member of the Boston City 
Club and Kiwanis, also of the Second Church 
in Newton. His widow survives, and to- 
gether they celebrated their 50th wedding 
anniversary about five years ago. 


ALFRED M. LANE, president of the Mon- 
arch Metal Weatherstrip Co., St. Louis, Mo., 
died at his home there in February, following a 
long illness. Mr. Lane was a pioneer in the 
metal weatherstrip field, and is credited with 
the development of Metalane, an aluminum 
alloy strip which has become standard equip- 
ment with many window manufacturers. He 
was widely known in the building industry 
and took the lead in fighting to open up highly 
unionized building markets to mill-assembled 
windows. 


GEORGE W. MENKE, 53, assistant secre- 
tary and treasurer of the John W. Tuthill 
Lumber Co., Sioux Falls, S. D., died recently 
as the result of a fall on an icy sidewalk. 
Mr. Menke had been associated with the 
Tuthill Company 31 years, entering the firm’s 
employ shortly after graduation from busi- 
ness college. 


CHARLES LINDBECK, 73, president and 
general manager of the United Lumber & 
Supply Corp., Jamestown, N. Y., died sud- 
denly, March 3, at Worcester, Mass., where he 
and his wife were visiting. He entered the 
lumber and planing mill business in 1913, 
after having spent many years as a ¢abinet 
maker and in the construction industry. Sur- 
vivors are his widow, two sons, a daughter 
and a brother. 


JESSE B. DAVIS, 57, division manager for 
southeastern Oklahoma yards of the Long- 
Bell Lumber Co. and father of J. D. Davis, 
manager of the same concern’s branch in 
Tulsa, died suddenly March 1. Mr. Davis had 


been connected with the company since he 
was 20 and had served the firm at several 
locations. His widow, the son, a daughter 
and a brother survive. Pallbearers were men 
from the Long-Bell Lumber Co. 


MELVILLE MILLIKEN, 91, identified with 
lumber production in Maine until his retire- 
ment 20 years ago, died Feb. 27 at his home 
in Lewiston, Me. He had been associated in 
large scale lumbering operations in Van 
Buren, Stockholm, and Mattawamkeag, Me., 
with his uncle, Charles Milliken, a former 
mayor of Augusta, and with a nephew, Carl 
Milliken, a former governor of the State. 
He was a member of the Masonic bodies and 
of the Universalist Church. 


MILLARD P. THORNTON, 80, a pioneer 
Pacific Northwest logging operator, died 
Feb. 28, at the home of a daughter in Ta- 
coma, Wash. He engaged in logging opera- 
tions in western Washington in the days 
when timber was pulled along skid roads by 
oxen. Survivors include three sons, two 
daughters, 10 grandchildren and 10 great- 
grandchilc¢ren. 


HENRY M. WIEGAND, 48, president of 
Martin Wiegand, Inc., Washington, D. C., died 
Feb. 24. A native of Washington, Mr. Wie- 
gand had been in business for 30 years. He 
entered the company founded by his father, 
the late Martin Wiegand, after high school 
graduation. He had varied business inter- 
ests. His mother, a brother and one sister 
survive. 


LEONARD H. HAUER, 62, who retired as 
general manager and secretary-treasurer of 
Lampert Yards, Inc., St. Paul, Minn., last 
September died recently at Los Angeles 
where he was making his home. Mr. Hauer 
was a resident of St. Paul for 17 years, going 
to that city from Watertown, Minn. He is 
survived by his widow and two children. 


MRS. L. VINNIE LYON, Denver, Colo., died 
Feb. 25 at a Denver hospital of complica- 
tions from a fall at home. Her husband, W. 
Hayes Lyon, is the owner of the Acme Lum- 
ber Co. of Denver. Mrs. Lyon worked with 
her husband for several years in the office 
of the company. Surviving are her husband 
and two children. 


MRS. R. L. SETZER, wife of the secretary 
of the City Lumber Co., Inc., Tacoma, Wash., 
died Feb. 18. She was a sister of Paul Johns, 
president of the City Lumber Co. Mrs. Setzer 
was active in civic and welfare work. Be- 
sides her husband and brother, surviving rel- 
atives include a son, a daughter, and two 
grandchildren. 


J. H. STRICKLER, 61, proprietor of the 
lumber company in Knox City, Mo., which 
bears his name, died Feb. 11. His first asso- 
ciate in the retailing business was Robert 
White in 1900, and from then until 1936, 
when he became sole owner, he had various 
partners. Survivors are a son, one daughter 
and two brothers. 


BERNHART A. BENSON, 65, sales manager 
of Curtis Companies, Inc., Wausau, Wis., died 
Feb. 26. He had been associated with the 
firm for 43 years, starting as a clerk, later 
becoming traveling salesman, and then sales 
manager. His widow, a daughter, and one 
sister survive. 


CALVIN C. BROWNLEE, president of the 
Brownlee Lumber Manufacturing Co., Cedar- 
town, Ga., passed away Feb. 20. Mr. Brown- 
lee was also interested in the Chattanooga 
(Tenn.) Wood Products Co., and the Greens- 
boro (Ga.) Lumber Co. He leaves his widow, 
two sons and a daughter. 


MRS. SALLY M. HIXON, 68, mother of 
Lloyd Hixon, chairman of the board of the 
Hixon-Peterson Lumber Co., Toledo, Ohio, 
passed away recently. She was the widow 
of William L. Hixon. Two sons, and two 
sisters survive. 


EDWARD KURTZ, 72, identified for most 
of his life with the Schweickart Lumber Co., 
Ironton, Ohio, passed away Feb. 20. He was 
a leader in his church. His widow, three sons 


and three daughters survive. 


ARTHUR A. CLYCE, a manager of the 
Lambert Lumber Co., Excelsior Springs, Mo., 
for 39 years, passed away Feb. 16 in Kansas 
City. His widow and a daughter are imme- 
diate survivors. 


JOHN KESTER, 57, of R. A. Kester & Son 
in Greenville, Ohio, died in his office Feb. 15. 
He had been active in the lumber business 
for 30 years. His widow, a son and two 
daughters survive. 


JOHN G. NICHOLSON, 74, for many years 
a prominent retail lumber dealer at New 
Bedford, Mass., until his recent retirement, 
died Feb. 21. 
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CLASSIFIED 
ADVERTISING 
DEPARTMENT 


How to Figure Costs for Advertising 
In Classified Department 


Three consecutive issues 

Four consecutive issues........ 

Thirteen consecutive issues...........$2.70 a line 
Twenty-six consecutive issues........$5.40 a line 


Seven words of ordinary length make 
one line. 

Count in the signature. 
counts as two lines. 

No display except the heading is 
permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 
equal to fourteen lines. 

Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 


eee 
Too Late To Classify 


CARPENTER APRONS 


Write for samples and prices. 
THE MINNESOTA SPECIALTY CoO., Inc. 
Minneapolis, Minn. 


Heading 











SALES SERVICE AVAILABLE 


Old est. Chicago Jobber with large clientele wants 
to make sales connection with good Pon, Pine 
shipper for Chgo. district on Com. or profit sharing 
basis. Full line industrial & Yd. stocks—including 
Mlidgs. & other wood products. Also-interested in 
Fir, Hem., etc. We solicit your replies if our well 
equipped live sales organization would be beneficial. 
Address “D. 81,’’ care American Lumberman. 





Salesmen 
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EXPERIENCED MILLWORK SALESMAN 


A man between 30 and 45 years of age, experienced 
in selling stock and special millwork to lumber 
dealers, to travel exclusive territory in southern 
IllInois. Must be capable of listing and figuring 
millwork from plans. Submit references, salary 
expected, and answer in own handwriting. 
WAHLFELD MANUFACTURING CO., Peoria, Ill. 


WANTED SALESMAN TO REPRESENT 


30-year old Southern wholesale firm in West Vir- 
ginia territory, handling West Coast stock, yellow 
pine, cypress, hardwoods. Will consider young man 
with yard or mill exp. or both who wants to be- 
come a salesman. Give age, full details, ref. 
Address “D. 72,” care American Lumberman. 


WANTED SALESMEN 


Industrial and yard stock commission salesmen 
are desired by West Coast mill. Exclusive terri- 
tory. 

Address “C. 41,’’ care Aerican - Lumberman. 


WANTED: HARDWOOD SALESMAN 


An experienced man to represent manufacturer 
Southern and Appalachian Hardwoods in Los An- 
geles, California area; also, man in San Francisco 
area. Give references, experience, complete in- 
formation first letter. 

Address “‘D. 88,’’ care American Lumberman. 














DO YOU WANT EMPLOYEES 
Write an advertisement; send it to the 
paper that reaches the people. We can 
help you. AMERICAN LUMBERMAN, 
431 S. Dearborn St., Chicago, Ill. 
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